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ar Output Falls 
To 242-Year Low 
or Normal Week 


75,000 Cars Scheduled, 
Half Year-Ago Pace; 
Mediums Cut Most 


By Martin L. Whitmyer 
Staff Writer 
AR output in the United States 
last week sank to its lowest 
el in a normal period since the 
eek ended July 12, 1958. 

The industry, with major cut- 
backs among ‘the medium-price 
makes, turned out an estimated 
75,651 cars last week—a 14.2 per- 
cent decline from the 88,134 units 
assembled a week earlier, and 52.4 

t below the week ended 
Feb. 20 last year, when 159,058 
cars were built. In the week end- 
ed July 12, 1958, there were 73,062 
cars built. 

Medium-make schedules were cut 
o 7.3 percent of industry and a 
mere 5,510 units by closedown of all 
Buick, Oldsmobile and Pontiac 
ome plants; a weeklong curtail- 
ment of output at the Chrysler- 
Dodge Polara plant in Detroit, and 
operation of only one of six B-O-P 
field units. A week earlier the group 
aptured 21.9 percent on 19,350 as- 
semblies. 

Return of Rambler and Stude- 
ibaker’s Lark to the assembly scene 
offset weeklong shutdowns of pro- 
duction by the three B-O-P com- 
ipacts—Buick Special, Oldsmobile 
F-85 and Pontiac Tempest — plus 
urtailment of all compact-car out- 
put by Chrysler Corp. at Newark, 
Del., and Hamtramck, Mich. 

* * * 


AN INCREASE in assembly activ- 

ity is expected this week, how- 

ever, with Chrysler and B-O-P home 
and field units returning to normal 
scheduling. 

Buick and Pontiac are sched- 
uled to work five days as are five 
of the six B-O-P field plants. Olds- 
mobile will work four days at 
Lansing and the B-O-P field unit 
at Wilmington, Del., will be down 
one day. 

Chrysler Corp., with the excep- 
tion of its Plymouth plant in De- 
troit, will work its assembly plants 
five days. The Plymouth unit in 
Detroit will work four days. 

Ford Motor Co. also will have 
some downtime this week. The 
Comet-Falcon plant at Kansas City 
will be down the entire week, while 
the Comet-Falcon lines at San Jose, 
Calif., will be. down Friday. 


TH iiapacte, oni the return of 
Rambler and Lark and six-day 
Operations at Corvair’s Willow Run 
Plant, captured a record 35.5 per- 
cent of total industry output on an 
estimated 26,866 assemblies last 
(Continued on Page 57, Col. 1) 


Dealers Snowball 
Winter Sales Ads 
On New, Used 


By John K. Teahen Jr. 
Associate Editor 

"THE blizzards that paralyzed the 

Eastern states added to the 
Problems of auto dealers, but some 
retailers found that even miserable 
Weather has a certain advertising 
Value, 

Among them was Bender Ford, 
Syracuse. The firm dug itself out, 
surveyed its white world and de- 
clared: “We've got to sell cars to 
make room for our snow.” 

Sed-car ads had a weather 


me in some areas, Detroit Ford 
(Continued on Page 53, Col, 1) 
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How Makers Fared in Car Sales 


(Number of Units) 
1960 vs. 1959 
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Shop Volume Increases 
From Year-Ago Levels 


By Kenneth C. Kelley Jr. 
Staff Writer 


7s typical auto dealer’s parts 
and service business in January 
was above that recorded in Janu- 
ary, 1960, although there was a drop 
in the business between December 
and January, the monthly survey by 
Automotive News shows. 

Sales of parts for cars being re- 
paired in dealers’ shops in January 
were down 88 percent from the 
December total but 4.7 percent 





Top Cars 


New-car registrations for 12 months: 


1960 1959 
Pos. Make Pos. 
1—1,696,925 Chev. 1,419,131— 2 
2—1,420,352 Ford 1,471,249— 1 
3— 445,590 Plym. 390,104— 3 
4— 422,273 Rambler 363,372— 5 
5— 399,646 Pontiac .382,137— 4 
6— 356572 Dodge 167,277— 8 
J— 355,798 Olds. 360,525— 6 
8— 267,837 Buick 245,909— 7 
9— 157,515 Comet _............ 
10— 150,724 Mercury 157,972— 9 
11— 149,593 Cadillac 135,387—10 
12— 106,244 Stude. 133,382—11 
13— 179,752 Chrysler 64,424—12 
14— 23,063 DeSoto 42,488—13 
15— 20,711 Lincoln 28,815—14 
16— 16,360 Imperial 18,498—15 
507,695 Misc. 660,605 
Total All Makes 
6,576,650 6,041,275 


Further details on Page 42. 








above the figure for January of last 
year. 

Total January sales of parts 
and accessories, including whole- 
sale business, was off 8.0 percent 

\ (Continued on Page 6, Col. 1) 





Inspection Laws 
For All States 
Urged by ASIA 


By Jack Weed 
Service Editor 
I OS ANGELES.—The Automotive 

4 Service Industry Assn. last 
week approved a resolution urging 
all states to enact compulsory ve- 
hicle-inspection laws as the best 
means of reducing traffic deaths, 
accidents and property losses. 

L. S. Hollins, Brooklyn (N. Y.) 
manufacturer and chairman of 
the ASIA safety committee, noted 
that the nation’s accident-fre- 
quency rate is considerably high- 
er than the rate for the 17 states 
with inspection programs. 

He added that older cars have 
higher accident rates, with 10-year- 
old cars having an accident-involv- 
ment risk nearly 2% times that of 
newer autos. 

* * * 
AROLD T. HALFPENNY, ASIA 
legal counse}, accused the na- 
tion’s major oil companies of con- 
tinuing “illegally” to coerce their 
service station lessees to buy other 
than oil product;: from the compa- 
(Continued on Page 54, Col. 1) 
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Compact Sales Rise 
To 1,621,719 in’60; 
a Get 67% 


By Robert M. Lienert 
Associate Editor 


NOMPACT cars accounted for one 
out of every four new-car reg- 


/istrations in 1960, which was the 


second-best year in history in total 
volume. 

By more than doubling their 
year-earlier volume to reach a 
record total, compacts in 1960 
grew at a pace that far outdis- 
tanced the overall. market. Im- 
ports, meanwhile, declined rather 
sharply from the record level they 
reached in 1959. 

But when compacts and imports 
are combined, they accounted for 
one registration in every three last 
year, leaving no more than two- 
thirds of the overall market to 
standard models. 

There were, of course, twice as 
many compacts in the race in 1960 
as there were in 1959, although none 
of the new nameplates was available 
during the full year. Comet was 
introduced in March, Lancer in Sep- 
tember, Special and F-85 in October 
and Tempest in November. 

* * * * 
UST-RELEASED R. L. Polk & Co. 

registration figures credit last 
year with 6,576,650 new-car registra- 
tions, which was topped only by the 
1955 count of 7,169,908. In 1959, the 
total was 6,041,275. 

Industry sources put the 1960 
compact-car total at 1,621,719. A 
year earlier, the total was approxi- 
mately 605,000. 

Imported-car registrations num- 
bered 498,785 last year, compared 
with 614,131 in 1959. 


All 1959 figures have been revised 
from those published a year ago to 
include totals from areas which had 
not been admitted to statehood in 
1959. This provides an accurate 
comparison with 1960 figures. Fig- 
ures for both years now cover all 50 
states and the District of Columbia. 

* * * 
OMPACT cars accounted for 
24.66 percent of all 1960 regis- 
trations, compared with approxi- 
mately 10 percent a year earlier. 


The imports’ share was 7.58 
percent in 1960, compared with 
10.17 percent a year earlier. 


Compacts and imports combined 
provided a total of 2,120,504 regis- 
trations for 1960, which amounts to 
32.24 percent of all registrations. 

This compares with their com- 
bined share of 20 percent in 1959 
and 12 percent in 1958. 


Compact-car leadership for 1960 
went to Falcon, with 451,030 regis- 
trations. Following were Rambler, 
422,273; Corvair, 229,985; Valiant, 
192,961; Comet, 157,515; Lark, 106,- 
308; F-85, 17,233; Lancer, 16,610; 
Special, 15,469, and Tempest, 12,335. 

For December alone, the count 
was: Falcon, 35,608; Rambler, 31,- 
883; Corvair, 24,752; Comet, 15,537; 
Valiant, 12,285; Tempest, 8,972; Lark, 





7,333; F-85, 6,808; Special, 6,426, and 
Lancer, 5,060. 
* ~ ~ 


THER features of the 1960 mar- 
ket, as revealed by an analysis 
of 1960 totals: 

1. Biggest increase in share of the 
market was achieved by Chrysler 
Corp., although American Motors’ 
gain pulled AMC to a record level. 
General Motors also increased its 
penetration over the previous year. 

Chrysler Corp., however, ap- 
peared to be losing steam at year’s 
end while GM was gaining mo- 

mentum. AMC’s market perform- 

ance was steady in the year’s 
closing months. 

2. Losses in share of registrations 
were charged against Ford Motor 
Co. and Studebaker-Packard. Im- 
ports, of course, also were off. 

3. Chevrolet returned to first place 
in 1960, after trailing Ford in 1959, 
with a record-smashing total of 
1,696,925. This exceeded its 1955 
volume by more than 55,000 passen- 


ger cars. 
& * * 


oe. The Big Three took 84.24 
percent of all 1960 registrations, 
bouncing back from 1959’s 12-year 
low of 81.56 percent. In 1955, the 
Big Three captured a record 95.20 
percent of all sales. 

5. Although the overall new-car 

(Continued on Page 4, Col. 1) 


Big Finish Lifts 
1960 Truck Sales 
To 5-Year High 


WHIRLWIND finish in Decem- 

ber pushed new-truck sales in 
1960 above the total for 1959, mak- 
ing last year the highest sales year 
since 1955. 

Registrations for the year to- 
talled 943,485, up 0.1 percent from 
sales of 942,133 units in 1959, ac- 
cording to figures from R. L. Polk 
& Co. 

It was the highest sales total 
since 957,001 trucks were sold in 
1955. However, all of the totals in 
recent years have been well below 
those for 1948, 1950 and 1951 when 
the industry sold more than a mil- 
lion units. 

Going into December, truck sales 
for last year were trailing the year- 
earlier totals, Then the industry 
sold 73,250 new units in December, 
up 8.56 percent from sales of 67,477 
trucks in November and a gain of 
17.97 percent from the sale of 
62,092 units in December, 1959. 

* * ok 


At LEAST part of the reason for 
the December upswing is ap- 
parent. In.December, 1959, dealers’ 
stocks of new trucks were low due 
to the steel strike. Last December, 
stocks were ample. 

Chevrolet was the top-selling 
truck in 1960, with a lead of better 
than 36,000 units over Ford and a 

(Continued on Page 4, Col. 3) 
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Flat-rates adjusted for “quick service,” 
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Final report on 1960 import shipments, Page 8. 
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Rambler opens dealer leasing program, Page 2. 
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What Dealers Think 
Of Discount Houses 


Enprror’s Nore: Fifth in in Auto- 
motive News series on the South- 
ern California discount house sit- 
uation, here’s what supplying 
dealers have to say. 

* * * 
By William Carroll 
West Coast Editor 

OS ANGELES.—It’s not profit- 
able,” says Carl Cannata, gen- 
eral manager of Valley Plymouth, 
Reseda, Calif. “But when you have 
a discount house in your backyard 
that can buy cars from a dealer 50 
miles away, we’re forced to do 
business with them.” (MORE, a 
membership discount house is 
just around the corner from Valley 

Plymouth.) 


“We stopped selling cars to the 
discount houses on Dec. 10,” says 
Mel Alsbury jr. ‘Chrysler-Plymouth 
in Hollywood). 

“It’s not good business unless 
you can sell 30 or 40 units a 
month. One or two a month, at 
$100 to $150 over invoice, is not 


he was selling Dodges to Gemco 
for $100 over invoice. “But we 
stopped last week. It was becom- 
ing too hard to get our money. 
One thing about it, though, it 
did increase our volume and 
made the factory happy with 
higher penetration figures.” 


Central Chevrolet was said by 
some dealers to be a major source 
of discount cars. Jack Henry, own- 
er of Central, said: “When I took 
over this operation some time ago, 
there were a couple deals in the 
house. We finished them and have 
not sold to a discount or referral 
house since, 

“I’m spending $100 a car to get 
people to this downtown location, 

(Continued on Page 55, Col. 1) 





- Rambler Plans Lease Network 


By Robert M. Lienert 
Associate Editor 





worthwhile.” 

“We used to sell the discount 
houses, but we stopped the last 
day of 1960,” says Jack Head, gen- 
eral manager of Citizens Chevrolet 
in Eagle Rock. “Look at it this 
way. About a year ago we were 
moving 35 cars a month. I got fed 
up with shoppers checking our 
prices with Fedco, 4A Auto Sales, 
Fleet Sales and all the others. 

“So I worked a deal with Bob 
Chico to supply him at Gemco 
Auto Sales. We were moving a few 
units each month, at low profit. As 
far as I’m concerned, we are happy 
it’s over. There’s no remorse. It 
was low profit and high volume.” 

* * * 


N INSPECTION of registrations 

shows that Citizens was aver- 
aging 15 to 20 cars a month in the 
Orange County area, which is over 
20 miles from Citizens’ front door. 
Discount operators claim they could 
buy Citizen Chevrolets for from 
$75 to $100 over invoice, depending 
on time of the year. 
_ (Several estimates of discount 
house business in Southern Cali- 
fornia average out to some 600 
units a month. Plus deals chan- 
nelled through backyard operators 
handling one or two new cars a 
month.) 

“At present we are not doing 
any business with them (discount 
houses), nor do we intend to,” 
says Warren Biggs, Los Angeles 
Chevrolet dealer. 

“We have done business with 
referral houses, such as Fedco, in 
the past. When we did, our rela- 
tions were very pleasant.” 

ad ok * 
A MR. AUTH, general manager 
of Kaiser Brothers Oldsmobile 
in Los Angeles, said, “I think we’re 
likely to be noncommittal on this 
subject (discount houses). We think 
it’s an ill in the business. 

“We did some in the past, but 
it’s been discontinued because it 
doesn’t produce much profit. The 
subject is a real sore point, be- 
cause, as a matter of policy, we’re 
not in favor of doing business with 
these people.” 

A Dodge dealer reported that 





Renault Appoints 


Sales Manager 


NEW YORK.—Appointment of 
Hubert Bechet de Balan as general 
sales, service and merchandising 
manager of Renault, Inc., has been 
announced by 
Maurice Bosquet, | 
president. 

Associated with 
Renault’s parent| 
company, Renault | 
of France, for the} 
Past 13 years,| 
Bechet de Balan} 
served as factory 
representa-| 
tive in the Far | 

a East and in} 
H. B. de Balan Africa from 1950) 
to 1955. During that period he also 
handled special sales assignments 
in Europe. From 1955 to 1960, he| 
was managing director of Powe 








branch in Holland. 








~~ AGGRESSIVE program aim- 
ed at creating a “key network” 
of Rambler leasing dealers will be 
launched next month by American 
Motors. 

The program will be kicked off 
March 1 with a series of meetings 
at which Rambler dealers will get 
a daylong indoctrination into the 
“positives and pitfalls’ of leasing 
and renting. 

The lease-rental move ties in with 
Rambler’s rapid expansion in the 
field of fleet sales, V. E. Boyd, di- 
rector of sales operations, and Wil- 


W. B. Ramsey 





Vv. E. Boyd 


liam B. Ramsey, director of gov- 
ernment and fleet sales, told AuTo- 
MOTIVE NEws. 

* a * 
— meetings will be held in 

Rambler’s 23 zone cities and in 
certain other cities which Boyd and 
Ramsey feel are ripe for develop- 
ment of lease-rental business. 

All phases of leasing—types of 
leases, insurance, financing, rate 
calculation, taxation, depreciation, 
etc.—will be thoroughly covered 
at the dealer meetings. 

“We are out to develop a good 
dealer network,” Boyd said. “We 
are trying to keep the program 
open by not taking anything away 
from leasing firms who are our 
customers.” 

AMC will offer no leasing fran- 
chise. It will approve its dealers 
signing a franchise with one of the 





Business Barometer 


Automotive News Economic Index — 


99.5 Percent of Last Week 
91.8 Percent of Like Week Last Year 


Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production .......... Pee 88,134 87.5 57.5 
Truck Production ......csece das 22,208 96.5 74.5 
Auto Registrations—Year to date.. 6,576,650 has 108.9 
Truck Registrations—Year to date. 943,485 eats 100.1 
Steel Production—Tons ......... 1,524,000 102.1 56.7 
Paperboard Production—Tons.... 301,286 96.2 92.6 
Soft Coal Output—tons ........ 7,440,000 105.4 87.8 
Oil Refinery Output—Barrels ..... 53,864,000 99.3 102.1 
Barometer Freight Car Loadings 287,749 103.2 81.2 
Department Store Sales Index .. 106 102.9 95.5 
Stock Market Price Index...... < 124.0 98.8 109.6 
U.S. Government Spending 
—Fiscal year to date .......+. «+. $57,778,518,000 tees 100.7 
Commercial and Industrial Loans $31,074,000,000 99.8 103.8 
ee  Werrrrerrreee $34,329,000,000 102.3 113.9 
Used-Car Prices-—Average........ $1,048 100.8 93.7 
Business Failures ................ 376 102.2 118.6 
Common Common 
Stocks Feb. 15 Feb.8 1960-6! Range Stocks Feb. 15 Feb.8 1960-61 Range 
ree 17Y%_ 174%, 29%-16% eas sve aes 49%, 48 50% -38% 
Chrysler... 42% 42%. 71%-37% Mack...... 425, 38% 523%%4-29% 
Ford....... 685% 68  92%-60% Bs syne’ 7 7%, 24Yy- 6% 
Mea scaice 42%, 43% 55%-40Y, White..... 52 49%, 673/4,-36 


(Feb. 20, 1961) 





Auto Show Afttraction— 


The experimental Corvette XP-700 was one of the big attractions at the recent Miami 
International Auto Show. The show, sponsored by the Miami Automobile Dealers Assn., 


attracted an estimated 100,000 visitors. 





national rent-lease firms, Ramsey 
said, or a dealer may operate as an 
independent. 
* * * 

a dealer meetings will be con- 

ducted by Ramsey and his as- 
sistants, regional fleet managers 
and, in some cases, regional man- 
agers. 

Ramsey estimated that one- 
fourth to one-third of Rambler’s 
2,975 dealers will attend the meet- 
ings. 

“We have about 80 dealers with 
cars out on lease right now,” Ram- 

sey said. “If we’re going to do a 
good job, we should wind up with 
300 in the next year.” 


There are about 600,000 cars of all 
makes in lease-rental fleets now, 
Ramsey said, and the total should 
grow to 1,800,000 by 1965. 


* * * 


Day engetet of the program will be 
the responsibility of AM(CC’s fleet 
sales department, which was form- 
ed in January, 1955, with a staff 
of three men. 

Rambler’s fleet sales, which 
have grown at a rate even faster 
than overall Rambler retail sales, 
now occupy the time of a 14-man 
staff, nine of whom are in the 
field. 

Major expansion has come in the 
last 18 months, Boyd said, with 
two men added since last Oct. 1. 

The field men have headquarters 
in Chicago, Cleveland, Dallas, De- 
troit, Los Angeles, Milwaukee, New 
York, Philadelphia and Washing- 
ton. 

Their basic assignment is to con- 
tact national fleet accounts and as- 
sist dealers on larger local ac- 
counts. 

* * #* 
: HELP dealers get fleet busi- 
ness—that’s all,” Ramsey said. 
“Every fleet car sold is billed, in- 
voiced and cleared through deal- 
ers.” 
Only exception involves fleets 

















chases will involve 
| Ke * 








| government) this way: National 
| sales and service organizations, 23.8 


















sold to the federal government. 
All such business is handled di- 
rectly by AMC through its Wash- 
ington fleet-sales office. 

“We have certain inducements 
for dealers to go after fleet busi- 
ness,” Ramsey said. “So do other 
manufacturers. Ours helps dealers 
make more Money.” 

He declined however, to spell out 
the size of the inducements. 

“Any incentives offered apply 


‘| pealed to the Securities and Ex. 





—_. 


Chrysler Opens 
Shareholder List 


Dann Wins Consent, 


Asks SEC for Help 


ARMED with Chrysler’s consent | 
to give him a list of stockhold. 
ers, Sol A. Dann personally ap. 


change Com- 
mission in Wash- 
ington Thursday 
to help his forth- 
coming proxy 
fight against the 
corporation, 

Dann was sum- 
moned to appear 
before the SEC 
only six days 
after Chrysler 
quietly signed a 
Delaware court 
order letting the Detroit attorney 
examine the roster of its 86,548 
shareholders. 

Chrysler’s decision not to ap- 
peal the lower-court order in Wil- 
mington came as a surprise. The 
company has planned its annual 
shareholder meeting for April 18, 
with proxy ballots and quarterly 
dividend checks expected to go 
out in the mails March 14. 

Dann told Automotive News he 
would ask the SEC at the closed 
hearing to “take charge” of the 
Chrysler situation. He urged the 
agency to delay the annual meeting 
at least six months so that he can 
have time to wage a proxy fight and 
hold stockholder meetings across 





Sol A. Dann 





equally to all dealers,” Boyd noted. 
And Ramsey amplified: 


“We recognize that fleet selling B 


is an extremely short-profit busi- 
ness. We weren’t getting much fleet 
business—so we started offering in- 
ducements.” 
* * * 
ci of the major aids toward 
expanded fleet sales was the 
entry of Redisco, Inc., into fleet 
financing, Boyd said. 

Redisco, AMC’s wholly owned 
finance subsidiary which was 
originally formed to handle appli- 
ance paper, got into fleet financ- 
ing late last October, Boyd said. 


It handles only fleet paper, keep- 
ing out of the private-buyer field. 

In the past two or three months, 
Boyd said, about 125 fleet contracts 
have been placed through Redisco, 
with each contract involving 10 to 
130 cars. (Any order of seven or 
more cars is considered a fleet by 
AMC.) 

* * * 


’ E RECOMMEND that dealers 

uSe their own credit for more 
profitable business,” Ramsey said. 
“Fleet financing is specialized and 
it’s a type that is not generally 
available.” 

Redisco financing, he said, is 
used when a dealer has to get 
around a finance limit placed on 
him by his local credit source. 
Many dealers do not have a suf- 
ficiently large line of credit to 
handle fleet purchases, Ramsey 
explained. 

That’s when Redisco steps in, 
When AMC officially entered the 
fleet business in 1955, such sales 
totalled 1,585 (for a partial year). 
The next model year, Rambler 
fleet sales jumped to 3,228; in 1957, 
to 4,131; in 1958, to 10,231; in 1959, 
to 27,018, and in 1960, to 32,135. 
The trend toward compacts in} 
fleets is running at a rate faster 
than in overall sales, Ramsey said. 
By the end of 1961, he predicted 
more than half of all fleet pur- 
compacts. 
ok 
MC breaks down its fleet busi- 
ness (aside from the federal 





| percent; local sales and service 
organizations, 28.1 percent; rental 
| and lease, 28.6 percent; utility com-| 
|panies, 9.9 percent; city, county) 
|and state governments, 7.1 percent, | 
and taxi firms, 2.5 percent. 
Quick additional growth of 
fleet business is anticipated, with 
| the new lease-rental push only 
| one aspect. | 
| “When you break into a fleet,” | 
|Ramsey explained, “you break in| 
with only a few cars. We retain) 





the country. 

* * * 
EFORE leaving for Washington, 
Dann got Chrysler permission 
to examine its current shareholder 
roster at its resident agent’s office 
in Wilmington. 

Dann also said that if the SEC 
fails to intervene in the Chrysler 
situation to his satisfaction, he will 
appeal to Attorney General Robert 
F. Kennedy. Joseph P. Kennedy, ® 
father of the President and the At- 
torney General, was the first chair- 
man of the SEC in 1934. 

The SEC, as guardian of stock- 
holder rights in publicly-held cor- 
porations, also has interrogated 
Chrysler President L. L, Colbert 

(Continued on Page 56, Col. 1) 
* * * 


How Chrysler Benefited 
From Cost Surgery 


By Maynard M. Gordon 
News Editor 

HE 1960 financial statement in- 

dicated that Chrysler Corp. 

managed to reap some benefit from 
an allout drive to earn more profits 
on less sales. 

Chrysler’s 86,548 shareholders now 
are beginning to digest this news 
in the company’s annual report for 
1960. The record will be a large 
part of the company’s effort to re- 
fute charges of mismanagement by 
would-be proxy fighters Sol A 
Dann and James M. Robbins. 

An expense-slashing program 
got under way at Chrysler in 
the fourth quarter last year, 
when ’61-model sales sagged in a 
morass of ’60-model carryovers. 
The program has been intens 
this quarter, under the direction 
of Lynn A. Townsend, administra- 
tive vice-president. 

Central to the profitability rec 
ord at Chrysler are the following 
three facts: ; 

Fact One—On sales of $621 mil- 

(Continued on Page 56, Col, 4) 


$40-$80 Rebates 
On Dodge Trucks 


DETROIT.—Dodge is paying Tt 
bates up to $80 on light-truck sales 
in a program that will continue 
until May 10. 

Dealers have been assigned 
quotas. They receive $40 per unit 
for sales between 76 and 100 percent 
of their objective, $60 for the first 
unit sold over 100 percent and 
for each additional unit sold, 

The program applies to half-tom, 
three-quarter-ton and one-ton mod 


NY 














the bulk of this business and fre-| els in the conventional, four-wheel 
quently grow within the individual| drive and forward-control series 
fleets. We are still in a growth posi-| These are the “D,” “W” and * 
tion.” 100, 200 and 300 units. 




















AN EAR still flapping among 
dealers at the NADA conven- 
tion in San Francisco: 

A dealer was discussing a car that 
wasn’t going very well. 

“This car,” he said, “is a series 
of averages. Just try to sell peo- 

averages! They don’t buy 
them. They want cars that are 
superlative in something.” 

Maybe a tip that applies to peo- 
ple, too. Don’t try to be like every- 
one else. Be superlative in some- 
thing; preferably, something worth- 


while. 


* * * 


Measure of Friendship 


N SEEKING to compile a list of 

those who knew congressional 
representatives, the speaker quali- 
fied it this way: 

“Not just a church-going relation- 
ship . . . We’re looking for some- 


one who really knows him.” 
ES * * 


Sagging Bubble 

FTERMATH of the air ride. A 

dealer was telling of how his 
factory has a program of calling in 
those 1958 and 1959 models that had 
air-ride suspension and replacing 
with conventional suspension. 

He said: “It’s a little embarras- 
sing to tell an owner who paid 
$200 extra for something the in- 
dustry was really touting that 
year that now we know it wasn’t 
right and will replace it.” 

Then he added: “’Course that’s 
better than doing nothing, and 
there are some factories that are 
doing that.” 

It is interesting to see how the 
auto industry with its multi-million- 
dollar research facilities can get 
sucked in on so-called improve- 
ments. Air ride was the big topic 
back in 1957, and we recall one 
spring manufacturer growling at 
us: “You’d think the steel spring 
was dead the way you guys are 
playing up the air ride.” 

It took us all for a ride, all right. 

* * Ba 


Success Story 

*“W7OU know,” a dealer was say- 
ing, “the only dealers who look 

to be in real good shape this year 

are Cadillac and Volkswagen deal- 

ers,” 

Planned to drop that little gem 
and run, leaving you to read what- 
ever you’d like into it. But I asked 
a couple of makers what makes 
VW so popular and thought you 
might like to hear the answers. 

A United States maker: 


is unmistakably VW. It is Ger- 
man. It was here first.” 

(It wasn’t really here first. As a 
matter of fact, it was a late starter 
here, but moved rapidly into domi- 
nance, ) 

Carl Hann, head of VW in Amer- 
ica, put it this way: 

“The quality. The identification 
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(stability of design and lack of 
model obsolescence). The service 
(including dealers). The price.” 
Couldn’t Cadillac write its story 

of success in the same terms: “The 

quality. The identification. The 
service (including dealers), The 
price.” 

I also have the feeling that VW 
represents to Many in our modern 
day what the Model T represented 
to auto-minded people of its day. 

* ck * 


Import Proposal 


7. regard to imports, one of 
the proposals made by the im- 
port make committee was that sep- 
arate make committees be set up 
for VW, British Motors, Renault 
and Fiat and the import committee 
be abandoned. Seems to me this 


would leave a few holes. 
* * ok 


Hard Road for Truth 


ET a new dealer relations man 

at the NADA convention in San 
Francisco just after talking with a 
dealer who said it is difficult to 
communicate with the factory. 

So I asked the dealer relations 
man: 

“Do dealers speak frankly to 
you?” 

“Oh, man,” he said. “After 30 
years in the field! What do you 
think?” 

So I asked him what the dealers 
told him. 

“Well,” he said, “different 
things. Some justified, some not.” 
Then he turned to the public-re- 
lations man and asked: 

“Did I answer that right?” 

This, I think, is where communi- 
cations break down. I didn’t really 
expect this guy to lay his head on 
my shoulder and bare his soul. But 
the fact is that the people assigned 
to gather the information have to 
consider what they report in the 
light of to whom they are report- 


| ing. 


So one of the obstacles truth 
must overcome is the collector’s 
view of how frank he should be 
with the guy who is asking him 
what he found out. 

Assuming the searcher for the 
truth finds it, can he pass it on? 

And have you ever noticed that 
there is a tendency among manu- 
facturing executives to think of 
dealers as a gang of cry babies? 
Facts from the field often find it 
difficult to pierce this concept. 

One of our men, often assigned 
to checking the factory on stories, 


| words it a little differently. He says: 
“It is a good, reliable auto. It | 


“There’s the truth. And then 


| there’s what people tell you at the 
| factory.” 


* * 


Quality by Chance? 


S AN illustration of different 
ways of looking at things, one 


* 


| dealer remarked that the factory 


| says that it allows in the price of a 


car for dealer preparation of a car 


| and for later adjustments to insure 


|a buyer getting reliable transporta- 


tion. 

“This is bunk,” said the dealer, 
“for some dealers do the work 
and some prepare a car for de- 
livery by giving it a wash and 
a polish. 

“The customer is entitled to bet- 
ter treatment.” 

This dealer thinks the factory 
should find a new method of com- 
pensating dealers for this vital step 
which would not leave so much to 
chance. 

* 


Mental Mechanics 


HATTING with Lou Ouellette, 

A Dodge director of dealer rela- 
tions (he’s not the one referred to 
earlier, by the way), about Matt 
Patterson, who retired last year as 
Dodge general manager. 

“Pat,” he said, “is a natural me- 
chanic, in the same sense as Horace 
Dodge or Henry Ford. Such men 
can picture intricate mechanical 
reactions in their minds and trans- 
late them to others. 

“After Pat retired, he had trou- 


* * 





(Continued on Page 57, Col. 5) 











Bid for Quick-Service Business... 


Cut in Service Time Stirs Debate 


By Kenneth C. Kelley Jr.’ 
Staff Writer 


EACTION to efforts of some 

auto divisions to have their 
dealers offer more competitive 
prices on minor service work has 
ranged from red hot to ice cold. 

Some dealers and factory ex- 
ecutives see the lower prices as 
a move to help dealers get a 
larger share of the service busi- 
ness, especially quick service. The 
opposition consists mainly of 
dealers who see the move as 
money out of their pockets. 


Some dealers are going after 
quick-service business on their own, 


Colgate Honors Fribley— 


A citation for ‘‘conspicuous community 
service” is presented to Carl E. Fribley 
(Cadillac- Pontiac-GMC), left, Norwich, 
N. Y., by Everett Case, president, Colgate 
University, Hamilton, N. Y. Fribley, Na- 
tional Automobile Dealers Assn. past presi- 
dent, was honored for community service 
as a leader of the Rotary Club, the Com- 
munity Chest, the Chamber of Commerce, 
the Chenango Memorial Hospital and the 
community's parks and playgrounds. 


| ignoring the book and offering 
lower prices on some repairs. 

Oldsmobile seems to be in the 
lead in the move toward lower 
prices on certain services. However, 
a number of other divisions are 
studying the matter and, in some 
cases, taking action. 

Because the issue is a contro- 
versial one, there is more action 
than talk on the subject of lower 
service prices. And most of the ac- 
tion is behind the scenes. 

The factories, of course, cannot 
directly order their dealers to cut 
service prices. The factories do 
prepare the flat-rate manuals 
which are the basis of service 
pricing. 

The flat-rate manual will show 
how long it should take to do a 
given service job. It might, for in- 
stance, say that a sparkplug change 
should take two hours. Under nor- 
mal circumstances, this two-hour 
figure will include not only the 
time actually needed to complete 
the work but also a markup of 
something like 16 to 18 percent to 
cover such things as time needed 
to get parts for the car being re- 
paired. 

The dealer sets a labor rate, the 
amount charged the customer for 
labor on his car. These rates vary 
from dealer to dealer, tending to be 
highest in the largest cities. 

The labor cost to a customer is 
the time charge multiplied by the 
labor rate. If a dealer had a labor 
rate of $5 an hour, he would charge 
a customer $10 for the two-hour 
sparkplug change. 

The dealer is free to use or ig- 
nore the flat-rate manual, as he 
sees fit. However, on labor charg- 
ed to the factory on warranty 
claims, he won’t be paid for more 
than the time listed in the flat- 
rate manual, 

The Oldsmobile flat-rate manual 
for 1961 contained some reductions 
in the suggested time for service 
work. While the suggested time 
charges for major repairs remained 


little changed, the charges for) 


maintenance operations—minor 





Code of Ethics Adopted 
By Detroit Association 


DETROIT. — “The Detroit Auto 
Dealers Assn. has adopted a six- 
point code of ethics which will 
guide its members in the operation 
of their dealerships,” Herbert J. 
Kessler (Buick), president of the 
organization, announced, 

“The association’s board of di- 
rectors has concluded, after much 
study and research, that the cre- 
ation of such a code, and adher- 
ence to its principles by the deal- 
ers, is the best possible method 
which can be devised to reduce 
customer complaints to a mini- 
mum, since the observance of the 
code would eliminate 99 percent 
of all possible complaints. 

“Also, the few complaints which 
might still arise, in spite of the deal- 
er’s good intentions, would be 

promptly satisfied by a dealer who 
supported the code, since his will- 
ingness to support it would be evi- 
dence of his desire to treat his cus- 
tomer fairly.” 

The six points are: 

1. To sell to the customer our new 
and used cars and trucks, parts and 
service at prices which are both 
fair and reasonable. 

2. To give the best possible al- 
lowances on vehicles offered in 

trade, based on their condition 
and current market prices. 

3. To properly service and pre- 

pare all vehicles prior to delivery. 

4. To maintain adequate facilities, 
personnel and stock of replacement 
parts to properly service the ve- 
hicles we sell, 

5. To use the type of advertising 
which will be easily understood and 
completely accurate as to the year, 
model, condition, equipment, trade- 
in allowance, terms and price of the 
vehicles being advertised, and to 
have in stock what we advertise. 

6. To insure the protection of 
the buyer by not allowing any 


installment contracts to be signed 
in blank, 

“Each member of DADA,” Kess- 
ler stated, “will be given a copy of 
the code of ethics to display in his 
dealership. All his customers and 
prospective customers can then 
| easily see how carefully the dealer 


type of transaction; new and used- 
car sales, parts sales, and repair 
work. 

“Finally,” he concluded, “each as- 
sociation member has received a 
membership emblem to display in 
his showroom window. When a De- 


rest assured that he can deal in 
confidence with that dealer.” 





Bright Used-Car Lot— 


Vhis is the bright used-car lot of A. B. 


fluorescent lighting is high, it pays off in 
electricity bills, the dealership executives 





| safeguards his customers in every | 


troiter sees that emblem, he can) 


| service work that can be done 
quickly—were generally reduced. 

Typical examples of maintenance 
|operations on which the time 
charge was cut are replacing muf- 
filers, lubrications, wheel balancing, 
|tire rotation, minor brake adjust- 
;ment and oil-filter changes. 
| One of the more drastic changes 
in the Oldsmobile book cut the 
time charge for minor brake ad- 
justments from 0.5 hour to 0.2 hour. 

The customer who now has a 

brake adjustment will pay a 

lower labor charge than he would 

have a year ago, assuming that 
the labor rate has not been in- 
creased in the meantime. 

The lower prices are a part of the 
“quick-service” plan which has 
been presented as the salvation of 
dealer service. Quick service in- 
cludes far more than shaving prices, 
notably efforts by the dealer to see 
that his customers get minor serv- 
ice quickly. 

Quick service was put forward 
as a method for dealers to meet 
the competition of gas stations and 
independent garages which offer 
minor service work. 

Oldsmobile officials and execu- 
tives of other auto divisions point 
out that there is more than quick 

(Continued on Page 57, Col, 4) 








Committee Airs 
Calif. Legislation 


Affecting Dealers 


LOS ANGELES. — California 
legislation affecting auto dealers 
was discussed at a joint meeting 
of the Legislative Committee of 
Northern California and Southern 
California. 

In a President’s Progress Report, 
Wilson H. Albertson, Los Angeles 
Motor Car Dealers Assn., said the 
committee opposed a bill to change 
the time necessary on notice of 
sale of a repo from five days to 10. 

“The committee thought that this 
was not in the best interest of deal- 
ers, that the five-day notice was 
sufficient,” Albertson said. 

He added that the committee 
agreed that a bill to outlaw de- 
ficiency judgments “would be bad 
for the automobile industry as a 
whole. 

“It was felt that some dealers in 
isolated cases perhaps had abused 
the deficiency-judgment provisions 
now in the law, but that there 
should be other ways of controlling 
this abuse rather than abandoning 
| deficiency judgments as such,” Al- 
bertson said. 

The committee agreed that it 
would support a bill on an occa- 
sional sales tax “to control sale of 
cars between individuals or from 
salesmen or others to individuals 
where no sales tax is paid.” 

“There have been times when 
some persons used the best auto- 
mobiles taken in trade by a dealer 
to further their own advantage by 
direct sale without sales tax,” Al- 
bertson said. 





Poe Motor Co. (imperial-Chrysler-Plymouth- 


Valiant), El Paso, Tex., which is lit with fluorescent fixtures. While the cost of installing 


better appearance, higher sales and lower 
asserted. 





4 
Standards Get 67 Pet... . 
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Compact Sales Rise 
To 1,621,719 in 60 


(Continued from Page 1) 


market in 1960 had a volume 8.86 
percent better than in the pre- 
vious year, only eight of the 15 
makes listed for both years joined 
in the upward trend. Seven makes 
sold fewer units in 1960 than in 
1959. 

6. In terms of market shares, only 
seven makes demonstrated an im- 
proved performance in 1960. 

Chrysler Corp.’s penetration last 
year rose to 14.01 percent, compared 
with 11.30 percent a year earlier, for 
a gain of 2.71 percentage points. 
December, however, was the worst 
month of the year for Chrysler 
Corp., when its penetration amount- 
ed to only 11.58 percent. Chrysler's 
1960 penetration was its best since 
1957. “ es 

M’s penetration of 43.63 percent 

represented an increase of 1.53 
percentage points. 

AMC, although its penetration 
was up only 0.41 percentage points, 
established a new record of 6.42 
percent of all sales. 

Ford Motor suffered the most 
severe loss in the industry in pene- 
tration, giving up 1.52 points to 
settle back to 26.60 percent of the 
market. This share, however, was 
slightly better than its 1958 showing. 

S-P, declining 0.59 points to 1.62 
percent penetration, still held far 
above levels it achieved before the 
Lark was introduced. 

Imports, despite their decline, 
racked up their second-best year in 
the American market. 


* * * 
B* INDIVIDUAL makes, penetra- 
tion gains last year, in order, 
were: Dodge, 2.65 percentage points; 
Chevrolet, 2.31; Rambler, 0.41; Plym- 
outh, 0.32; Chrysler, 0.14, and Cad- 
illac, 0.03. Comet, while showing a 
gain statistically, was not on the 
market in 1959. Buick was un- 
changed from the previous year. 
In terms of volume, net gains 
by units last year were, in order: 
Chevrolet, 277,794; Dodge, 189,295; 
Rambler, 58,901; Plymouth, 55,486; 
- 


* * 





December Sales 


New-car registrations for December: 
1960 19 


Pos. Make Pos. 
1—145,107 Chevrolet 69,324— 2 
2—119,523 Ford 127,188— 1 
3— 36,205 Pontiac 19,199— 6 
4— 34,446 Oldsmobile 18,188— 7 
5— 31,883 Rambler 31,212— 3 
6— 30,272 Plymouth 28,773— 4 
I— 27,526 Buick 14,678— 8 
8— 22,295 Dodge 19,434— 5 
9— 15,537 Comet _............ 

10— 14,296 Cadillac 6,354—11 

1i— 13,455 Mercury 13,543— 9 

12— 17,799 Chrysler 5,594—12 

13— 17,333 Studebaker 11,868—10 

14— 2,783 Lincoln 3,211—13 

15— 1,512 Imperial 1,585—15 

16— 1,126 DeSoto 2,327—14 

33,180 Misc. 58,352 
Total All Makes 
544,278 430,830 














Dec. 


*—Same Share in December. 
**—Introductory month. 





Highs and Lows in ‘60 Sales Shares 


HIGH LOW 
Pet. Share Pet. Share 
Of Sales Month Make Of Sales Month 
27.07 June NN Fnac as vib cchcaazasezeses 22.28 Oct, 
74.82 Oct. Ee adic las setninisyeacnais 19.75 June 
71.32 June a no fe rc aee 5.56 Dec. 
7.19 July I osha sucia fickakaticans tnhosriee 5.77 Nov. 
6.65 Dec. OA cages kcedccvcscivGnsevocsseities 5.73 Jan. 
641 June rae iso SO, cla cicsws 4.10 Dec. 
6.33 *Nov. RE ee ae een 4.76 June 
5.37 Nov. ET recs saxsnicecauisacnsuassaiccspsvat 3.35 Sept. 
3.86 Sept. as eric li neue Sin ccscsesooncoess 87 **March 

2.75 Jan, she oe os sos a acede rk cove 1.87 Aug. 
2.62 Dec, I 5 ana cinemas accadtcs 1.97 July 
1.84 Jan. ie oo ks 1.27 Oct, 
1.43 Dec. etre tance ence aces 1.01 Sept. 
54 Jan, MEY, fo 3 co rocsdacccsta suai chieindsen sends 17 Oct. 
52 Jan. I 5:55 Zastvasaccip te basscisiavason 21 Dec. 
3A Jan. NN 5d Sa io 19 Sept. 





GENERAL MOTORS 


30.76 Oct. FORD MOTOR .................... 24.67 March 
15.45 June CHRYSLER CORP. .......... 11.58 Dec. 
7.19 duly AMERICAN MOTORS ...._ 5.77 Nov, 
184 Jan, QOS St Se 1.27 Oct. 
9.63 Jan, MISCELLANEOUS ............ 6.05 Nov, 


Buick, 21,928; Pontiac, 17,509; 
Chrysler, 15,328, and Cadillac, 14,- 
206. 

Losses for last year in penetra- 
tion, in descending order, were: 
Ford, down 2.75 percentage points; 
Studebaker, 0.59; Oldsmobile, 0.56; 
DeSoto, 0.35; Mercury, 0.32; Pontiac, 


1960 Registrations, 
Cars by Months 





Pet. of 

Month Volume Total 
a a 430,116 6.54 
OED cnscccssecsoesie 494,178 7.52 
ee 596,669 9.07 
IST QUARTER.... 1,520,963 23.13 
EME seycssvssekncovuss soars 647,287 9.84 
ME cs apesscetcecsvsxierics 647,055 9.84 
ER Sock idccsbineasctonsive 595,864 9.06 
2ND QUARTER .. 1,890,206 28.74 
a ss 546,535 8.31 
EE cussistiysoveieivess 525,400 74.99 
September ............ 458,765 6.97 
38RD QUARTER .. 1,530,700 = 23.27 
ee 547,461 8.32 
November ............... 543,042 8.26 
December .............. 544,278 8.28 
4TH QUARTER .. 1,634,781 24.86 





0.25; Lincoln, 0.17, and Imperial, 0.05. 
Makes showing a net loss in unit 
volume were: Imports, down 115,- 
346; Ford, 50,897; Studebaker, 27,138; 
DeSoto, 19,425; Lincoln, 8,104; Mer- 
cury, 7,248; Oldsmobile, 4,727, and 
Imperial, 2,138. 
* * * 
— the third year in a row, the 
seven leading states fell a bit 
short of producing more than half 
of all registrations. 

California and New York retained 
their one-two ranking, although 
California’s lead was whittled down 
considerably. Michigan replaced II- 
linois as the third-ranking state. 

Other states in the Big Seven, in 
order, were Ohio, Pennsylvania and 
Texas, 

Despite the overall market growth 
in 1960, eight Western states regis- 
tered fewer cars last year than they 
did in 1959. These states were Mon- 
tana, Nevada, New Mexico, North 
Dakota, Oklahoma, South Dakota, 
Texas and Washington. 

* * * 

| arenes December alone, the regis- 

tration count of 544,278 was 
fourth best in history and the best 
recorded since 1955. It compared 
with 430,830 in strike-crippled De- 
cember of 1959 and 543,042 in No- 
vember, 1960. 

In terms of penetration, Decem- 
ber was the best month of the 
year for Pontiac, Cadillac and 
Chrysler. Oldsmobile equalled its 
previous high, set a month earlier. 
At the corporate level, GM had 
its best month of 1960 during 
December. 

On the other hand, lowpoints in 
penetration for 1960 were estab- 
lished during December by Dodge, 
DeSoto, Plymouth and Chrysler 
Corp. as an entity. 





* * 
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Shares of Market... 








New-Car Sales Analysis, 1960-1959 


DEC, vs. NOV. 


Pct. of Pct. of 


Regis., 
NOV. 
24.83 
22.99 

5.87 
6.33 
5.77 
6.28 
5.37 
4.65 
3.30 
2.61 


Chevrolet 
Ford 
Pontiac 
Oldsmobile 
Rambler 
Plymouth 
Buick 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Studebaker 
Lincoln 
Imperial 


GEN. MOTORS 

FORD MOTOR ° 
CHRYSLER CORP, 11.58 
AMER. MOTORS .. 5.86 
S-P 


*—Miscellaneous figures include imports. 





FULL YEAR—’60-’59 


Pet. of Pct, of 
Regis., Regis., 
12 Mos., 12 Mos., 
1960 1959 
25.80 23.49 
21.60 24.35 
6.08 6.33 
5.41 5.97 
6.42 
6.78 
4.07 
5.42 
2.40 
2.27 
2.29 


Pet. Pt. 
Change 
During 
Month 


+1.83 
—1.03 


Pet. Pt. 
Change 
"60 vs. ’59 


+2.31 


Truck Sales Finish Fast, 
Reach Five-Year High 


(Continued from Page 1) 


sales gain of better than 10,000 units 
over the 1959 showing. Chevrolet 
also increased its market penetra- 
tion for the year. 

Four other lines were able to 
increase their market penetration 
as well as unit sales over the 
showing for 1959. The five and 
their unit sales, percent of market 
and percentage-point gains in 
penetration were: 

Chevrolet, 316,962 units sold, 33.59 
percent of the market, a gain of 
1.09 points; International, 110,349 
units, 11.70 percent, up 0.13 points; 





Top Trucks 


New-truck registrations for 12 months: 


1960 1959 
‘Os. Make Pos. 
1—316,962 Chevrolet 306,237— 1 
2—280,501 Ford 292,931— 2 
3—110,349 Intl. 109,053— 3 
4— 82,546 GMC 69,509— 4 
5— 43,606 Dodge 52,278 — 5 
6— 31,385 Willys 30,864— 6 
I— 14,179 White 15,497— 7 
8— 10,876 Mack 13,473— 8 
9— 5,932 Studebaker 5,908— 9 


10— 2,421 DiamondT 3,008—10 
1l— 1,102 Brockway  1,196—11 
43,625 Misc. 42,179 
Total All Makes 
943,485 942,133 


Further details on Page 42. 





GMC, 82,546 units, 8.75 percent, up 
1.37 points; Willys, 31,385 units, 3.33 
percent, up 0.05 points, and miscel- 
laneous, 43,625 units, 4.62 percent, up 
0.14 points. 

Volkswagen said VW truck regis- 
trations totalled 2,008 in December, 
the lowest monthly total of the 
year, and 31,377 for the full year. 
In 1959, it was 2,463 in December 
and 30,122 for the year. VW said it 
has maintained its 6-percent pene- 
tration of the lightest GVW class. 


* * * 


GtUDESAREN upped its sales to 
5,932 units but its market pene- 
tration remained at 0.63 percent. 

Six lines suffered losses both in 
unit sales and market penetra- 
tion. The six and their figures 
were: 

Ford, 280,501 units sold, 29.73 per- 
cent of the market, down 1.36 per- 
centage points; Dodge, 43,606 units, 
462 percent, down 0.93 points; 
White, 14,179 units, 1.50 percent, 
down 0.14 points; Mack, 10,876 units, 
1.15 percent, down 0.28 points; Dia- 
mond T, 2,421 units, 0.26 percent, 
down 0.06 points, and Brockway, 
1,103 units, 0.12 percent, down 0.01 
point. 

* * OK 


[pasers the December upswing 
in sales, six lines and the mis- 
cellaneous group had fewer sales 
than they did a year earlier. The 





sales for all lines for December of 
the last two years were: 








Dec., Dec., 
1960 1959 
CHEVPONE .....5.0:c0000005: 25,802 13,651 
IE wadadvsursivecscasatenese 22,093 21,631 
International .......... 7,503 9,460 
MND Savi cdeseavvessscatvodrs 5,975 3,910 
NMI “yaSeisceciscsvacktucseai 3,520 3,011 
PM dink scatihtedccevensess 3,432 4,016 
POUND. csasiasiesiouccraiserne 878 1,262 
PIE ai Wisabsivacvssctsbeiecs 729 942 
Studebaker ............... 522 232 
Diamond T .............. 106 273 
Brockway ................ 97 111 
Miscellaneous. ........ 2,593 3,593 
OUND eis cvshsviercicstl 713,250 62,092 


As is usually the case, California 
was the top truck-buying state in 
December with Texas in its usual 
No. 2 spot, 

* * * 
4 lrwes two top 10 states for Decem- 
ber of the last two years were: 


Dec., Dec., 

1960 1959 

1—California ............ 7,337 5,555 
2—Texas .......ccccceeeees 5,801 5,630 
3—Michigan .............. 3,787 1,714 
4—Illinois .................. 3,467 3,417 
5—New York ............. 3,415 3,896 
6—Pennsylvania ...... 3,409 2,963 
NORIO Fos satcissvasnvesacied 2,973 919 
8—Ohi0 00. eee 2,796 2,724 
9—Alabama .............. 2,630 2,730 
10—Florida .................. 2,341 2,159 


Reflecting the national upswing 
in sales, 39 states and the District 
of Columbia reported that registra- 
tions for the month topped the 
year-earlier totals. Declines were 
reported in 11 states, 


How They Fared... 


U.S. to Stay Out 
Of Auto Pay Talks 


No Interference, 


Goldberg’s Pledge 


By Francis J. Gawronski 
Staff Writer 
es. of Labor Arthur J 
Goldberg has pledged that the 
Kennedy Administration will not 
interfere in contract negotiations ip 
the auto industry this summer, 


Goldberg made the pledge in De. 
troit while meeting with auto ex. 
ecutives, labor leaders and govern. 
ment officials. He was in Detroit 
primarily to study the unemploy. 
ment situation. 

Goldberg said he was aware of 
the fears on tne part of some manu- 
facturers and iabor leaders of goy- 
ernment intervention in bargaining 
talks, particularly through the 
President’s Advisory Council op 
Labor-Management Affairs, which 
is to be appointed within a few 
weeks. 

Since plans for the council were 
announced, management negotia- 
tors have been concerned lest the 
Kennedy Administration attempt 
to inject itself into auto bargain- 
ing as a representative of the 
public. 

The fears also were based on 
Goldberg’s oft-stated proposal that 
a “third party” sit in at labor-man- 
agement bargaining tables, 

Goldberg said, however, that 
while this was still his personal 
hope, he was now expressing policy 
set by the Kennedy Administration. 

“This is not a dispute settling 
agency,” Goldberg said. “It is not 
an agency designed to interfere 
with collective bargaining, We are 
not proposing that it hector or in- 
terfere with the forthcoming auto 
negotiations. 

“It’s purpose is to make studies 
and to advise and recommend to 
the President policies to promote 
industrial peace, encourage produc- 
tivity and promote sound wage and 
price policies,’ Goldberg said. 

* * * 

N THE audience were Walter P. 

Reuther, president, United Auto 

Workers; Louis G, Seaton, person- 
nel vice-president, General Motors; 
Kenneth D. Cassidy, industrial re- 
lations vice-president, Ford Motor 
Co.; Malcolm L. Denise, labor rela- 
tions vice-president, Ford Motor 
Co.; John D, Leary, personnel vice- 
president, Chrysler Corp., and Ed- 
ward L, Cushman, vice-president, 
American Motors. 

Most of the auto negotiators in 
the audience had no immediate 
response to Goldberg’s promise, 

However, Denise said, “I hope he 
means what he said.” 

Reuther said he never thought 
the committee’s purpose was to in- 
terfere with collective bargaining. 

UAW contracts with Ford, GM 
and Chrysler expire Aug. 31, Con- 
tracts with AMC and Studebaker- 
Packard expire on Sept. 6 and Nov. 
30, respectively. Negotiations are 
scheduled to begin 60 days in ad- 
vance. 











Commercial Car Registrations 


By Makes 


1960 vs. 1959 


1960 
316,962 
280,501 
110,349 


Make 
Chevrolet 


Diamond T 
Brockway 
Miscellaneous** 


Percent Percent 
Share of Points 
’59 Market Changes 


32.50 +1.09 
31.09 —1.36 
11.57 + 13 
7.38 +137 
5.55 93 
3.28 05 
1.64 
1.43 
63 
32 
13 
4.48 


Percent 
Share of 
’60 Market 


33.59 
29.73 
11.70 
8.75 
4.62 
3.33 
1.50 
1.15 
63 
26 
12 
4.62 


1959 
306,237 
292,931 
109,053 

69,509 

52,278 

30,864 

15,497 

13,473 

5,908 
3,008 
1,196 

42,179 

100.00 


942,133 100.00 


*—-White includes Autocar, Freightliner, Reo and Sterling. 


**—Miscellaneous includes imports, 
Herrington, Peterbilt, etc. 





Corbitt, 


Diveo, FWD, Kenworth, Marmon- 
—Compiled from R. L. Polk & Co. data. 
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For complete information on how our service can help pro- 
mote your success, call or write the COMMERCIAL CREDIT 
CORPORATION office nearest you. 
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But Falls Below December Pace .. . 





Shop Volume Tops Year-Ago Rate 


(Continued from Page 1) 


from December but 0.6 percent 
above January, 1960. 

Customer labor sales in January 
dropped 9.2 percent from the De- 
cember total but were 1.0 percent 
above the figure for January of last 
year. 

The number of repair orders writ- 
ten in January trailed the Decem- 
ber showing by 25.5 percent but 
were 1.7 percent above January, 
1960. 

* * * 

ST about two-thirds of dealers 

are in a position to handle more 
service business than they have 
now without making any changes 
in their shops, a survey conducted 
along with the monthly check on 
parts and service sales shows. 

The dealers surveyed were asked 
this question: “Assuming they were 
available, how many more mechan- 
ics could you employ without en- 
larging your shop or adding a 

shift?” 

Fully 67.1 percent of those sur- 
veyed said they were not oper- 
ating their shops at capacity— 
that they could add more me- 
chanics without enlarging the 
shop or adding a shift. 

The other 32.9 percent already are 
employing all the mechanics they 
can use in present facilities. 

If all the dealers who have the 
space would bring their mechanic 
force up to the maximum, the num- 
ber of mechanics working in deal- 
erships would be increased by 24.4 
percent, the survey showed. 

* * * 


HE dealers were asked what is 

the chief roadblock to boosting 
the service volume in their opera- 
tions. Lack of good mechanics 
turned up to be the biggest prob- 
lem. 

Forty-six percent of those sur- 
veyed said the mechanic shortage 
was their biggest problem, 29 per- 
cent said it was a combination of 
a lack of new customers (improper 
solicitation) and inability to keep 
old customers, 21 percent said they 
lack space and the remaining 4 per- 
cent said they do not have the 
tools and equipment needed to 
handle any additional service busi- 
ness. 

On one hand, 32.9 percent of 
dealers said they already had as 





many mechanics as they could 
use in their shops. On the other 
hand, only 21 percent listed lack 
of space as the chief roadblock 
to boosting service volume. Why? 
A number of dealers, while ad- 
mitting that they would have to 
increase the size of their shops in 
order to handle more business, said 
the mechanic shortage was the big- 
gest problem. There is no point in 
spending money to enlarge the shop 
and then not be able to find good 
mechanics to work in the new quar- 
ters, they reason. 
* * * 
a group surveyed was asked 
what they are doing about the 
problem that they listed as the 
chief roadblock to increased serv- 
ice volume, 

On the question of meeting the 
mechanic shortage, the dealers 
who are grappling with that 
problem listed a number of solu- 
tions. Most of them mentioned 
some part of this allout program 
which was offered by a dealer in 
Kansas: 

‘1. Trying to train new men. 
“2. Trying to hire experienced 
men. 
“3. Training present force, trying 
to upgrade their ability.” 
* * * 


NE of the most thoughtful com- 
ments on the mechanic prob- 
lem was offered by a service man- 
ager in a Dayton dealership, who 
said: 
“Competition with industry is so 
great, little can be done. We are 





Dealers in Conn. Back 


Bill on True Advertising 


HARTFORD.—The Connecticut 
Automotive Trade Assn. has 
joined with the state’s commis- 
sioner of consumer protection in 
support of a bill in the Connecti- 
cut Assembly on “true cost adver- 
tising.” 

Said the commissioner, Attilio 
R. Frassinelli, “Some automobile 
dealers advertise in such a way 
as if a buyer could get a car at 
6 per cent above the dealer cost. 
We want to stop these bait and 
‘no service to the public’ appeals 
by automobile dealers in this 
state.” 








FTC Vindication Claimed 
By Rootes in Ad Complaint 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Rootes Motors’ 
view of the consent decree entered 
into with the Federal Trade Com- 
mission is that the FTC has agreed 
not to‘press its false advertising 
charges against the company. 

The FTC’s decision was con- 
tained in its offer of a settlement 
agreement, which does not deal 
with the specific claims made by 
Rootes Motors in connection with 
parts and service. The FTC had 
alleged these claims to be untrue, 

The settlement agreement which 
has been accepted by Rootes con- 
tains a specific clause which states 
that the firm, in agreeing to the 
settlement, does not admit any of 
the FTC’s allegations with respect 
to parts and service claims. 

Managing Director John T. Panks 
hailed the settlement as a com- 
plete vindication for Rootes. 

“It merely requires,” he said, 
“that Rootes simply refrain from 
advertising that parts and service 
are immediately available in places 
or at times where they are in fact 
not so available. 

“This is, in fact, no restriction at 
all, since we never have advertised 
and do not plan to advertise in any 
manner prohibited by the settle- 
ment. 

“Rootes has a network of over 
600 dealers extending across the 
country which means that parts 
and service are available over a 
wide area of the United States.” 

The FTC’s willingness to accept 
the settlement was attributed by 
Panks to the fact that the firm 
offered to show in its reply to the 
original charge that its spare 





Parts reserve was sufficiently sub- 
stantial to warrant the claims 
made. 

Rootes maintains stocks of spare 
parts not only with its dealers but 
in two large depots, one in New 
York and the other in Los Angeles. 
In addition, the firm uses the latest 
electronic computer equipment for 
inventory control. 


The FTC charged in its original 
complaint that Rootes’ advertising 
implied the “immediate” availabil- 
ity of parts and service in every 
Single area of the U. S. 


Rootes in its answer pointed out 
categorically that not only was the 
FTC inference unreasonable, but 
that it is general knowledge on the 
part of the motoring public that 
“no dealer in any area has all parts 
for every year and model of every 
car manufactured by any manufac- 
turer immediately in stock at all 
times.” 


Late Report... 














trying, in whatever way possible, 
with Career Day programs and the 
like. It is difficult to interest a 
young man in working as a me- 
chanic, both because of lower start- 
ing pay and the poor ‘social stand- 
ing’ generally allied with the pro- 
fession by the. public. 

“The new, reduced flat-rate 
structure has created a new prob- 
lem—that of holding our existing 
good mechanics. Few men with 
experience and a large tool in- 
vestment are interested in over- 
hauling an automatic transmis- 
sion in a ’61 product for $6.75, 
which is in accord with the new 
flat rate. 

“So, as you can see, we are pri- 
marily concerned with holding our 
old men at this time and all of our 
efforts are directed in this direc- 
tion. Needless to say, with the pres- 
ent dealer economic position, it is 
impossible to subsidize these men 
in any way on a dealer basis.” 

* * * 

LTHOUGH dealers and service 

managers in some large cities 

mentioned the problem of compet- 
ing with industry for mechanics, 
this problem appears to become 
more acute as the size of the city 
goes down. Most of the complaints 
about inability to offer competitive 
wages came from the smaller cities 
and towns. 

A Wyoming dealer offered these 
thoughts on meeting the mechan- 
ic shortage: 

“The long-range solution is some- 
thing in which the automobile 
manufacturers are going, of neces- 
sity, to get into and spend even 
more money than at present. The 
small dealers cannot afford to 
train these mechanics on their 
own.” 

ok * aE 
Lt peony are some of the plans of 
the dealers who said they had 
to do better on getting and keep- 
ing service customers before their 
service volume would rise: 

Delaware dealer: “Better solicita- 
tion combined with increased car 

sales would help. Presently, we are 
using service specials, service con- 
trol mailings and free lubrication 
coupon books in an effort to in- 
crease traffic.” 

Michigan dealer: “Regular fol- 
lowup on all customers for regu- 
lar, factor y-suggested mainte- 
nance, monthly service-special 
promotions with phone and mail 
solicitations, and a constant ‘sell 
now’ campaign.” 

Minnesota dealer: “We are en- 
couraging all our people to solicit 
additional business at every oppor- 
tunity and to conduct themselves 
in such a manner that people will 
keep coming back. We use direct 
service mailings and keep calling 
attention to the fact that ‘service 
is our business’ in our advertising.” 

South Carolina dealer. “Put on 
one additional service salesman to 
give the service manager more 
time to devote to managing the 
service department, including sell- 
ing of service, followup on owners, 
and followup on service work per- 
formed by mechanics to see that 
the customer got what he came in 
for.” 

Texas dealer: “Searching for an 
effective owner followup.” 


* x * 

Ppe4L ESS who have a space 

problem fall into three classes: 
Those with plans to enlarge. Those 
who would like to enlarge but 
feel they shouldn’t right now. Those 
who just don’t want to get any 
bigger. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
increased $8 last week to $1,048, according to Automotive News’ 


index. 


Strength was demonstrated throughout the 


index, with only 


three models running counter to the trend: ’54s fell $2; ’60s were 
off $3, and ’58s went down $14. A new low was established for ’60s. 
All other models moved upward, with gains amounting to $44 
on ’61s, $27 on ’59s, $9 on ’56s, $3 on ’55s and $2 on ’57s. 
At a group of representative auctions last week, the sales ratio 
was 70.3 percent, Compared with 65.7 percent a week earlier. The 
Sales ratio was the highest recorded since early January. 


Auction reports begin on Page 38. 














Bringing Back an Era— 
The rumble seat, mark of the fun-loving 
Hilker & Co, (Studebaker), Chicago Heights, 







“roaring 20s," has been revived by Frank 
Ill. The staff of the dealership transformed 


this Studebaker Hawk and a Lark convertible into family-type, rumble-seat automobiles 


and introduced them to the public during a 


special ‘Roaring 20s Revue"’ at the dealer- 


ship. According to the firm, the rumble seat “found spontaneous favor with all.” 
A Lark or Hawk with rumble seat can be delivered within 30 days. 


AMA Gives Tempered View... 


Another Glass Round 


DETROIT. — American motorists 
from now on will be getting more 
mileage out of the side windows 
of their cars, according to the Auto- 
mobile Manufacturers Assn. 

This will result from increased 
use in side windows of tempered 
safety glass in place of laminated 
glass, an AMA spokesman said. 

Tempered glass is a heat-treated 
glazing material fully meeting 
safety requirements for side or 
rear-window use while at the same 
time offering increased durability, 
he added. 

Door windows that roll up and 
down are subjected to special shock 
and wear conditions such as door 
slamming, loose glass runs, and 
generally severe vibration, 

As a result, the AMA aide con- 
tinued, side windows of older cars 
sometimes develop cracks and re- 
quire replacement. Tempered win- 
dows, however, are practically un- 
affected by such ordinary wear, he 
said. 

While the two types—laminated 
and tempered—have individual 
characteristics that enable them to 
resist breakage in different ways, 
there is no reason to rate one over 
the other in terms of safety, the 
AMA said. 

The AMA release is seen as a 
reply to a charge by the National 
Auto & Flat Glass Dealer Assn. 
that tempered glass is “less de- 
pendable.” The glass group urge 
a revision of motor-vehicle glaz- 
ing regulations. 

The association also has claimed 
that the auto industry made a 
“silent switch” to tempered glass 
without informing the public. The 
AMA has Genied this, saying there 
were widespread reports when the 
industry stepped up its use of this 
type of glass. 

The AMA spokesman said glass 
used in American-built vehicles is 
tested against the strict require- 
ments of the American Standards 
Assn, safety code. The code points 
out: 

“One safety glazing material may 
be superior for protection against 
one type of hazard while another 
may be superior against another 
type. Since accident conditions are 
not standardized, no one type of 
safety glazing material can be 
shown to possess the maximum de- 
gree of safety under all conditions, 
against all conceivable hazards.” 

Laminated safety glass is made 
by sandwiching a layer of plastic 
material between two sheets of 
glass. It is used in the windshields 
of all American-built cars because 
if fractured the breakage pattern 
which might interfere with driver 
vision is limited usually to the 
area of impact. 

When severely struck, the AMA 











said, it tends to break into large 
pieces which stick to the plastic 
interlayer rather than flying free. 

Tempered glass undergoes a spe- 
cial heat-treating process which 
makes it extremely resistant to 
breaking, the spokesman added. 
When struck with sufficient force, 
it is designed to break into small 
granular pieces with no large jag- 
ged edges. 

If the fractured glass remaing in- 
tact it becomes opaque, and cuts 
off vision and is therefore not 
favored for windshield use in the 
United States, he said. 


Cadillac Chiefs 


Visiting Dealers 


DETROIT. — Harold G. Warner, 
Cadillac general manager, and 
Fredric H. Murray, general sales 
manager have begun a nationwide 
series of meetings 
with Cadillac 
dealers and dis- 
tributors. 

The first stop 
on the 10-city tour 
is New York 
today (Feb. 20). 
Meetings also are 
scheduled in 
Pittsburgh, Atlan- 
ta, Chicago, Kan- 

a sas City, Dallas, 
Harold G, Warner Phoenix, San 


Francisco, Los Angeles and Detroit. 





AMC Cites Salesman— 


Ivan C. Lafayette, right, Highland Motor 
Sales, Flushing, N. Y., is honored as the 
nation's top Rambler salesman for 1961 
as he receives a desk pen set from Roy 
Abernethy, executive vice-president, Amer- 
ican Motors Corp. The presentation was 
made at a banquet in Chicago honoring 
the top 100 Rambler salesmen. Lafayette 
sold 437 new cars and 377 used cars dur- 
ing the year. Prior to the banquet the 
group toured American Motors’ Rambler 
plant in Kenosha, and later flew to New 
Orleans. 
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CHEVY’S “WALKING WHEELS” 
RIDE COSTS DOWN FOR OWNERS, 
RIDE SALES UP FOR DEALERS!!! 





@ A year or so ago, Chevrolet engineers went one up on the industry 
with a sweeping new design improvement—Independent Front 
Suspension for the full range of Chevrolet truck models. Here was 
a truly important innovation, one that has proved its ability to 
work wonders both for the men who use Chevy trucks and the men 
who sell them. 

The basic idea is so sound that it has all but revolutionized truck 
performance. Each front wheel is suspended independently by 
rugged control arms; when a bump looms up, the wheel “‘walks”’ 
right over it. 

This bump-beating wheel action, virtually the opposite of what 
is provided by ordinary I-beam axle front suspensions, offers many 
new benefits to truck users. For instance, most road shocks and 
jolts never reach the truck chassis, cab or body. The truck rides 
smoothly, takes less of a beating, stays in cost-saving shape longer. 
It adds up to important savings on maintenance for the owner. 


Furthermore, thanks to those same “walking wheels,” loads do 
far less bouncing in the body of a ’61 Chevy truck. That means 
owners are protected from undue cargo damage that can eat away at 
earnings. And the new design contributes to faster, more profitable 
schedules, too, because drivers, protected from jolts that cause 
fatigue, can stay on the job longer. 

That’s the way Chevrolet truck Independent Front Suspension 
has been working out for hundreds of thousands of owners all over 
the country. It has become a real income-booster for these busy 
haulers .. . and for Chevrolet dealers, too! ... Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


In Chevy, each front wheel, sus- 
pended independently, is free to 
step cleanly over bumps (see left). 
Each works smoothly to reduce 
objectionable jolts so characteristic 
with I-beam axle design (right). 


CHEVY ||2S TRUCKS 


CIC <i VERE MECOmMMREERR 
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Germany Gets 42 Percent... Rambler Amer ican 





444,000 New Cars Pe Tops Pure Oil Test 
Imported in Year —nn 


| 1959 peak of 28,834, winding up 1960 


By Maynard M. Gordon 
News Editor 
7. year of retrenchment for im- 
ported cars saw total shipments 
from abroad finish up second high- 
est, at a value of more than $500 
million. 

But the monthly import rate at 
the end of 1960 was as much as 
75 percent below last year’s peak, 
indicating the extent of the tail- 
spin in retail sales. 

A mild “rally” in December im- 
port shipments sent the 1960 total 
above the previous runnerup year— 
1958. There had been doubt whether 
1960 could surpass 1958 as the re- 
sult of a collapse in the November 
influx to a mere 16,985 cars. 

ca * x 

F COURSE, 1959 remained the 

import peak for cars, with its 

whopping 668,070 shipments. The 
1960 total of 444,474 was 33% per- 
cent lower than the previous year 
and 3.2 percent higher than 1958’s 
430,808 units. Imports last year 
more than tripled U. S. exports of 
144,870 new cars, of which 18.5 per- 
cent went to Canada. 

In 1959, imports of new cars 
were valued at nearly $735 million 
by the Department of Commerce, 
which reports foreign-trade statis- 
tics to the Automobile Manufactur- 
ers Assn. The 1957 valuation was 
$487 million. 

While car shipments declined 
last year, deliveries of new trucks 
and buses from overseas rose to 
a new high. The 1960 total was 
23,838 commercial units, compar- 
ing to 22,763 the year before. 
Used-car shipments fell from the 


Four Area Chiefs 
To Steer Chrysler, 
Plymouth Sales 


DETROIT. — Four area sales 
managers for the newly formed 
Chrysler-Plymouth sales field force 
have been announced by E. M. Bra- 
den, general sales manager of the 
field organization. 

The sales managers and their 
areas are J. E. Murphy, Eastern; 





J. E. Murphy G. E, Moore 


G. E. Moore, Midwest; O. D. Thom- 
as, Western, and W. E. Foraker, 
Central area, 

Murphy, formerly Plymouth Cen- 
tral area sales manager, will have 
his headquarters in New York, with 
regional offices in New York, Syra- 
cuse, Boston and Philadelphia re- 





W. E. Foraker 





porting to him. Moore formerly was 
Plymouth Midwest area sales man- | 
ager. He will have headquarters in | 
Chicago, with regional offices in| 
Chicago, Kansas City, Memphis, | 
Minneapolis and St. Louis. 
Thomas, formerly Chrysler-Impe- 
rial Eastern area sales manager, 
will have his headquarters in Los 
Angeles, with regional offices in 
Los Angeles, Dallas, Portland and 
San Francisco. Foraker, executive 
assistant to the Chrysler-Imperial 
general manager prior to his new 
post, will have headquarters in De- 
troit and regional offices reporting 
to him include Atlanta, Charlotte, 








Cincinnati, Detroit and Pittsburgh. 













































Rolls Up 26.8 MPG 
At Daytona Speedway 


AYTONA BEACH, Fla, — g 
Rambler American scooteg 
26.859 miles on a single gallon of 
gas to win top honors in the 196] 
Pure Oil economy trials. i 
The car, entered by American 
Motors, was driven by economy 
specialist Les Viland, He won two 
trophies and $1,000 for placing 
highest in class and driving the 
most miles per gallon. / 
The event, held at Daytona’s In. @ 
ternational Speedway, was run ona 
3.7-mile closed course at an average 


with a total of 26,398. 
* * + 


ee countries shipping to the 
U. S. West Germany moved 
into a commanding position last 
year. 

West Germany accounted for 
42.2 percent of new-car imports in 
1960, in spite of a numerical drop 
of 18,418 from 1959. The West Ger- 
man share of the total outstripped 
its previous high of 38.6 percent, 
attained in 1957. speed of 40 miles per hour or more, 

More than 84 percent of new Life roe Class winners were: Class I, Ford 
trucks and 86 percent of used Galaxie, 14.809 miles per gallon; 
cars arriving in the States last Economy Trials at Daytona Speedway— Class II, Pontiac Catalina, 14.762; 
Deo ahae from an" aoe ae All cars in the Pure Oil Economy Trials circle a 3.7-mile course prepared inside the Class Ill, Rambler Ambassador, 

- em er imports showe the Daytona International Speedway, Daytona Beach, Fla. Included in the course were 18.553; Class IV, Lark V-8, 19.100; 
growth in West German penetra- arbitrary stops (such this) and high d to 75 mil h Th ‘et Class V, Lancer, 19.897; Class VI, 
tion and the inroads this is making Sn es ee ee ee miles an hour, ube varie'Y Rambler American, 26.859. 

‘ ‘ of driving conditions is expected to produce mileage results comparable to average cas . 
on rival European countries. West owe Gta Each class-winning driver we 
German makes, principally Volks- Par erase calc ccs isn aaa Das aA ce A a ei i ae tas $500 in prize money and a trophy, 
wagen and Mercedes-Benz, account- Second-place drivers earned $250, 


d for 83.9 t of the 24,451 S ith third-spot pilots taking hom 
od for oe percent tS itt| Dealer Councils Llected mee 


cember. * * * 
December’s total shi ont 7, D : 4 HE first day’s trials found Ford 
ine highatance Iuy Gres tnan| AE Chrysler’s Divisions ‘T'sweeping the ist in Clase 1, wil 


got only 6 percent of the December a lone Pontiac declared winner of} 








total, a five-year low. France had| pTROIT. — Dealers for the| councils are one of the goals of | Class II. 
4.8 percent; Sweden, 2.8 percent,| Chrysler Corp. divisions not only| the National Automobile Dealers Winner in Class I, for engines 
and Italy, 1.6 percent. have elected dealer councils but also} Assn. of 309 cubic inches or more, was 


some of those dealers think their Typical of the councils in the Patrolman Benedict Brandom, 
council system works very well. | Chrysler Corp. setup is that of| Will County, IIL, in a Ford Gal-| 

The issue came up after a story | Chrysler-Imperial Division. The na-| ®Xxie entered by Bill Cook (Ford), 
in the Feb. 6 Automotive News | tional council consists of the chair-| Bradenton, Fla. 
follows: Great Britain, 30.3 per- indicated that Chrysler had made | men of the 18 regional councils plus Brandom’s record was 14,809 
cent: France, 16.8: Sweden, 4,7:| 20 final decision on the question | five dealers who are named at-large| miles per gallon at an average 
Italy, 4.68; Japan, 0.5, and Czecho-| of elected dealer councils. Elected | by the factory. speed of 40.078 miles per hour. 


eee by exporting 
countries other than West Ger- 
many were more substantial for 
1960 as a whole, breaking down as 





slovakia, 0.2. bs . a yee’ a each = dis- The second-place Galaxie, driven 

In 1959, West Germany’s 30.8 per- > rict is elected to serve on the re-| by Trooper Vince Smallwood, Flo 
cent of import tornnon 4 shipieate Cole Still Sees gional council. The dealer who is ida Highway Patrol, showed an av. 
was exceeded by Britain’s 31.5 per- elected chairman of the regional| erage of 14.721 MPG at 40.408 


e* . s 
cent. Other 1959 percentages were 614 Million Year, council becomes a member of the/ MPH. % 
France, 25.6; Italy, 4.7; Sweden, 4.0; national council, with the elected) mpirg place went to Maj. Walter’ 





Japan, 0.7, and Czechoslovakia, 0.2. ally members of the national council| picnen Tlinois State Police. with” 
Nearly three-fourths of new Maybe q Million making up almost 80 percent of 14.467 MPG. a ee na = 
cars shipped to the U. S. in 1960 PITTSBURGH.—Edward N. Cole,| the full council. A total of 21 cars ran in Class La 


arrived during the first half. Only | Chevrolet general manager, still has|, One of the members of the Chrys- 


133,357 new cars entered the coun- | not given up on 1961 as a year in| /¢T-Imperial council said he felt it : ; 
try in the July-December half. which 6.5 to? million new Pts - was “the best dealer council in the — violations of economy Ui 
December’s total of 24,451, al- | be sold. industry” and that it has “a closer! ‘Three Pontiacs ran in Classi 
though 44 percent above the four- At new-model introduction time, aoe ee “—% oy Hs naan OF“! but only one reached inspection td 
ee _— aaa he said sales could go “as high as Pia” © ommelals tan te otner Coun"! be declared the winner. The Pontiaé 
I 5 ' s - 34, ay illion” thi . : i on 
units below December, 1959.” | Conference while here ona swing | grhe,Dodge Dealer Advisory |Ainitty, Lansing, traveled 247 
France accounted for 11.1 per-| ground the country to meet deal- Conioveties 2s nena ee ent 2 | miles on the gallon of gas. Avera 
cent and Great Britain 3.3 percent| ors. he said the final total could the Chrysler-Imperial Division. At speed was 43126 MPH . g 
of new-truck and bus shipments to| tin hit in the 6.5-7 million area. Dodge, three-fourths of the coun- 126 MPH. 


the U. S. in 1960. Britain sent 8.4 cil members are elected and one- 
percent of the used cars. He discounted slow sales in Jan-| fourth are appointed by the fac- T 
* 


* * uary, saying that bad weather was} tory. 
(TRANES to the compacts, new- a factor. He said he felt the reces- Since the Dodge conference was 
car exports from U. S. manufac-| 5107 had hit bottom and it was|set up in 1950, officials of the divi- 


turers during 1960 surpassed the 2 q 
previous year's 116,520 by 243 per-|SUMers to use the money, savings first with elected members. The second day was for Class 
and credit that are available. Plymouth Division said that its| TH and IV cars, Class III entries 


rs roducers sold more trucks| “We plan to build what the| national council is composed of| Were limited to engines of 301 to 
aD rs e tru Pp 361 cubic inches. Class IV cars 


abroad last year, as well. The totals} market needs,” Cold said when| ™embers all elected by dealers. The DIC 
: ; ; 18 regional council ch send were limited to power plants 
were 215,841 in 1960 and 194,801 in| asked about March production, He & Ss ea e a ranging between 251 and 300 


Five were disqualified for speed oF 


HE average mileage of Fords en 
tered in Class I was about 135 
MPG. Average mileage of Class I 
Chevrolet Impalas was less than 1 


now a question of convincing con-| sion feel that its council was the MPG. 








1959. said his division could step up pro- delegate to the national council a 
* * * duction as demand indicates or|4nd one year’s national council cubic inches. 1 
could cut back “so as not to over-|€lects five of its own members who| Independent makers almost com 
M thi N Cc burden dealers.” will serve on the next year’s coun- — ht the field. aan vio 
ag : Po | professional economy driver from 
on 7 ew ar Cole said that General Motors is Livonia, Mich., tied himself for first 


prepared to give dealers more help 3 and second place in Cl III. Driv- 
Imports by U. >. on merchandising problems and Charleston Picks James rans Rambler Ancheuundnl, ‘Viland 
that Chevrolet has added 100 men| CHARLESTON, S. C.—F. Bernie| recorded 18.553 MPG in two differ: 















1960 19 : 
Melee 47,572 aa to the field force to aid dealers, James is the new president of the|ent cars. First place was awarded | 
February ............... 64,329 47,126 On the question of 1961’s sales Charleston Auto Dealers Assn. Wal- to the fastest car (42.017 MPH), and 
a 65.216 54134 | total, Cole said this year could be ter J. Miller was named vice-presi-| the other placed second. Ambassa-7 
eee 54,521 55.977 much like 1955. In that record | dent, and Matthew O. Moye, secre-| dors nailed the first eight places, 
a 46.196 64.553 year, sales were slow in the early | tary-treasurer. (Continued on Page 54, Col. 3) 
BI oo ie ean 33,313 60,321 | Part of the year but roared into 
oe ae 29,356 65,241 | high gear in the rest of the year. 
August ............. ... 19,361 47,560 | Cole saw one cloud over the auto 
September .............. 20,636 51,821 | picture for the rest of the year—ex- 
October ........... were BROS 50,082 | Piration of the auto labor contracts 
November ....... ... 16,985 60,655 | Sept. 1. 
December .............. 24,451 58,531 “We hope there will be an equit- 
able settlement and that it will not 
PGA ascinscesicssd 444,474 668,070 | interfere with our capability to pro- 





duce and sell,” he said. 


New-Car Imports by U. S., 1960-57 


(Volume and Penetration) 


1960 1959 1958 1957 
Origin Units Pet. Units Pet. Units Pct. Units Pct. 


W. Germany ..187,381 42.2 205,799 30.8 134,619 31.3 100,042 38.6 

























England .......... 134,537 30.3 210,494 31.5 153,475 35.6 95,510 36.8 

France _............ 74,503 16.8 171,285 25.6 89,481 20.8 37,205 14.3 

Sweden ............ 21,062 4.7 27,010 4.0 17,820 4.1 12,496 4.8 

BR SL ccscintvasseace 20,832 4.7 46,629 17.0 30,406 7.1 9,893 3.8 < ® 

I a 2,035 0.5 4,590 0.7 1,604 04 403 0.2 || Simca Dream Car at Chicago Show— 

Czechoslovakia 880 0.2 1,180 0.2 737 (0.2 386 0.2 This Simca Fulgur, a European “dream car," is featured in the Simca exhibit at the 






Netherlands .. 0 ee 53rd annual Chicago Auto Show (Feb. 18-26). Designed to be controlled by an elec- 
tronic brain which is fed travel instructions by the driver, it is driven by electric motors 
on its two rear wheels. The Fulgur is being shown for the first time in Chicago. Two 
Simca Etoile four-door sedans also are being displayed. 












TOTAL. ........444,474 430,808 259,343 
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New approach to 


O 
it DRIVE AMERICA 


Sam 


It’s the multi-billion dollar “Drive America to Pros- 
perity” program that makes every automobile dealer 
the most important business man in his community 
in stimulating immediate buying action. 


Through this program, every automobile dealer can 
control the distribution of more than $20,000 in 
Buyers’ Dividends. 


These Buyers’ Dividends are outstanding money- 
saving values made by a number of America’s leading 
manufacturers. They are offered exclusively for 
this program to create a record number of new car 


TO PROSPERITY 





¢ 
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MOON CASS 


sales this Spring and to boost all American business. 


Business leaders know a healthy automobile industry 
can “Drive America to Prosperity”. When auto sales 
are UP...all business is healthy. People have jobs and 
the money to buy. That’s why these Buyers’ Dividends 
will be distributed exclusively by participating dealers. 


Here’s how the Buyers’ Dividend plan works: 
For each appraisal, a dealer can offer over $100 in 
Buyers’ Dividends. Yet, the cost to the dealer is only 
slightly over.25 cents per appraisal. Full details on 
following pages! 









1 maa CUI 





send check or money order to: LIBBEY GLASS division of OWENS-ILLINOIS GLASS CO. A ry 
P. 0. Box 1708 Central Station, Toledo 3, Ohio Ht) 
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For each appraisal you can offer 


more than 100” in exclusive 


BUYERS’ DIVIDENDS 


at a cost to you 
, St EXTRA VALUE FROM WESTCLOX 
of about 25¢ per appraisal W A stylish $1.00 Nylon watch band, ideal for summer sports 


be yburg for odly [2 i nurchase of any 
i B 7: stisend thi$ cbupon plus 25¢ and 










orporation 





rs You will receive 200 complete sets of Re Black, Bowne: blue bie » %” a 3a oc 
Buyers’ Dividends with your initial order. | linia 


** Each complete set will contain at least 
25 different Buyers’ Dividends. 
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HOME FREEZERS 


+1000) Ss BUY os SS } 
Participating Companies Include These AY = i 
Leading National Manufacturers a , = | | z eH 

ARGUS NORGE i : t EL -DRYER COMBINATION 


CLAUSS CUTLERY POLAROID i MODELS AWG-870, DEG-870 
i SEE THEM AT YOUR NORGE DEALER 

HOOVER SUNBEAM a 10.00 BUYERS’ DIVIDEND OFFER ON BACK SIDE 

INTERNATIONAL SILVER WEAR-EVER ee 

LIBBEY WESTCLOX 





C—O SSS SSS SSS SSO 
MOTOROLA WESTINGHOUSE REDEMPTION OF OFFER SOLE BeonSenieittty’ OF MANUFACTURER 















HERE IS YOUR COMPLETE 
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Drive America to Prosperity 
DEALER PROMOTIONAL KIT! 


i ies FREE with every appraisal... 


DRIVE AMERICA TO PROSPERITY 


| ol qn 


% = PIEC 





Sr 


@ NEVER NEEDS SPECIAL POLISHING 
~ @ BLACK TWIST HANDLES ENHANCE RANGE TO TABLE SERVICE 





20 FT. OUTDOOR BANNER 
* Big, Powerful Traffic Stopper ~* Brilliant Fluorescent Color 


REE ‘100 BUYERS’ DIVIDENDS 
F with EACH APPRAISAL 
















For casual 
Bi and carefree 
i living 


95 wits NA 
Buyers’ Dividend 
Rétail Value) Loa 


16 Teaspoons 
8 os Handle 
n 














© 
° 


5 
ea 
enaentl 





qd. Daily 8 Dinner Forks 
lustrous finish bright i in hard. 8 Soup Spoons 
est normal use. 8 Salad Forks 
2 Tablespoons 
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COLORFUL WINDOW TRIM 
a 3 3 * Features “Buyers’ Dividends” Offers 



















BUY ANY CLAUSS SCISSORS OR SHEARS m~ | Wi ener esaeseasasaatscaesaaeeeesnesenesseeaieaaas 


FROM THIS DISPLAY AT YOUR DRUG STORE...AND SEND ONLY EASY TERMS LTT Tee | 
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Keep men on the JOB Te 


This Offer Expires May 31, 1961 


a demonstration of aay MOTOROLA TV 
i bi buy this 





' 
® Distortion-Free adding with Glass En- 
closed 4-Inch Dial 





JUMBO 5-PIECE OVER-THE-WIRE SET 
* Extends a Full 20 Feet 


6 FREE ARGUS SLIDE TRAYS 
($11_suggested retail price 


Stee JECTOR 
i 










24 BUMPER STRIPS (17” x 42”) 


POO 5 
O55 mes 


SEE ADDITIONAL MATERIALS ON BACK PAGE > 
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YOUR PURCHASE 





OF A NEW CAR TCOAY 
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417”x 22” 


What the automobile industry masns 
1M DUsiness Nesth snd prosperity 
























































SERVICE ZH PUT AUTO WORKERS DAE Om Trt 208" COUNTER Gul 
ee DEPT. mt BOOST ALL AMERICAN Business: CARDS ard 

POSTER pH Get Tue wtsT o€ar aves’ WITH io 

(57"’x 41”) mh tmeox TROUBLE FREE DORiving' EASEL i 
——=E>>>___ Plar 

Foo CarFe® iM ANEW eae: Co., 

SSS Wes 
TI 
antec trl A 250 HANDOUT FOLDERS ts 
To give car prospects ample soa 
reasons for buying now. ot 

6 SALESMEN’S Folder explains “Buyers’ Dividend” 
BADGES 24 BUYERS’ program to your prospects. Ample Cre 

vhs REDEEM DIVIDEND space on back side for dealer stamp. As 
NI 
aad WINDOW i 

. STICKERS 4 NEWSPAPER AD LAYOUTS who 

For RADIO SPOT COMMERCIALS “ 
a 8 SYMBOL MATS om 
—— §=—s Stores 4 Different Sizes From Y2 Column Up. cot 
Pur 
Of : 
NI 
USE THIS ORDER FORM TODAY zn 
War 

was 
46 ® ® > 9 e man 
Drive America To Prosperity’ Dealer Kit liye: b 
clea! 
SEND CHECK pire 

WITH YOUR Pea e me e eE paper wallets each containing & 
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ORDER TO se Tee ttt Pretty N. E. 
CLEVELAND 14, OHIO - PHONE MA 1-7893 


“DRIVE AMERICA TO PROSPERITY” DEALER KIT AMOUNT 


1 — 20 ft. x 3 ft. Outdoor Banner 






BUYERS’ ; 
DIVIDEND 
























1 — 12 pc. Window Trim 
1 — 5 pc. Over-The-Wire Set ee U! 
1 — Service Dept. Poster KIT Li 





COUPONS 





24 — Bumper Strips 


6 — Salesmen's Badges $ 
4 — Counter Cards 
24 — Window Stickers 
250 — Handout Folders 


8 — Mats of Symbol 
4 — Newspaper Ad Layouts 
6 — Radio Spots 
200 — ‘Buyers’ Dividends"’ in 
Wallets . . . Each with 
$100.00 in ‘Buyers’ Dividends” 


ADDITIONAL “Buyers’ Dividends” Wallets 00 
“BUYERS’ DIVIDENDS” Each with $100.00 in “Dividends” $25 per 100 


[MINIMUM ORDER $100.00 |} | Tora | 
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DEALER KIT 
INCLUDES: 




























ALL_ MATERIAL 
SHIPPED PREPAID 
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TAX INFORMATION: Vendor should bill applicable sales or use tax if required by law ADD SALES 
to do so; if not, buyer will pay any applicable use tax directly to the taxing jurisdiction. TAX WHERE 
NOTE: All material manufactured based on receipt of payment with order. APPLICABLE 






YOUR CHECK OR MONEY ORDER MUST ACCOMPANY THIS ORDER TO MAKE IT VALID 
NO MATERIAL SHIPPED UNTIL PAYMENT IS RECEIVED 







Authorized 
Signature 
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GENERAL OFFICES AND PLANTS: 2165 LAKESIDE AVE., CLEVELAND 14, OHIO 
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CLEVELAND * CHICAGO * DETROIT + NEW YORK 


What's New... 


Gulf & Western Acquires 
3rd Auto Parts Company 
HOUSTON.—Gulf & Western In- 


qustries acquired its third automo-| 
tive parts company in 30 days, it| 


was announced by Thomas F. 
Plant, president of American Parts 
Co, auto parts division of Gulf & 
Western. 


The latest addition is Scheufler 


supply Co., which operates 11 out-| 


lets in Central and Western Kan- 
sas. Earlier, Gulf & Western had 
acquired Patten Sales Co., Jackson- 
ville, Fla., and Overseas S.A., Mexi- 
co City, its first international] auto 
parts firm. 

* K * 


Creamer Succeeds Father 


As Wheels, Inc., President 


NEW YORK.—John F. Creamer 
jr. has been elected president of 
Wheels, Inc. He succeeds his father, 
who becomes chairman of the board 
and chief executive officer. 

Edward D. Meeker, for many 
years executive vice-president, was 
elected to the newly created office 


of chairman of the executive com- | 


mittee of the board of directors. 
* od oe 


Puralotor Changes Name 


Of Its Jobber Division 


NEW YORK.—The name of the 
Jobber Division of Purolator Prod- 
ucts, Inc., has been changed to the 
Warehouse-Distributor Division, it 
was announced by John Bury, sales 
manager. 

The change was made to define 


functions of the division more) 


clearly, he said. 
- * + 


Beard & Stone Moves 


AMARILLO, Tex.—Beard & Stone 
Electric Co., wholesale distributor 
of automotive parts, has moved into 


a new $150,000 warehouse and store | 


with almost double the floor space 
of its previous building, according 
to E. C. Beard, chairman. The new 
building has 23,290 square feet of 
space, he said. 
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In Parts and Accessory Distribution 


all inventories are varied according 
to service volume, Basic inventories 
are designed to give maximum cov- 
erage and turnover with minimum 
parts stocks. 


ob Ee 


$10,000 Gift to College 


HARTFORD. — A contribution of 
$10,000 has been made by automo- 
tive parts dealers in Connecticut to 
the new University of Hartford. 
John C. Lewis, president of the 
Northern Connecticut Automotive 
Wholesalers Assn. and president of 
Hartford Automotive Service Co., 
presented the check. 

* 


* * 


Osrow Adds Two Reps 
GLEN COVE, N. Y.—Harold 
| Osrow, president, Osrow Products 
Co., 


Inc., has announced the ap- 
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pointment of Stanley Aschheim and | 


Hy Sacharoff as automotive repre- 
sentatives in New York State out- 
side the metropolitan area and the 
Scranton (Pa.) area, 


* b 


Thompson Ramo to Build 


New Parts Warehouse 


CLEVELAND.—Thompson Ramo 
Wooldridge, Inc., has announced an 
agreement to purchase a 55-acre 
tract in Independence, a Cleveland 
suburb, for a new $3,000,000 master 
warehouse and headquarters for its 
Automotive Replacement Parts Di- 
vision. 

C. L. Kahlert, general manager, 
said construction will start as soon 
as weather permits and the sched- 
ule calls for occupancy by the end 
of the year. 





Evading Safety Permit .. . 


Used-Car 


TORONTO.—A loophole in On- 
tario’s new law which requires a 
detailed certificate of roadworthi- 
ness with each used car sold is 
permitting some used-car dealers 


| to sell unsafe vehicles. The new law 


has been in effect since Jan. 1. 

But some dealers are evading the 
law by not giving a certificate stat- 
ing whether a car is safe or unsafe 
for driving until] the customer has 
signed a sales agreement. 

Legislation does not specify when 
the safety certificate must be pro- 
duced, 

W. M. Earl, motor vehicles regis- 
trar, urges used car buyers to “look 
before you leap” into an old clunker 
that could lead to an accident. 

Just how bad are some 
clunkers? ) 

One Eglinton Ave. dealer here 
offered a ’54 Pontiac at a “bar- 
gain price” of $695. 

Tested in the Ontario transport 


of the} 


Loophole 


his entire stock through the trans- 
port department’s safety lane and 
refuses to sell a car without the 
department’s “Safety Check Ap- 
proved” sticker on the windshield. 


Don’t miss the Auto Dealer Changes col- 
umns, They’ll keep you abreast of what 
is happening in the field, 








Available for the FIRST time! 


AUTOMOTIVE REPLACEMENT 


Ctation Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 











TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 


to compliment interior trim 











Made from 
Armstrong 
Vinyl Automat 

ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 


Clearly labeled for easy 
identification. 


—— Complete with 
Adhesive & Applicator 


Another Product of MAPS 7HE COMPLETE LINE 


for CAR RECONDITIONING 





The 
cebeies) 5001 Baum Bivd., PITTSBURGH 13, PA 


WS Ce 


NATIONAL AUTOMOBILE DEALERS ASSOCIATION | 


department’s safety lane at Downs- 
view, the “bargain” proved to be in 
such dangerous condition that in- 






UMS Program 
Links Inventory to 


Service Volume 


DETROIT.—A parts and cabinet 
4 program keyed to individual service 
Station needs in tuneup and light 
mechanical repair work has been 
4 launched by United Motors Service. 

Based on field data processed by 
an electronic computer, the parts 
stocks recommended are further re- 
lated to monthly gallonage for ser- 
vice stations just entering the 
4 business and to monthly tuneup and 
repair work among service opera- 
tors already doing this work. 

The tuneup inventories include 
ignition parts, cables and carburetor 
kits and chemicals. The light mech- 
anical repair inventories for safety 
service include shock absorbers, 
thermostats, front wheel bearings, 
brake parts and windshield washer 
solvent. 


Quantities and part numbers in 
* * 









* 
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spectors ordered it off the road 
immediately, | 

The inspection revealed the car | 
had faulty kingpins and brakes; its 
turn signals were not working; it 
had no licehse marker lamp; head- 
lights were) out of adjustment, and 
the parking brake would not hold. 

The car had no braking power in 
the left réar wheel and the left 
kingpin was so badly worn, a driver 
could possibly lose control if he hit 
a pothole or travelled over a cob- 
blestone street. 

When the car was taken back 
to the lot, the salesmen said the 
roadworthiness certificate is not 
made out until a deal is com- 
pleted. 

“Of course we make any repairs 
the buyer) thinks necessary,’ he 
added, “anq we even pay 25 percent 
of the cost,” 

The cheek showed that not all 
dealers attempt to evade the new 
safety law, 

A car dealer in Downsview puts | 









their key employees 
» 








e@ low cost group insurance for dealers and 2 


no physical examinations regardless of age « 


@ tax deductible, in most instances 


For a limited time... 


THE 
DOOR IS 


WIDE OPEN 


For a limited time, 
starting January Ist, 
dealers may enroll in the 
NADA Executive Group 
Life Insurance Program. 


FEATURES: 


optional modes of settlement and flexibility 
as to payment of premiums 


added insurance protection for dealers and 
their key employees 


Clip and mail 


The door for enrollments will be open for a pee ee Nee 

: ‘ . . T peas on . ak Bes 
short time. NADA urges dealers to consider rear ne | 
the program carefully, sincerely. When a | 2000 K Street, N.W. ! 
dealer or a key employee gambles on insur- | —_ Washington 6, D.C | 
At Wholesaler Salesmen Council— ance protection only their widows and chil- Send complete information to 
Automotive parts salesmen from across the nation attended a two-day Wholesaler | dren are the losers. | waue ‘ 
Salesman Council in Muncie, Ind., sponsored by the United Motors Service Division, | | N seine achieiasai it 
General Motors, to discuss ‘marketing and engineering developments of Delco batteries | ota, i DEALERSHIP a | 
pd Delco-Remy starting, lighting and ignition parts. Shown at the meeting are, from| Sif | 
ia on ae, ae oe hiynggond buiple: G. F. Perry, Reno, Nev.; NATIONAL AUTOMOBILE 3) r : orneet San ea | 

stin, Pittsburgh; Robert Tubbesing, St. Louis; arry Janke, Sheboygan, Wis.;| 4 < - 

Frank Wooten, South Birmingham, Ala.; Joe Beshel, Je sey City, and Larry Douglas, | DEALERS ASSOCIATION \a . | eee i 
Dayton. | Sociat® L J 
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SELL 
CLIMATIC 
AIR 


The 
Profif 
Line 
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Performance 
Line 
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For 


196] 


Climatic Air auto air conditioners for 1961 offer YOU more 
Profits, satisfied 
quality performing unit. A model for every style and make 





Portamatic 


more customers, more prestige with a 
of automobile including most foreign models and American 
compacts. The Portamatic truck unit offers the finest per- 
formance on record for every truck cab on the road. It will 
PAY you to check NOW with the auto air conditioner line 


that SELLS with a sales promotion plan for dealers: 


for Distributor and Dealer ‘information — contact: 





AUTO AND TRUCK AIR CONDITIONING 


3030 CANTON 804 W. ERWIN 
DALLAS, TEXAS TYLER, TEXAS 












Roundup from State Capitals... 
Legislation Affecting Auto Industry 





By Bethune Jones 


Legislative Correspondent 


| ppp se renege revenues for general purposes and expanded | 


highway programs are widely sought in state Legisla- 
tures throughout the nation, with significant action already 


taken in some instances. 


The Minnesota Legislature 
was urged by Gov. Elmer L, An- 
derson to enact a 3 percent excise 
tax on the gross 
price of new 
autos to raise $24 A? ‘ 
million in the Z : 
next biennium. 
He also proposed 
that an additional 
$25.4 million be 
raised through 
new 3 percent ex- 
cise taxes on tele- 
phone, telegraph 
and electric bills. 

Other proposals 
include a measure calling for a 
withholding system for collection of 
State income taxes, 

The Texas Legislature was asked 
by Gov. Price Daniel to enact a 
one percent state payroll-earnings 
tax to raise more than $100 million. 
If the lawmakers reject this pro- 
posal, Daniel said he would ap- 
prove an alternate plan of increas- 
ing a number of sales taxes now 
levied and adding new ones, 

The Indiana Legislature was 
asked by Gov. Matthew E, Welsh 
to revise the state gross income tax 
to produce an additional $38.5 mil- 
lion over two years. One proposed 
change would raise $20 million by 
imposing the tax, at the rate of 
three-eighths of one percent, on out- 
of-state sales of manufactured 
goods of Indiana corporations, 

Welsh also proposed that $18.5 
million in additional biennial reve- 
nue be raised by adding $6 a year 
to every individual taxpayer’s gross 
income tax bill. This would result 
from lowering a $1,000 exemption 
to $600. Thus the taxpayer would 
pay the 1% percent tax on another 
$400 of income. 
* * ck 

OV. JOHN M. DALTON recom- 

mended to the Missouri Legis- 
lature a package including a with- 
holding tax which would go into 
effect July 1 and bring in an esti- 
mated $12 million from those not 
now paying taxes, and a $26 million 
windfall from the first half of this 
year. 

An increase in the cigaret tax 
from two to four cents per pack 
also was asked. It would produce 
an additional $22.5 million bien- 
nially. Another recommendation 
asked for a 50 percent boost in 
liquor, beer and wine . taxes, to 
yield $7.5 million more; and a 
sales tax on gasoline and oil 
from nonhighway users, to bring 
in $2 million, 

Nevada lawmakers were urged 
by Gov. Grant Sawyer to reduce 
property taxes, double the alcoholic 
beverage tax and increase the 
cigaret tax by two cents a pack. 

Gov. Albert D. Rosellini suggested 
that the Washington Legislature 
extend the sales tax to professional 
services or “adjust” property taxes 
as the best means of raising an 
added $57.8 million needed to bal- 
ance his general fund budget for 
the next biennium. 

He also asked that a graduated 
income-tax proposal be submitted 
to the electorate as a long-range 
solution to the state’s financial 
problems, Such a levy would require 
a constitutional amendment. 

Gov. William W. Barron recom- 
mended that the West Virginia 
Legislature enact a personal income 
tax closely related to the federal in- 
come tax. It would yield approxi- 
mately $15 million annually. He also 
suggested that an -additional $2.5 
million be raised by adjusting and 
increasing business and occupation 
and transportation privilege taxes. 

Meanwhile, the lawmakers enact- 
ed a temporary increase in the sales 
tax from 2 to 3 percent to finance 
a “crash program of public works” 
advocated by the governor to put 
unemployed persons back to work. 
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This increase is slated to expire 


Aug. 31. 


* * * 


Wider Tax Base Urged 


| HIS budget message, Maryland 
Gov. J. Millard Tawes recom- 
mended raising an added $9,404,000 
annually by lowering the sales-tax 
base from purchases of 51 cents to 
25 cents and by removing an ex- 
emption for restaurant meals. 

Louisiana lawmakers rejected 
@ proposal by Gov, Jimmie Davis 
to raise the sales tax from 2 to 3 
percent. 

Gov. O, A, Kerner recommended 
that the Illinois Legislature raise 
$147 million in additional biennial 
revenue through increases in the 
corporation franchise tax and ex- 
tension of the sales tax to items 
now exempt, At least $100 million 
would come from extending the 
sales tax. 

Gov. J. H. Edmondson proposed 
two alternative budgets to the Ok- 
lahoma Legislature. One, he said, 
could be balanced with the present 
$220 million in biennial general 
fund income, while the other would 
require an additional $49 million. 
He suggested that the latter could 
be obtained from one or more of 
the following sources: A one-cent- 
per-1,000-cubic-feet tax on natural 
gas; wiping out of a 1947 cut in 
income taxes; an additional one- 
cent sales tax, and income-tax in- 
creases. 

Maine lawmakers were asked by 
Gov. John H. Reed jr, to increase 
the sales tax from 3 to 4 percent 
to raise $14.9 million in additional 
biennial revenue. 

In North Dakota, Gov. William L. 
Guy suggested a flat surtax on in- 
come as a possible way to make up 
a $4 million deficiency in the school- 
aid program, 

ok * * 
HE New York Legislature, at 
the request of Gov. Nelson A. 
Rockefeller, enacted a bill provid- 
ing a 10 percent refund on 1960 in- 
come taxes, It represents a total 
savings of $90 million to taxpayers. 

A resolution introduced in the 
Wisconsin Legislature would pro- 
vide for a referendum in the 
spring on the advisability of 
adopting a new sales tax, 

As a result of legislative action 
late last year, Michigan’s sales and 
use taxes were raised from 3 to 4 
percent after voters at the Novem- 
ber election approved a state con- 


stitutional amendment allowing the 


Tire Automation— 


A major breakthrough in the rubber 
industry's goal to inject more automation 
into truck tire production is being realized 
in Akron. After months of experimental 
production on this one machine, Seiberling 
Rubber Co. has spent $400,000 initially to 
begin the changeover of its truck tire de- 
partment to equipment of this type. Here, 
tire builder lays the tread over the center 
of a “green” tire being built for long-dis- 
tance highway service. Barrel-shaped at 
this stage, foreground, “green” tire goes 
from here to curing presses, where steam 
and pressure form it into familiar shape. 





















boost. The state expects to obtain 
an additional $120 million annually. 

At the request of Gov, David L. 
Lawrence, the Pennsylvania House 
passed and sent to the Senate a 
bill to increase the gasoline tax 
from five to seven cents a gallon. 
It would raise $74 million in ad- 
ditional revenue during the 13- 
month period starting June 1 for 
highway construction needs. 

Gov. F. Ray Keyser jr. called for 
increases in Vermont auto registra- 
tion and driver’s license fees to aid 
in supporting a record $46 million 
highway-fund budget. He proposed 
that car registration fees be in- 
creased from $30 to $36 and that 
the license fee be doubled from 
$2.50 to $5. 


* * * 


Local Gas Tax Proposed 


_ ARIZONA proposal] calls for 
enactment of enabling legisla- 
tion to permit a local-option gaso- 
line tax up to three cents a gallon 
to aid in financing a $360-million 
freeway system for the Phoenix- 
Maricopa County area. 

A Colorado proposal would re- 
place the state’s ton-mile truck 
tax with a series of sharply in- 
creased truck registration fees. 

Georgia lawmakers approved 
measures recommended by Gov, S. 
Ernest Vandiver to provide for bor- 
rowing $100 million to finance re- 
construction of primary and sec- 
ondary roads. A bond authority will 
be set up to handle the financing, 
with lease arrangements by the 
State Highway Department while 
the reconstruction work is being 
done. The debt will be paid off with 
regular tax revenues, 

A bill introduced in the Arkansas 
Legislature would authorize the 
State Highway Commission, after 
referendum approval, to issue up to 
$20 million worth of bonds if ad- 
ditional state money is found need- 
ed to match federal aid for high- 
ways. 

On its way to approval in the 
Tennessee Legislature was a bill to 
authorize the issuance of $30 mil- 
lion in bonds for highway construc- 
tion. 

A bond issue to complete its in- 
terstate highway program in three 
to five years was proposed by the 
Iowa Highway Study Committee, 
which said that completion other- 
wise could not be reached for per- 
haps 15 years. Such a bond issue 
might run as high ag $300 million. 

* * * 


Mass. Seeks Bond Issue 


OV. JOHN A. VOLPE said he 

would seek Massachusetts leg- 
islative approval for a $100 million 
short-term bond issue for highway 
construction. He said he hoped no 
additional gasoline tax would be 
needed to pay off the proposed 
bonds. 

Gov. Elbert N. Carvel asked the 
Delaware Legislature to enact 
legislation providing for a toll 
system of roads approaching the 
Delaware Memorial Bridge. 

Creation of an Arizona Turnpike 
Authority was proposed to finance 
and construct a 109-mile cutoff be- 
tween Phoenix and Brenda to pro- 
vide a short cut to Los Angeles. 
Under the plan, which needs state 
legislative approval, the project 
would be financed by $70 million in 
revenue bonds, to be paid off from 
tolls. 

In his message to the Utah Legis- 
lature, Gov, George D, Clyde rec- 
ommended that a state constitu- 
tional amendment to prohibit the 
diversion of motor fuel taxes to 
nonhighway purposes be approved 
for submission to the electorate. 

* * * 
Sunday Sales Ban Sought 
Again in California 

Sale of autos would be banned 
between midnight Saturday and 
midnight Sunday under a bill intro- 
duced in the California Legislature 
by Assemblyman Tom Carrell of 
Los Angeles County. 

Similar legislation has been 
sought at many sessions of the 
Legislature, but the bills always 
have been killed. 
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Something Missing 


.. like California 
without the Billion Dollar Valley of the Bees 


e THE SACRAMENTO BEE 


Don’t miss California’s booming inland Valley 
in your sales planning. Here is a separate and 
more than 3'% billion, greater than each of distinct market . . . ringed by mountains... . 
24 states apart from the Coast. 


@ Actually, total effective buying income of 


e THE MODESTO BEE 


@ Twenty-seven prosperous counties which to- Nothing in print sells Valley families like their e THE FRESNO BEE 


gether form California's third great market own local newspapers, The Fresno, Modesto a 
and Sacramento Bees. an = 

Data Source: Sales Management’s 1960 Copyrighted Survey Sy 
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MCCLATCHY NEWSPAPERS 


f NATIONAL REPRESENTATIVES . . . O'MARA & ORMSBEE 
Three types of discounts: McClatchy gives national advertisers discounts on bulk .. . frequency . . . or combined bulk-frequency. Check O’Mara & Ormsbee for details. 





16 





TIRE INFLATOR—OPW Corp., 2735 Col- 
erain Ave., Cincinnati 25, O., has an- 
nounced an automatic tire inflator, The 
unit inflates tires to a preset pressure and 
then shuts off automatically, it is said. The 
pressure is preset by turning a dial on 
the top of the inflator. There are two styles 
of OPW inflators. The OPW 800 for auto- 
mobiles provides automatic inflation from 
15 to 45 pounds and has an ‘‘open”’ posi- 
tion on the dial for higher pressures. The 
OPW 801 provides automatic inflation from 
10 to 110 pounds and is used for truck, 
bus, or airplane tires. 





FIRE EXTINGUISHER—Portable fire ex- 
tinguishers have been introduced by Fyr- 
Fyter Co., 221 Crane St., Dayton 1, O. The 
company has placed on the market two 
large-capacity (ABC-Rated) pressurized dry 
chemical extinguishers that will halt three 
major classes of incipient fires, it is said. 
Two, sometimes three separate types of 
portable extinguishers filled with different 
extinguishing agents (water, carbon diox- 
ide, foam, etc.) have been required to 
guard against Class A (general combus- 
tible), Class B (flammable liquid) and Class 
C (electrical) fires. A Fyr-Fyter All Purpose 
(ABC-rated) portable extinguisher will fur- 
nish precisely the same ‘threefold’ fire 
protection, it is claimed. The Fyr-Fyter 
extinguishers are available in 20-Ib. (model 
52-1) and 30-Ib. (model 53-1) capacities. 

* 





FUSE HOLDERS—Ready-assembled plas- | 


tic inline fuse holders with fuse and eight- 
inch wire lead for all six and 12-volt sys- 


tems have been introduced by Globe Spe- | 
cialty Co., 1933 S. Halsted St., Chicago 8, | 


lll. For positive selection of the correct size 
fuse, the holders are color-coded black 
for 20-amperes; red for nine-amperes, and 
white for 14-amperes. The 
body is fully insulating. All current carry- 
ing parts are brass or copper. Deep ribbed 
grips make fuse inspection or replacement 
easy, it is said. 

* 


* * 


Tire Valve Stops 


Glo-Cap Tire Saver, manufac- 
tured of fluorescent nylon, is said 


| N.C, 


dielectrical | 
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to prevent valve stem swallowing, 
and also serves ag a heavy duty| 
valve cap to prevent damage to)| 
valve cores, has been announced by | 
Howard Enterprises, Inc., Wilson, | 





BUSHINGS TOOL—Generator and starter 
bushings can be extracted in 60 seconds 
or less with a 3-in-1 mechanic's tool, called 
the Speedpuller, introduced by Wesley 
Mfg. Co., 1305 Russell Ave. North, Minne- 
apolis 11, Minn. The mechanic has only 
to screw the tap end of the tool into the 
bushing, then turn down the power nut 
with a wrench. The bushing slides out 
cleanly, without risk of damage to the gen- 
erator end plate, it is claimed. The tool 
comes with three taps to fit all makes of 


generators and starters, it is said. 
Re 





FILTER WRENCH—A universal tool for 
the installation and removal of spin-on oil 
filters has been announced by Milbar Corp., 
1900 Euclid Ave., Cleveland 15, O. The 
patented two-way cam action of the Milbar 
Oil Filter Tool, ‘‘Filtrench,"’ is said to elimi- 
nate the necessity for strap and chain 
arrangements currently used. Designed to 
handle either smooth or rotunda type fil- 
ters of varying sizes or with builtin hex 
nuts, this dual-action tool can be used by 
the mechanic or the ‘‘do-it-yourselfer" with- 
out ‘close quarter’ problems, it is said. 

ec SS 





PORTABLE LIFT—The Watco Service Mas- 
ter portable lift features heavy-duty, dou- 
ble-tank construction and four-way auto- | 
matic locking. Due to special engineering 
and twin-tank design, the lift will lift the 
same amount of weight as other lifts with 
less air pressure; will lift higher by five 
inches than any other end lift on the 
market, it is claimed. Special adapter, plus 
| greater forward reach, enables the safety 
| lift to reach either end of any car or truck, 
including the 1960 compacts, if is said. 
Watervliet Tool Co., P. O. Box 350, Al- 





and deeper tread designed for 


or black sidewall. These two tires are said 
to generate 


are Mustang compact and sports-car tires 





| rick or conveying or suspending device. 





bany 1, N. Y. | 





GAUGE SETS—The Universal over-head | 
valve gauge set No. OOOR contains 16 
bent feeler gauges from .009 to .027 
inches. Each blade is offset at the right | 
angle to protect mechanic's hands from 
hot manifolds while setting overhead 
valves on late model cars, it is said. Each | 
blade may be tightened securely in work-| 
ing position. The sizes are etched in each 
tempered steel blade. Proto Tool Co., 2209 | 
Santa Fe Ave., Los Angeles 54, Calif. 

* 








TIRES—The Laher Mustang Luxaire nylon 
tubeless tire features extra plys of Insu-| 
latex nylon cord, double air tubeless liner 
todays 
higher speeds, powerful engines and more| 
exacting performance, it is said. The Mus- 
tang Freeway tubeless tire comes in a se- 
lection of either nylon or Tyrex, white 


less heat and run cooler to 
gain the maximum mileage. Also available 


in Tyrex tubeless or conventional, white 
or black sidewall. Charles F. White, Oak- 
land Sales Manager, 2615 Magnolia St., 
Oakland, Calif. . 


AUTOMATIC HOOK — The Auto-Bi-Hook 
is an automatic hook which is said to be 
self-operating. It has two or more plate 
hooks which swing side by side on the pin 
of a shackle which can be hooked on the 
hook of a crane or hoist, or the hook 
plates can be mounted on a pin to a der- 


Each plate has a lower cam sweeping 
down and back from the tooth of the hook 
which, when engaged on a load, spreads 
the hook plates to latch under the load. 
Each plate has an upper cam which ex- 
tends forward and up above the tooth and 
which when engaged against the load as| 





| by lifting the load or lowering the hook | 
| after the 
| hook plates wide open. A dashpot delays | 


down spreads the| 


set | 


load is 
the closing of the hooks after opening 
wide while they are separated from the 
load. The dashpot releases the hook plates | 
to swing together in latching position and | 
does not substantially delay latching. Bi- 
Rail Co., 20050 Livernois Ave., Detroit 21,| 
Mich. 





* * 


° ° ° | 
Liquid Polish 
Super Liquid Glaze Creame, 


* 
polish developed to provide a treat- 
ment for the “acrylic lacquers” and 
“super enamels” that would “lock 


in” the properties inherent in these 


ing gauge to cope with the problem. Simi- 
| lar to a rubber stamp with metal pegs, the | 
| gauge can be used on a “go” and “no go” 


| correct holes on the webs. Also supplied is} © 





finishes, has been announced by 
Liquid Glaze, Invc., 704 Sheridan St., 
Lansing, Mich. 

oa 
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| ANCHORING COMPOUND—Monroe Co., 
| Inc., 10703 Quebec Ave., Cleveland 6, O., 
| claims its pourable cement, called Evr-Tite, 
|.a finely divided powder, containing expan- 
| sion controlling, water-erosion resistant ad- 

ditives, is the strongest and most durable 
| anchoring compound in field use. Evr-Tite 
is a cement anchoring compound with no 
| shrinkage while setting, it is said. It bonds 


BRAKE SHOE GAUGE—Recognizing the | readily to existing materials and with- 
difficulties encountered by rebuilders in| stands maximum impact, compression, ten- 


sizing certain peculiar brake shoes, Auto| sile and sheer strengths. It is odorless, 





Friction Corp., 410 Haverhill St., Lawrence, | vibration resistant and self-levelling, ac- 
cording to Monroe. 
* 


Mass., has devised a simple shoe-determin- 
oa 
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APACITY 












basis for sorting out those shoes with vari- | 
able distances between the holes on their | 
webs. Should the gauge be used on the| 
hole numbers designated as ‘‘no go,” the | 
pegs on the gauge will not align with the | 


PL Le 


a) 


WITH UNCONDITIONALLY 
GUARANTEED CaPaC DIAPHAAcM 


vin 


half a dozen reference diagrams which per- 
mit sorting of shoes by even inexperienced | 
help. 
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~ | FUEL PUMPS—Wells Mfg. Co., Fond du 
| Lac, Wis., has issued its Capac catalog 
| of replacement fuel pumps for cars, trucks, 
| buses, tractors, combines, industrial en- 
| gines and marine inboard engines, in- 
| cluding latest models. The 40-page catalog 
| is indexed, cross-referenced, and contains 
| applications and interchangeability data. 
Make, model of car, truck, etc., are alpha- 
| betically arranged in tables giving the 
FLOORING MATERIAL—A flooring mate-| original fuel pump series and stock num- 
rial which is said to possess high abrasion | bers; Capac Fuel Pump numbers; Capac 
resistance, flexibility and ease of bonding | repair kits; diaphragm kits for fuel and 
to all subsurfaces with a wide variety of | for vacuum pumps; Capac fuel filter ele- 
adhesives has been developed for the sta-| ments and fuel filter assemblies, it is said. 
tion wagon industry by the Industrial Divi- * * 
sion, Armstrong Cork Co., Lancaster, Pa. | 
Called Armstrong Autocord, the material | 
has a bright colored vinyl face fused to 
Hydrocord backing made of asbestos which 
is inert, water-retardant, highly flexible 
and is unaffected by alkaline moisture, it) 
is said. It is available in green, blue, fawn, 
turquoise, gray, maroon and red in die-cut 
parts up to 54-inches wide or in standard 
60-square-yard rolls. Special colors and 
patterns are available on large volume 
orders. 


cS 








| IGNITION SYSTEM—An automotive igni- 
| tion system has been introduced by Jorin 
Specialty Co., Clearfield, Pa. Fullest coil 
saturation is obtained through an_indi- 
vidual set of heavy duty contacts for each 
| cylinder, it is said. The stationary contacts 
are mounted on a circular contact ring. 
The upper movable contacts are mounted 
on a beryllium contact plate and are closed 
independently by the action of a self- 
lubricating graphite roller. The adjustment 
and dwell in the 
beryllium plate and thus the dwell remains 
constant and does not vary, it is said. 
The contacts are in alignment and contact 
closing is positive. All flutter, flyback and 





ENGINE OSCILLOSCOPE — The DuMont | 
IgnitionScope is said to be the only auto- | 
motive scope with a direct plugin for tim- | 
ing light and tachometer with no necessity | 
for breaking into circuits, using additional 
clips, wires, or engine hook-ups. Pushbut- 
tons synchronize the scope with engine 
speeds, and the compact design uses | 
handcrafted wiring assembly. Cylinder | 
presentation on the five-inch diameter cath: | 
ode-ray tube is the patented DuMont pres- | 
entation showing each cylinder, one under | 
the other, for instant analysis and com- 
parison, it is said. Allen B. DuMont Labora- 
tories, Divisions of Fairchild Camera and | change points, file or clean points, adjust 
Instrument Corp., Clifton, N. J. | points or lubricate cam. 


is permanently coined 


bounce are eliminated, it is claimed. The 
company guarantees the unit for the life 
of the car or truck and that after the unit 
is installed, it will never be necessary to 





Bigs News! 
ALVOLINE Guaran 


NOW! 3 YEAR 
or 00.000 MILE 


Here’s the Greatest New Car Guaranty Program in the 
World and here’s how it will work for you! 


® You will sell more new cars! 
® You get a free follow-up system handled entirely by Valvoline! 


® You get powerful sales aids that don’t cost you one penny! 


€ You will get increased service department profits! 


Start cashing in now... get all the facts from your Valvoline 
distributor, or contact Valvoline direct, today! 


VALVOLINE OIL COMPANY 


Division of Ashland Oil & Refining Company 
Refinery — Freedom, Pennsylvania * Home Office— Ashland, Kentucky 
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AUTOMOTIVE NEWS PLATFORM 


{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 
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Capsule Comment 


Task forces will go forth from National Automobile Deal- 
ers Assn. to seek solutions to dealer financial crises at fac- 
tory level. 

There certainly is room for improvement at the factory 
level—but the only safe course for each dealer is to look 
for a solution at his own level. 


Ford confirms that it is studying a broader lineup of 
smaller cars, and Chevrolet isn’t likely to be left behind. 
Will dealers have as many offerings as the neighborhood 
delicatessen? 
* * * 


Dealers grossing over $1 million in annual sales are blank- 
eted in under Kennedy Administration’s new minimum-wage 
bill. 

This may become the fight of the year for auto dealers. 


The huge Chicago Automobile Show is under way in a new 
setting on the lakefront—McCormick Place. 


Here’s hoping the famed winds of the Windy City blow 
up a record attendance storm. 


* * * 


Dealer stockpile of 6814-day supply of new domestic cars, 
in excess of 1,028,000, represents a seasonal high. 
The only happy fella is the guy who invented the floor- 
plan. 


Discount-house operations undergo a vacuuming in AUTO- 
MOTIVE NEWS series. 
Perhaps dealers can find a road to improvement of their 
own operations by studying this series. 


Coming 
Events 


%& Enrror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 13-14—Louisiana Automobile Deal- 
S Assn., Roosevelt Hotel, New Or- 
eans. 


%& March 19-2i—Automobile Dealers Assn. 
of North Dakota, Williston, N. D. 


March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 


March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

March 26-28 — North Dakota Automobile 
Dealers Assn., Williston, N. D. 

April 12—Rhode Island Automobile Deal- 
ers' Assn., Sheraton-Biltmore Hotel, Prov- 
idence. 

April 12-13 — Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 
April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 
May I1-13—Pennsylvania Automotive Assn., 

Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 1416—| daho Automobile Dealers 
Assn., Idaho Falls, 

May 14-16—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore, 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 


Aug. 20-22—Colorado Automobile Dealers 
Assn., Harvest House, Denver. 


Oct, 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 


Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 


Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
Feb. 22-26—Eleventh annual National Au- 


torama, Connecticut State Armory, 
Hartford. 


March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 

April 1-9— 5th International Automobile 
Show, New York Coliseum, N 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 


Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. . 


* * ® 


General 


Mar. 6-9—The American Society of Me- 
chanical Engineers, Washington, 


March 13-16— Annual Spring Conference, 
National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fla. 


March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 


March 21-23 — Fourth Annual Conference 
National Assn. of Fleet Administrators, 
Inc., Sheraton-Cadillac Hotel, Detroit, 


April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 


April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 


Kingdom accounted for 660,734; 
Australia, 243,055; Germany, 215,150, and Argentina, 165,000. 


20 Years Ago—1941 
The National Automobile Dealers Assn.’s executive committee con- 
vened in Detroit to form a nationwide program to cope with the 
growing shortage of automobile mechanics. 


10 Years Ago—1951 


New-car and truck sales in 1950 totalled 7,468,745 for a new industry 
record. Sales in 1950 topped the old mark of 5,800,303 cars and trucks 


set in 1949. 





The Big Stories 


35 Years Ago—1926 


The number of automobiles operated in 1925 in six of the largest 
foreign countries in which motor vehicles were used totalled 2,178,664, 
or about one-eighth of the 17,317,357 used in the United States. United 
Canada, 644,725; France, 450,000; 
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"He's waiting to see how things go under Kennedy. He said 
that about Eisenhower ... Truman... Roosevelt..." 





‘30 Years Too Soon... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. 


Races for Compacts Urged 


Now is the time for all good 
tracks to come to the aid of the 
compacts. It may have been the 
sound of reindeer hoof-beats on the 
roof which suddenly aroused me 
to the realization that racing the 
eleven compacts should be a big 
attraction, appropriately on asphalt 
tracks of about a mile lap. 

New tracks of asymmetrical 
shape, designed for the new com- 
pacts, may again stimulate inter- 
est and participation on the part 
of the manufacturers. Compacts, 
the really BIG (like Indianapolis) 
CARS for the small tracks, will 
afford more thrills than present 
stock, and more fun than midgets. 


An asymmetrical track offers a 
variation in the design of banked 
turns, a novel superelevation sweep 
at two of the four “corners”, not 
quite like we did it at the one-mile 
Trenton (N. J.) International 
Speedway. 

Here the asphalted straightaways 
are 50 feet wide (Indianapolis, 40 
feet) and the 60-foot-wide banked 
turns have a superelevation of 10 
feet. Many records were made here 
with comparatively few accidents. 

In point of interest, before design- 
ing and building the Speedway, we 
told the owner, Mr. George Hamid, 
operator of the famous Steel Pier 
in Atlantic City, that Daytona would 
be a good test track but not for 
racing big cars. Jim Rathmann 
proved it by averaging 170.262 for 
the 100. 

About 30 years ago the Steel Pier 
presented, “CeDora, the World’’s 
Most Daring Woman, Who Chal- 
lenges Death on a Motorcycle in a 
16-Foot Globe.” After riding hor- 
izontally and looping safely in her 
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latticed steel globe, she probably 
would be scared to death today in 
traffic. But she was born 30 years 
too soon for racing compacts!— 
Erwin L. Scuwatt, P. O. Box 384, 
Atlantic City, N. J. 
* * * 

Down, ‘Big Dog,’ Down 

The story enclosed (reporting 
Defense Secretary Robert McNam- 
ara’s first press conference) appear- 
ed in the Miami Herald. I wrote this 
bird McNamara a piece of my mind 
and to get a smile on his face and 
quit thinking because he was presi- 
dent of Ford Motor Co. for a week 
and a graduate of Harvard he is 
some kind of god like Castro. 

I had one year in high school 
when my dad, an M.D., died tell- 
ing all people how to live but him- 
self. My first job was a news- 
paper reporter on the Peru (IIl.) 
News Herald (daily). $7 a week. 
Mr. Cote gave me the job after 
six applicants wrote a story of 
a fictitious wedding. My humor 
in the story won the job. 

I married early—one, two, three 
children in a row. Got a job at 
Marquette Cement Mfg. Co. as a 
shipping clerk. Worked five years 
at $65 a month. In the elite Evan- 
ston, where Northwestern Univer- 
sity is located, people asked me 
what college I attended and I re- 
plied that I took a five-year course 
at Marquette. 

I was the only child. Took care 
of my mother 45 years, raised and 
educated three children. Quit 
cement plant to sell Overland cars 
retail, 1918-1919 wholesale manager 
Chevrolet Motor, 2600 Michigan 
Ave., Chicago. 

In August, 1920, with $2,525 saved 
I curbstoned Buick in Highland 
Park, Ill. When a newly rich I 
erected a 20-room house at a cost 
of $80,000. After children married 
off and servants wanted $15 a day, 
I sold the house. Now have three 
six-room houses and no servants. 

I have one house in Highland 
Park, Ill., and one six-room house 
in Starved Rock Resort, LaSalle, 
Ill. where I was born. You can 
take a boy out of the country but 
not the country out of the boy. One 
six-room homestead with 300 citrus 
trees just to look at. 

Have five cars—Monza Chevrolet, 
Corvair, Morris Minor, Sunbeam 
and Austin. All cars have bucket 
seats and four-passenger. I have 
three cars up north, two here, am 
trading Morris for a Volkswagen. 
Have a neighbor with two Imperial 
Chryslers, air conditioning, cost 

(Continued on Page 52, Col. 2) 





‘Thunderbird 
is having its 
hottest year 

ever 


For six years Thunderbird sales 
have been rising steadily— from 
15,500 in 1955 to 81,472 in 1960. 
Now, for 1961, here’s the highest- 
flying Thunderbird of them all! 
Compare 1961 Thunderbird sales 
with the two other completely new 
models in Thunderbird history— 
1955 and 1958—and you get the tru- 
est picture of how fast this car has 
been received. /t’s 352 per cent ahead 
of 1955," 73 per cent ahead of 1958." 


Report To Ford Dealers 





Each new model has created a success 
and started a trend. The 1961 Thunder- 
bird continues in the tradition of being 


the world’s most wanted car. 


The 1961 Thunderbird is the most 
eagerly imitated car on the road today. 
Automobile designers have borrowed 
bits and pieces —even attempted whole- 


sale imitation. 


But you, as a Ford Dealer, have the 
only original, the only true Thunderbird. 


For 1961 it is as fresh and new and 
unique as its optional Swing-Away steer- 
ing wheel. From the moment you open 
the door to show your prospects the 
careful design and tasteful interior, they 


know this is the way a fine car should be. 


It’s yours and yours alone. I[t will set 
trends and influence people for years to 
come—because the 1961 Thunderbird, 
newest and purest of all, is having its 


hottest year ever. 


*First 3 months’ introductory period— based on retail sales 


FORD DIVISION backs you best 


Ford Motor Company, 


















TURNINGS ... 


European Makers Face 


Smog Problems, ‘Too 
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By Joseph M. Callahan 


Engineering Editor 


UROPEAN auto makers, 


who often emulate United 


States manufacturers in many ways, now are confront- 
ed by one of Detroit’s biggest current headaches—the smog 


problem. 


“Ever since the Los An- 
geles situation began getting so 
much attention, everybody has be- 
come pollution 
congcious,” 
reports Rudolf 
Uhlenhaut, 
research director 
for Daimler-Benz 
in Stuttgart, Ger- 
many. 

A Renault engi- 
neer said air pol- 
lution has become 
' a particularly se- 

mz vere problem in 
J. M. Callahan Paris because 
Parisians are complaining that car 
fumes are interfering with one of 
their favorite pastimes—drinking 
aperitifg in the sidewalk cafes on 
the Champs Elysee. 

Air pollution reached truly alarm- 
ing proportions in a couple of Ger- 
man towns recently, but the auto 
plants were temporarily found not 
guilty when it developed that the 
fumes originated from local chemi- 
cal plants. 

Referring to the general auto sit- 
uation in Rome with the attendant 
problems of chaotic traffic and air 
pollution, an American priest at- 
tached to the Vatican said: 

“I blame American foreign aid. 
All this traffic and car fumes are 
caused by people who would have 
used their money to pay taxes in- 





stead of buying cars, if the U. S. 
hadn’t footed a lot of their bills.” 

* a” + 
London Hurting, Too 

N LONDON, where the air is sel- 

dom refreshing anyway, air pol- 

lution is producing more concern, 
largely because of the greatly in- 
creased number of cars. 

Although they’re reluctant to 
talk about it, the major European 
auto companies now are inten- 
sively studying this problem and, 
in some cases, experimenting with 
different types of mufflers to cope 
with auto exhaust. 

Daimler-Benz has explored this 
field and has produced a catalytic- 
type muffler that will restrict hy- 
drocarbon emissions for about 





New Sales Hours Listed 


By Ohio Dealer Group 


WARREN, O.—Members of the 
Trumbull County New Car Dealers 
Assn. now are closing at 9 p.m, on 
Monday and Thursday and at 6 
p.m. on Tuesday, Wednesday, Fri- 
day and Saturday. The dealerships 
open at 8 a.m. each day. 

The new hours are effective only 
in the sales departments. Clyde 
Cole jr., association president, said 
the hours are similar to chose ob- 
served by dealers in surrounding 
counties. 





30,000 miles before the catalyst 
needs replacement. 

However, the muffler has certain 
weaknesses. If the engine emits any 
amount of oil, the muffler will be- 
come clogged quickly. Also, it’s 
rather large and it gets extremely 
hot in some situations, 

European engineers say they are 
having practically no trouble with 
the corrosion of mufflers, except in 
a few areas of the world, Ceylon, 
for instanee; where there is high 


humidity. 
Said one engineer: “Of course, 
condensation is the big problem. 


The thing to do is to keep the muf- 
fler hot and to keep out the acids.” 


* + * 
S-P Project Saves Millions 


Sh gee of the more interesting man- 
ufacturing projects of the cur- 
rent model year was the recon- 
struction by Studebaker-Packard 
Corp. of a cylinder-head machining 
line in South Bend that was for- 
merly used by Packard in Detroit. 

Although this head-machining 
line consists of only three ma- 
chine-tool units representing 
about 15 percent of the total ma- 
chining on S-P’s new overhead 
valve six-cylinder engine, its re- 
construction undoubtedly saved 
the company considerable money. 
The company reported saving $3.5 
million. 

The three units, which have 68 
machining stations spread over a 
211-foot area, originally were put 
in operation by Packard in the fall 
of 1954 for machining V-8s, 

Much of the reworking involved 
converting the equipment for eight- 
cylinder head machining to six-cyl- 
inder head machining. It was done 
largely by the machines’ manufac- 
turers, Ingersoll Milling Machine 
Co. and W. F. & John Barnes Co. 
The job took seven months. 

The machines automatically mill 
the sides and ends of the heads, 
drill head-bolt holes, water-transfer 
holes, spark-plug holes and valve- 
guide holes. These holes then are 
chamfered, reamed and tapped as 
required. 

+ * x 
. have built-in inspection de- 
vices which prevent the auto- 





a eed 


First Gas-Turbine GEM— 








GEM III, the first ground effect machine powered by a gas turbine, which has been 
delivered to the United States Marine Corps by National Research Association of 
Laurel, Md. This vehicle travels above the ground at 30 miles an hour and can carry 
more than twice its own weight of 1,800 pounds. 


matic equipment from functioning 
until all previous phases of each 
operation have been completed. 
After machining, the heads go 
into a new washing and cleaning 
machine, are water-tested for 
flaws, then move to a hydraulic 
press for valve-guide assembly, 
The valve seats are hand finished 
for accuracy at the end of the auto- 
mated line, New dust-and-dirt-col- 
lecting machines along the floor 
and overhead keep the line clean. 
Charles Gierke, S-P’s manager of 
manufacturing engineering who be- 
came acquainted with the equip- 
ment during a brief tenure at Pack- 
ard, said the three units could have 
been adapted for machining alumi- 
num heads, but they were not, 
“This is just a matter of speeds 
and feeds,” he concluded. 
+ + cd 


Splitting Tempest Costs 

A QUESTION that is bound to 
come up is: “How can Pontiac, 

which has always split manufactur- 

ing costs with its cousins, Buick 

and Oldsmobile, afford to produce a 


car (the Tempest) with so many 
unique features?” 


Actually, this revolutionary car 
has a good deal of interchange- 
ability, which is vitally necessary 
if it’s going to compete costwise 
with the other compacts, For in- 
stance: 


1. Much of the sheet metal is 
interchangeable with the Olds F-85 
and the Buick Special. Very little 
Tempest sheet metal is shared with 
Corvair. 

2. Except for the camshaft, 
crankshaft, intake manifold, car- 
buretor and distributor, the com- 
ponents of the four-cylinder engine 
are the same as those on the Pon- 
tiac V-8. 

3. Much of the transaxle and sus- 
pension is interchangeable with 
Corvair. 

Furthermore, the Tempest’s prop- 
shaft torque tube permits the car 
to be built on the regular Pontiac 
assembly lines, even though the 
Tempest has a unitized body, The 
four-cylinder engine is produced on 
the regular eight-cylinder assembly 
line. 





Spare 


the painter, 
speed the job! 





NO CUP TO OBSTRUCT. Tricky car 


contours are painted with ease. 


NO CUP TO DRIP. No 
operates by pressure feed. 





vent hole. Gun 





the 


Outfit . 


Improved 


DeVilbiss Remote-cup 
Outfit Here’s the answer to 


painting the hard-to-get-at surfaces and 
tricky contours of late-model cars. It’s 
improved DeVilbiss Remote-Cup 
Outfit—the easiest-to-handle spray out- 
fit you’ve ever laid hands to! Now you 
can spray with the gun at any angle— 
straight up, sideways, even upside down 
—without danger of sputtering, or vent- 
hole drip. That’s because the two-quart 
paint cup is remote from the gun. Hold 
it in your free hand. Place it on the floor. 
You never need to worry about a cup 
blocking your spray angle or marring a 
fresh finish. What’s more, the Remote- 
Cup Outfit sprays all the new materials 
—acrylics, lacquers, enamels, primers— 
with the kind of full, wet, uniform coats 
that pay off at the cash register. See it! 
Try it! Buy it!—to spare the painter, 
speed the job! Your DeVilbiss supplier 
is the one to see for your Remote-Cup 


. plus details on DeVilbiss’ 


complete line of spray guns, air com- 
pressors, spray booths, baking panels, 
hose and connections. The DeVilbiss 
Company, Toledo 1, Ohio. Branch 
offices in principal cities. 


FOR TOTAL SERVICE, CALL 


DeViLBiss 








Effective immediately,* The Philadelphia Inquirer offers new rate flexi- 

bility unsurpassed by newspapers in this market. These rates provide 

ae national advertisers with substantial discounts for volume and frequency, 

r and are designed to fit the seasonal marketing objectives of the smallest 
cs to the largest advertiser. 


¥ . Under the new bulk contract rates, Daily discounts range from the equiva- 
aS lent of 1.9% for 500 lines to a maximum of 20% for 100,000 lines—and 
from 3.5% to 16% for Sunday insertions. 


The frequency rates offer even greater discounts—from 6.5% to 22.5%— 
for continuity in The Inquirer, and provide substantial savings for adver- 
tisers who plan intensive campaigns. 


BULK CONTRACT RATES 


Per Agate Line 








Daily Sunday 
SN PRs vdeo pp skbcs io dtd wah WOreed 60S Sd Ee Aen see OA Mees $1.60 $2.00 
TR es Ne a oak Mb eeess baw COR wale ee amb eae ake Pee 1.57 1.93 
PR ath is eh br eevi gee hes 1.51 1.90 
Pe SN I 0 io ce caw'e ian eh wads GOR take bewad nieee ies 1.48 1.87 
TN oe as EERE EE See Ek as ee 1.46 1.85 
Re Seas Sava d 0 ctch kes Sones coven dectoks 1.42 1.81 
BULK AND FREQUENCY RNS 8 OS RAR eee eee et eae ae re 1.38 1.77 
' I Fe eee ayy hated Aiea 1.34 1.74 
oer see ee ee eee FN Sco Bcc Pee ca OS oh Whee STN Ble Fs ae ge 1.32 1.72 
INI, isc. dcad eles danseexcinied bide been inden nan 1.28 1.68 
~ DISCOUNTS 
FREQUENCY/CONTINUITY RATES 
DAILY 
Minimum Weekly 12 in 24 in 36 in 48 in 
Contract Lines 13 weeks 26 weeks 39 weeks 52 weeks 
from the newspaper 150 lines $1.48 $1.46 $1.44 $1.42 
300 lines 1.46 1.44 1.41 1.40 
that introduced 600 lines 1.42 1.40 1.38 1.36 
1000 lines 1.40 1.37 1.35 1.32 
frequency discounts 1500 lines 1.38 1.35 1.32 1.30 
2480 lines 1.33 1.31 1.27 1.24 
in Delaware Valle ieee 
y 7 SUNDAY 
U sn A 150 lines $1.87 $1.85 $1.83 $1.81 
one 300 lines 1.85 1.83 1.80 1.79 
; 600 lines 1.81 1.79 1.77 1.76 
1000 lines 1.79 1.76 1.75 1.72 
1500 lines 1.77 1.75 1.72 1.70 
2480 lines 1.73 171 1.67 1.64 
(full page) 


*Current contract advertisers, at their option, may be billed under the former rates until March 15, 1961. 


Che Philadelphia Mnguirer 


NEW YORK—ROBERT T. DEVLIN, JR., 342 Madison Ave., MUrray Hill 2-5838 
CHICAGO —EDWARD J. LYNCH, 20 N. Wacker Drive, ANdover 3-6270 
DETROIT — RICHARD |. KRUG, Penobscot Bldg., WOodward 5-7260 

SAN FRANCISCO — FITZPATRICK ASSOCIATES, 155 Montgomery St., GArfield 1-7946 
LOS ANGELES —FITZPATRICK ASSOCIATES, 3460 Wilshire Boulevard, DUnkirk 5-3557 
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NADA Exhibition | 
Widely Acclaimed 


High Dealer Interest 
Noted by Participants 


_— year’s National Automobile 
Dealers Assn. Exhibition in San 
Francisco was not the biggest the 
association ever held, but to both 
dealers and exhibitors it was the 
most pleasing from several stand- 
points. 

The hall was large enough to 
allow wide aisles, which enabled 
dealers to view the exhibits in 
comfort, the ceilings were high 
and it was easy to get to from 
the auditorium where the NADA 
business sessions were held. 
Adding to the general atmosphere 
of the show were the beautiful 
settings of the factory service con- 
sultation areas, which were on the 
same floor as the exhibits. The used- 
car consultation areas also were on 
the same floor, with plenty of space 
for good exhibits. 

Despite the lower attendance, due 
partly to bad weather in the East 
and South, the men in the service 
consultation areas reported more 
dealers visited them than in any 
other year. Many dealers returned 
a second and third time, they said. 

Exhibitors also felt that this show 
was one of the most productive of 
any in the last few years. 

* * eo 
HILE the exhibitors felt that 
the show’s layout made it easier 
for the dealer to see what the 
exhibitor had to offer, they also 
sensed a greater interest in service 
(Continued on Page 24, Col. 1) 








Service Contacts 
Turn Into Sales 


At Zweifel Ford 


MILWAUKEE.—“Never under- 
rate the importance of your service 
department as a source of leads 
for car sales. Everyone who brings 
his car into your firm for repairs 
or maintenance work is a prospect 
for a new or used unit.” 

This is Jack J. Wunderlich, gen- 
eral manager of Tom Zweifel, Inc. 
(Ford) speaking. The service-mind- 
ed dealership, says he, can invari- 
ably trace a good share of its new 
and used-car sales volume to con- 
tacts originating in the service de- 
partment. 

“A direct relationship exists be- 
tween our service business and the 
number of auto sales contracts we 
write up,” says Wunderlich, “Any 
month our service volume dips, we 
usually find a corresponding drop 
in car sales. While our service de- 
partment is a profitable section in 
its own right, we have learned that 
it is also a good place to spot a lot 
of quality leads.” 

During 1960, according to the 
stack of statistics Wunderlich com- 
piles, a monthly average of more 
than 1,000 repair jobs was handled 
by Zweifel mechanics. In Decem- 
ber, 1,162 cars and trucks went 
through the highly efficient repair 
department. 

To take full advantage of the 
back-shop traffic, one new-car 
salesman is assigned to “work” the 
service floor. He approaches own- 
ers of older vehicles brought in for 
service and repair jobs and talks 
to them about replacing the units. 
He also invites them to take a 
demonstration ride in a new model 
while waiting for their cars to be 
fixed. 

Zweifel service department stays 
open until 10 p.m, each night. The 
policy of extending the repair shop 
work schedule to the late evening 
hour was initiated back in 1953, It 
has helped boost service volume 
and car sales ever since, says 
Wunderlich. 













Service Contest Pays Dividends— 


Plymouth's 1960 Trouble Shooting Contest is paying dividends to participating 
schools in Indianapolis and to a local Plymouth dealer. The Plymouth engine, above, is 
being reconditioned in the service department of Gates Motors, Inc., for presentation to 
Southport High School. The young service technicians putting the engine ‘in shape” 
are Danny Radish, center, and Darrell Dean who, as student mechanics, won the 1960 
Indianapolis contest. Both are now employed by Gates Motors. Shown left is B. T. 


Gates, dealership owner. 





12-12 Warranty Explained 
In GM Owners’ Booklet 


N AN effort to relieve the confu- 
sion that has existed in the mind 
of the potential buyer, the new-car 
salesmen and the dealer as to what 
is and what is not covered by the 
new 12-month, 12,000-mile warranty, 
General Motors hag prepared a 
booklet covering this subject in de- 
tail as well as emphasizing the 
Owner Protection Plan. 

The booklet will be inserted in 
the glove compartment of every 
vehicle produced by all divisions of 
the corporation. 

The new warranty terms are dis- 
cussed in a section titled: “Your 
New Car or Truck Is Backed by a 
12-Month or 12,000-Mile Dealer 
Warranty.” 

The booklet explains the war- 
ranty in this manner: 

“Except for the items _ noted 
below, the warranty covers the en- 
tire vehicle including the body, 
chassis, engine, battery, transmis- 
sion and those options and acces- 
sories installed by an authorized 
(make) dealer or the factory. 

“This, of course, includes such 
items as body glass, interior trim, 
convertible top, plated parts, brake 
linings and drums and clutch plates 
and facings. 

* * * 

ae warranty provides that any 

part or parts, covered by the 
warranty which are found by your 
(make) dealer to be defective in 
material or workmanship within 12 
months or 12,000 miles (whichever 
comes first) from the date of deliv- 
ery of the vehicle to the original 
purchaser will be repaired or re- 
placed, at the dealer’s option, with- 
out charge for installation at his 
place of business, except when such 
repair or replacement is required 
due to misuse, negligence or acci- 
dent. 

“Here are the items not covered 
by the warranty: Normal main- 
tenance services such as engine 
tuneup, fuel system cleaning, 
wheel aligning and balancing, 
brake inspection and adjustment, 
periodic lubrication and adjust- 
ments which are necessary to 
avoid noise and rattles. These 
conditions sometimes develop and 
are considered normal mainte- 
nance. 

“Spark plugs, ignition points, con- 
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densers and filters (oil, air and 
fuel) when replacements are made 
as a part of any normal mainte- 
nance service. 


“Any motor vehicle or chassis 
which shall have been repaired or 
altered outside of an authorized 
(make) dealership in any way so as 
in the judgment of your dealer to 
affect adversely its performance 
and reliability, or which has been 
subject to misuse, negligence or ac- 


cident. 


co * 


Tire Warranty Outlined 


“rMXIRES or tubes which are cov- 

ered by the tire manufacturers’ 
guarantee. While the guarantees of 
the various tire manufacturers vary 
in language, they provide in gen- 
eral that the passenger car and 
truck tires installed as original 
equipment at the factory are guar- 
anteed to the owner to be free from 
defects in material and workman- 
ship for the life of the original 
tread.” 

The tire companies’ guarantee 
is then set forth, and the booklet 
advises the new owner that his 
dealer will assist him in request- 
ing an adjustment if this becomes 
necessary. 

Considerable emphasis is placed 
on the Owner Protection Plan 
Booklet. 

“In addition to the warranty,” 
the GM handbook says, “the Owner 
Protection Plan booklet also con- 
tains other useful information such 
as suggested regular maintenance 

(Continued on Page 26, Col. 5) 
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*—Labor Rate Average—$6.25. 
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Order Study Offers 


—., 


Model-Year Clues 
To Shop Potential 


Se to an analysis of 
over a quarter million Decem- 
ber repair orders, 61.95 percent of 
the orders written by the average 
franchised dealer were written on 
cars less than three years old with 
44.53 percent being written on cars 
and trucks approximately one year 
old. 

However, the highest average 
dollar-volume repair orders were 
written on 1956 vehicles followed 
closely by 1958’s and 1957’s, Parts 
and labor sales on 1956 vehicles 
totalled $32.63, according to this 
survey, while the dollar volume 
on 1958’s was slightly less at 
$31.57 and 1957’s hit $29.41 per 
R.O. 

This seems to indicate that own- 
ers of cars even up to five and six 
years old still come back to their 
dealers for much of their critical 
service work. 


This survey was made by John E. 
Wolf Co., Oklahoma City, following 
a request for a survey of a sufficient 
number of repair orders to indicate 
a national trend in dealer service 
and to show what age cars and 
trucks the dealer was servicing. 

eS * Ed 


_ survey cannot be regarded 
as a true check of all dealer 
service work because it was made 
on repair orders sent to the Wolf 
organization by its customers who 
are actively following up their own- 
ers to hold as many service custo- 
mers as they can. It does not cover 
those dealers who do not use fol- 
lowup systems or who still are not 
interested in promoting a higher 
service volume. 

It is, however, the only known 
source of obtaining a national “all 
make” survey of repair tickets that 
takes in dealers of all sizes and in 
all sections of the nation. 

If a dealer or his service mana- 
ger will study the table shown, he 
will quickly recognize the years 
when factory quality slipped and 
the year models that will produce 
the highest dollar-volume tickets. 

As the table shows, the year 1957 
is still high in the percentage of 
total repair orders written. The ve- 
hicles built from 1956 through 1959 
and the 10-year-old cars still pro- 
duce the highest average dollar- 
volume repair orders. 

* * * 


Greatest Number 


T ALSO shows that, while the 
one-year-old cars still produce 
the greatest number of repair 
orders, the dollar volume of both 
parts and labor sales on this year 


Analysis of Repair Dillass December, 1960 


Each Year’s 

PERCENT of Each Year’s PERCENT of 
Year Repair Orders DOLLAR Volume Average Repair Order—Dollars 
Model Written Labor Parts Total Labor Parts Total 
1950 & Older.... 1.01% 1.03% 1.06% 1.04% $12.73 $10.49 $23.22 
MOE" ekcda tec cutacuaseic 50 43 45 44 10.68 8.88 19.56 
ES sitdshecseccesiaans -60 54 -70 61 10.96 11.45 22.41 
MEME © Asi ccccskiecociaiens 1.58 1.48 1.56 1.51 11.61 9.85 21.46 
MS 4 ccravecastaintdasees 2.28 2.24 2.42 2.32 12.23 10.62 22.85 
BE scsascisssissdenase 5.71 6.27 5.07 5.74 13.73 8.90 22.63 
MOND scicsecavcsoasanvars 5.76 8.07 8.69 8.34 17.51 15.13 32.63 
MME, «ea syeeeakarxtnicts 11.01 13.60 15.36 14.38 15.43 13.98 29.41 
WEED. i sunracvccaacctacs 9.60 13.05 13.97 13.46 16.94 14.63 31.57 
BD aidacacrapanskaces 17.42 20.92 20.27 20.63 15.01 11.68 26.69 
MO diss <taazs case saasu 35.07 27.72 25.35 26.67 9.87 71.25 17.12 


5.10 4.86 








model is exceeded by every model 
year back for at least 10 years, 

Thus it indicates that, while the 
average dealer is getting about 47 
percent of his total dollar volume 
from vehicles of 1959 and 19% 
vintage, his highest dollar volume 
tickets are being written on the 
older vehicles. 

Several conclusions can be 
drawn from this survey that can 
guide dealers who wish to in- 
crease their service volume and 
their percentage of absorption, 
One natural one is that such a 
dealer should put more emphasis on 
cultivating the patronage of. the 

(Continued on Page 26, Col. 4) 
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Mass Disgust 
i ALL my half century in this 
business I don’t believe I have 
ever talked to as many dealers in 
one four-day stretch that were as 
disgruntled with their factories for 
the attitude displayed and the little 
things they are doing to irritate 
dealers as I did at the San Fran- 
cisco convention of the National 
Automobile Dealers Assn. 

I was really surprised at the 
dealers of one line. It was the 
first time I had ever heard s0 
many dealers in this line of ve- 
hicles expressing their disapprov- 
al in some instances, and disgust 
in others, with the treatment they 
were getting from the factory and 
with certain policies. 

I couldn’t help but think back to 
when we were just coming out of 
World War II and many associa- 
tions were in the throes of forming 
committees to look into the Wis- 
consin and Virginia legislation. My 
publisher sent me out to call on 
dealers and get first-hand impres- 
sions. 

Though every other line of deal- 
ers was upset and fearful of what 

(Continued on Page 25, Col. 1) 
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$12.49 





$10.03 $22.52 
Data from John E. Wolf Co. 












AND HOW IT 
COULD HAVE BEEN 
AVOIDED 


What do you give a man for a good-looking used car? 
By the time this fellow—‘‘The Shopper’ —hit Run- 
well Motors with his trade-in, he’d been to three other 
agencies and worked his allowance up to $1400. The 
salesman at Runwell did a little quick footwork (all 
four tires turned out to be new), stuck his head in the 
window and counted the seats (2), straightened his tie 
(blue), coughed (nerves), and allowed The Shopper 
fifteen-seventy-five. The deal was made. 


They had to leave the car out that night, because 
the transmission wouldn’t handle that sharp little rise 
leading into the shop, and a small puddle under the 
pan the next morning led them to a slight wound in 
the block. And a quick alignment check of the frame 
explained the need for new tires. And even if the car 


had been 100% sound, the deal was still a profit-killer. 


HOW DID IT HAPPEN? 


Sloppy appraisal. Nothing more, nothing less. Profits 
are made and profits are blasted with the appraisal. 
Can it be whipped? You bet it can. In our February 
issue of Profit Pointers we go into appraisal in detail— 
all the do’s and don’ts are there plus some concrete 
ways to handle this kind of buying and do it profitably 
(the many uses of the buyer’s report form, for ex- 
ample). We publish once a month, and every issue has 
a feature of genuine worth. If you’d like a copy, send 
in the coupon or contact your Associates representa- 
tive, and we’ll be delighted to put you on the list. It’s 
part of the extra service we give at The Associates. 


Mail to Associates Investment Company, South Bend, Indiana 


Please put me on your complimentary mailing list for 
‘*Profit Pointers.” 


Name 


Address — 


ASSOCIATES 


INVESTMENT COMPANY © South Bend, Indiana 


Associates Discount Corp. * Associates Discount 


ASSOCIATES 


(Canada) Ltd. * Emmco Insurance Company 
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Participants Gratified by Dealers’ Interest .« . . 





NADA Exhibition Applauded 


(Continued from Page 22) 
and other subjects that would en- 
able the dealer to make more money 
in his shop. 

In fact, 16 of 22 exhibitors 
checked as to results they had 
obtained, called this year’s show 
the best NADA has had in the 
last three or four years. 

Most of these exhibitors wrote 
some business but said they were 
not interested primarily in making 
sales. They were more anxious, 
they added, to have the dealer tell 

them to come to his place of busi- 
ness and see him about the piece 
or equipment or product they were 
interested in. 

The greater interest shown by 
dealers also was noticed by factory 
men and exhibitors in the used-car 
consultation areas, They said more 
dealers were convinced that if they 
were to make any money in their 
used-car departments this year, 
they would have to make more of 
their offerings “sharp” and dress up 
their lots to attract more “lookers.” 

Dealers appeared to be especially 
interested in mobile equipment and 
they apparently have been studying 
ways to get more workable space 
in their shops without having to 
make a heavy investment in brick 
and mortar. 

* * co 


Northern Dealers Eager 


HIS is particularly true with 

dealers in the Northern states, 
where mechanics must work in a 
full enclosure most of the year. But 
even many of these dealers were 
interested in mobile lube equipment 
and one-ender hoists for truck work 
that could be used in the yard. 

Two truck manufacturers were 


AMP Upheld 
On Patent for 
Bolt-Cutter Tool 


WASHINGTON. — The Supreme 
Court has denied a petition of cer- 
tiorari against AMP Inc., requested 
by Vaco Products Co. in an attempt 
to reverse a U. S. Circuit Court de- 
cision that Vaco had infringed on 
a patent held by AMP on a unique 
bolt-cutting tool. 

The Circuit Court had ruled in 
June, 1960, that the patent held by 
AMP on its Super-Champ tool, 
which strips wire and crimps ter- 
minals in addition to cutting and 
shortening bolts and screws, is a 
valid patent, and was infringed by 
Vaco, a competitor. 

Vaco, which has a “similar” tool, 
had won an initial lower court de- 
cision dismissing the patent in- 
fringement charge, on the grounds 
that because of the obviousness of 
the invention, the AMP patent it- 
self was invalid. 

The Appeals Court’s decision for 
AMP Inc., which reversed the lower 
court decision, said that “the fact 
that the solution was simple does 
not mean the solution was obvious. 
Many thousands of mechanics over 
a period of nearly 100 years had cut 
bolts and screws in the old cumber- 
some thread-damaging ways, yet did 
not come up with the solution 
shown by the (AMP) patent in 
suit.” 

“We think, the Court concluded, 
“that (the AMP device) made a 
significant contribution to the me- 
chanical art by providing the first 
device in history capable of cutting 


bolts and screws without damag- | 


ing their threads.” 
Bankruptcy Plea Filed 
By Heitel GMC Truck 


PHOENIX. — Heitel GMC Truck 
Co., 1279 S. Central, has filed a 
voluntary petition in bankruptcy in 
federal court. In addition to the 
GMC line, the firm handled 
British Rover and Land-Rover cars. 

Walter E. Fulford, former presi- 


the | 








dent of Chieftain Pontiac Co., Los| 


Angeles, has been appointed 
ceiver. The Phoenix firm is headed 
by Leslie Heitel. 


Glander Takes Borgward 

SAUKVILLE, Wis. — Glander 
Motor Sales has been appointed a 
Borgward dealer for Ozaukee Coun- 
ty by P. J. Kaufman Co., Inc., 
Milwaukee, Borgward distributor. 


re- | 


| 
| 


among the exhibitors this year. 
Willys exhibited its midget de- 
livery job, the commercial ver- 
sion of the unit it built for the 
Postoffice Department. Interna- 
tional Harvester was there to talk 
“Scout” to dealers looking for a 





Eubanks Is Appointed 


President of Randall 


CINCINNATI. — Richard L, Eu- 
banks has been appointed president 
of Randall Co., di- 
vision of Textron, 
Inc., and its sub- 
sidiary, Wagner 
Mfg. Co. 

Eubanks, 38, 
has been Randall 
executive vice- 
president since 
April 10, 1959, He 
spent six years 
in various man- 
agement posi- 
tions with Proc- 
ter & Gamble prior to joining 
Randall. 





R. L, Eubanks 


NEW FRAM WEAR 





compact truck to add to their line. 
Another interesting exhibit was 
that of Perfection Body Co. which 
showed its truck salesman’s train- 
ing kits. They were developed to 
aid distributors in helping train 
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dealers’ truck men on the various] ™, 


types and sizes of dump-body equip- 
ment. 

Dealers interested in showing off 
a used car in a novel manner saw 


a revolving track that elevates a * 


car on a hydraulic hoist. The hoist 
can be lowered to near ground level 
and a car exchanged in 15 minutes, 
according to the firm that makes 
the display. 

Holmes wrecker makers had 
novelty in an old Cadillac car that 


United States Steel Corp. had the 
“eye catcher” for many. Its big dis- 
play had beautiful girls on a curved 
ramp pointing out the advantages 
of steel as they struck various poses. 
It took six models working in one- 
hour shifts to keep this show “on 
the road.” 


There were several “gimmick” 











Training for the Future— 


year program. 





exhibits. Time magazine had quite 
a play with subscription lists in 
which a dealer could read the sub- 
scribers in his home town, Another 
exhibitor had a _ wheel-of-chance 
that paid off with a bottle of cham- 


PROVED GREA 
IN ENGINE. 


German youths are shown in a workshop established by Daimler-Benz under an 
was equipped for towing vehicles. apprentice-training program designed to alleviate the chronic shortage of both skilled 
and unskilled labor. Both technical and practical courses are taught during the 3%. 
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pagne if the wheel stopped on the 
name of the city the dealer name¢, 

As it is at most of these equip. 
ment exhibitions, the displays which 
were animated or had somebody 
doing something got quite a play, 











SINCE DETE: 


Tests show new “Wear-Guard” 








Fram research 


has developed a new technique to 


assure that all Fram Filters measure up to Fram’s 
top quality standards. The pleated fiber in new 
Fram “Wear-Guard” Filters is impregnated with 
an exclusive resin 282-RD which assures product 
uniformity and maximum filtering ability of every 
filter that comes off the Fram production line. 


construction traps up to 40% more 





wae 


dirt than any other filter tested! 
Guards engines against unnec- 
essary wear...stops fuel waste! 


Here is one of the most significant filter 
improvements in a decade! Tests by the 
most modern methods known — including 
radioactive tracer techniques — prove new 
Fram “Wear-Guard”’ Filters will keep car 
engines safer than any other filters tested! 


The secret is in construction. Thousands of 
tiny filter pockets are packed inside Fram 
‘“Wear-Guard”’ Filters with new pleated 
fiber. These tiny pockets hold up to 40% 
more dirt than was previously possible. 








led 
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might come when the war was over, | 
the dealers in this particular line} 
were counseling their brother deal- 
ers to keep their shirts on, These 
dealers had confidence that things | 
would work out all right. 

And now they are the dealers} 
that seem to be on the war path 
more than any others — judging 
from my contacts and conversa- 
tions. 


| 


* * 


* 
Load of Complaints 
S I understand the picture these 
rebels went in to their “make’’ | 
committee meeting with more list-| 
ed complaints than any other group 
and had a real difficult time trying 
to resolve them down to the three 
most important. 
It’s just too bad that more top| 
factory executives don’t try to un- 
derstand dealer operations and try 
to form their policies so that the} 
dealers don’t feel that the factory 
is trying to stick a knife in them) 
from so many different angles. 
Or, as one old-time dealer I 





— 











Backshop . 


(Continued from Page 22) 
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on the problems of the day so that 






By Jack Weed back home with them. 
* o 


Service Stars 


Box did I dig up some service 
operations that we will be fea- 
turing in future issues of this pub- 
lication. One in particular I am still 
“ga-ga” about. 

This was a dealer in a town of 
1,500 who was doing 110 percent ab- 
| sorption, had doubled the workable 
space in his shop by rearranging 


was discussing this problem with 
said, “It’s about time that the top 
factory management gave their 
sales managers who know dealer 
operations the authority to de- 
velop and carry out the policies 
they feel are vital to the busi- 
ness.” 

And while I am ranting about| ing 150 percent of his available me- 
what my dealer friends have told| chanics time on a 50-50 flat rate 
me I might as well get another| and made more money last year off 


|load off my chest that many of| his parts and customer labor sales 
| these dealers spoke to me about) than he did off his new and used 


and that is the tenor of this year’s! vehicles. He’s running a 60-hour 
NADA business sessions. | shop. 

Far too many dealers that I talk- Another is a dealer in a met- 
ed to felt the exhibition was one| ropolitan city that was admitted- 
of the best the association had ever| ly broke and ready for the sheriff 
had but they were very disappoint- | less than a year ago but who is 
ed in the caliber of the business| back making money again be- 
sessions, Many of them felt the | cause he got into his service de- 
committee in charge of this year’s; partment and got it straightened 
convention failed to step up to the} out. 
needs of the dealers this yearinthe| The drive of both Ford and 
selection of speakers and topics. | Chrysler to sell seat belts to the 

These dealers felt that with busi-| public this coming year was 


|ness conditions as they were, there| brought home to me when I “rode 


should have been more discussions| the ridges” on an inspection trip 











Along with the new ‘“‘Wear-Guard”’ process, 


Fram Air Filters are flameproof to reduce 
danger due to backfires. By trapping more 


dirt, Fram Air Filters 


as well as delivering maximum gas mileage. 


Because of the extra margin of safety and 
the unequalled quality built into every 
Fram Filter, you’ll find more car manufac- 
turers equip their 1961 cars with filters 
made by Fram than any other filter! 





YOUR FIRST LINE OF ENGINE PROTECTION 


FRAM CORPORATION, PROVIDENCE 16, RHODE ISLAND 


extend engine life, 








more dealers could take some an-| 
swers to their perplexing problems | 


| the stalls and equipment, was sell-| 








Radioactive tracer techniques—one of the newest 
uses of nuclear physics in industry —were used in 
tests to determine the increased efficiency and 
superiority of new Fram “Wear-Guard” Filters. 


FRAM 


O/L AIR FUEL WATER 


FILTERS 





2 Little Words Lost 
—Dealer Wants ’Em Back 


ALBUQUERQUE.—A one para- | 


graph item in an Albuquerque 
newspaper noted that “a bill to 
ban the sale of automobiles was 
introduced in the House by Rep. 
Travis Brem.” 

Brem must have been a bit 
dismayed when he read it—he is 
a Chevrolet dealer in Deming, 
N. M. Actually, his bill would 
prohibit auto sales on Sundays. 





with Glenn D. Seaman, inspector of | 


automotive equipment in the San 
Francisco area for the California 
department of finance, which has 
the state’s automotive vehicles 
under its control. His boss, E. W. 
(Babe) Scammon, chief of automo- 
tive management, set up this deal 
for me. 

Glenn came down to the hotel to 


| get me and before we pulled away 


from the curb he made certain that 
the seat belt on my side of the car 
would go around me (he had to 
lengthen it, of course), When I pro- 


tested that it took too much bother, 


he barked back at me: 

“I don’t like to drive anyone un- 
less he is tied in. I’ve had to pull 
too many fellows out of wrecks 


-GUARD FILTERS 


iITEST ADVANCE 
'iPROTECTION 


IRGENT OILS! 









| that wouldn’t have been hurt bad 
lif they had been wearing belts. 

Seat belts are mandatory with us 
fellows.” 
| a * * 

Things of Beauty 

UT to get back to the Equipment 

Exposition—I want to pin an 
orchid on Ted Dykstra, of General 
Motors, who made it possible for 
the factory service consultation 
areas to enjoy the very attractive 
ceiling decorations that had been 
used by the Motorama which had 
| played in Brooks Hall the week be- 
fore. 

All of the factory areas were 
really beautiful and outstanding, 
| but the General Motors gang had 
| added a couple touches that really 
|made their area the “centerpiece” 
| of the whole area, 

In addition to adding colored 
plastic panels in different colors to 
| subdue the overhead lighting, GM 
had flower boxes with fresh flowers 
| between each “make” booth and 
|two lovely arrangements of fresh 
|antheriums near the entrance that 
| set their booth off from everything 
| else in the hall. 


I am sorry that the General 
Motors boys didn’t have their an- 
nouncements of the second-quar- 
| ter activity of Guardian Mainte- 
| Mance ready so that we could 
have told all of you about it in 
detail, but I do know enough of 
what will be coming to suggest 
that you get a copy of the an- 
nouncement book and study it. 
It will be cram full of good 
| money-making service ideas with 
| particular emphasis on fast serv- 
| ice. 

I was talking to a dealer who 
| was a factory man a few years ago 
|and who was complaining to me 
that he could not get his absorption 
up over 60 percent regardless of 
| what he did. I asked him to tell me 
| how he handled his service custom- 
|ers and from what he told me I'll 
bet most of his answer can be 
found in an inspection of any day’s 
| hard copies. 


| 
| 
| 
| 


| * ck * 

$6 for Writeup? 

H's is a big operation with tower 
| control and a customer car 
| parking lot. This means that he has 
a writeup area with a car jockey to 
take the car from that area to the 
lot while waiting for a stall to clear 
for the work that had to be done. 

| This means that a car jockey 
| must take a car out of that stall to 
the lot, bring in the customer’s car, 
take it out to the lot when finished 
and bring it in again when the cus- 
tomer calls for his car, 

| I will gamble the new chapeau 
| that I had to buy out here that it is 
costing him at least $6 to write a 
service order and while he can 
make money even at that cost as 
|his average ticket will run about 
$20, he must be losing money on 
around 40 percent of his ROs if his 
ratio of less than “30-minute” one- 
item tickets is average. 

If he would set up a fast serv- 
ice department or series of stalls 
to take care of these one-item 
tickets that take less than 30 
minutes to do he would drastic- 
ally cut his car movement cost, 
eliminate a lot of waste time of 
the mechanic waiting for the 
jockey to pull a car out of the 
stall and replace it. 

This would not only enable his 
“line” mechanics to do more jobs 
and increase their “take home” pay 
but materially increase his gross 
profit in his entire service opera- 
tion. 

By pulling on “line” men to take 
|}care of the rush hour work, he 
could have a very flexible operation 
and vary the number of stalls need- 
ed for this fast service work to the 
customer load. 

He also would be pleasing the 
customer who dislikes to tie his car 


up all day for a short time job. 


* * * 


foe LOS ANGELES, many General 

Motors dealers are complaining 
bitterly about the parts program 
that was initiated by the corpora- 


| tion last fall, and say that they are 


buying more fast-moving items 
from jobbers. They claim that the 
corporation will have to change its 


| parts program if it expects dealers 


to continue to buy from the cor- 
poration. 
Concours Motors Moves 
MILWAUKEE. — Concours Mo- 
tors, Inc. (Volkswagen), has moved 
into its new showroom at 1935 W. 








Silver Spring Dr. 
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SHOP EQUIPMENT 


EVERY service department, large and small, has a definite need for Bor- 
roughs Shop Equipment. Into every Borroughs shop equipment unit goes 


the same high standard of quality and scientifically engineered design that 
have made Borroughs Bins the finest bin values in America. Borroughs’ 
rugged shop equipment line includes work benches, tool stands, utility 
carts, shop desks and tables, portable and semi-portable work bench kits, 
and a wide range of accessories. Get all the facts regarding this outstand- 
ing line today! 
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These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: 
ATLANTA: 
BROOMALL, PA.: 
BUFFALO: 
CHICAGO: 
CINCINNATI: 
CLEVELAND: 
DALLAS: 
DENVER: 
DETROIT: 
FARGO: 

FORT WORTH: 
FRESNO: 


HONOLULU,Hawail: 








Universal Equipment Co. 

2420 Oakville St. 

Bins & Equipment Co., Inc. 

1918 Buford Highway, N.E. 

East Coast Distributing Co. 
2010 Boxwood Dr, 

Automotive Bin Service Co., Inc. 
20 East North St. 

Felix F. Loeb., Inc. 

8810 S. Vincennes Ave. 
Automotive Bin Service Co., Inc. 
1220 Richmond St. 

Automotive Bin Service Co., Inc. 
8905 Lake Ave. 

W. W. Cannon Co. 

9739 Denton Dr. 
Sparkman-Barker Co, 

421 Santa Fe,Dr. 

Automotive Bin Service Co., Inc, 
10040 Freeland Ave. 

Adams, Inc. 

6 North 13th St. 

W. W. Cannon Co, 

P. O. Box 464 

Healey & Co. 

22 Tulare St. 

Hunters’ Office & Industrial 
Equipment Co. 

538 Reed Lane 


HOUSTON: 
INDIANAPOLIS: 
JACKSONVILLE: 

KANSAS CITY, MO.: 
LOS ANGELES: 
LOUISVILLE: 
MEMPHIS: 
MILWAUKEE: 


NEW ORLEANS: 


NEW YORK: 


OAKLAND: 


OKLAHOMA CITY: 


OMAHA: 


W. W. Cannon Co, PHILADELPHIA: 


1901 Winter St. 


Automotive Bin Service Co., Inc, PORTLAND, Or.: 
54 West 30th St. 


Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 


SACRAMENTO: 


Siggins Co. SALT LAKE CITY: 
706 Broadway 
Green-Penny Co. ST. LOUIS: 
4180 E. Noakes St. 

ST. PAUL: 


Automotive Bin Service Co., Inc, 
204 Builders Bldg. 


Metal Products Co. 
359 Madison Ave. 


SEATTLE: 


Felix F. Loeb, Inc. SEATTLE 
864 E. Birch Ave. , 
Edco Metals, Inc. TACOMA: 
3030 Josephine St. 

Borroughs Mfg. Corp. TOLEDO: 
121 Varick St. 

William A. Gore Co. WATERTOWN, Mass.: 
1834 Adeline St. 

W. W. Cannon Co. PUERTO RICO: 
P. O. Box 7317 

Siggins Co. CANADA: 
1236 S. 13th St. 


East Coast Distributing Co. 
780 S. 52nd St. 


The Brower Co. 
1633 N. W. 21st Ave. 


Paul W. Roeder Co. 
1721—13th St., P.O. Box 1552 


Business Equipment Co. 
902 S. Main St. 


Siggins Equipment Co, 
1410 Pierce Ave, 


Borroughs Mfg. Co. 
Factory Branch and Warehouse 
809 Hubbard Ave. 


The Brower Co, 
114 Virginia St. 


William A. Gore Co, 
214 3rd Ave., S. 


Tacoma Asbestos Co, 
25th and Holgate 


Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 


Alexander Steel Products, Inc. 
264 N. Beacon St. 


Automotive Specialties, Inc. 
252 Ponce de Leon Ave., Hato Rey 


Wickware-Stackbin, Ltd. 
P.O. Box 740, Perth, Ontario 


& °o * < °o ie ae eY 2 MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. all. KALAMAZOO, MICHIGAN 






Survey Indicates... 





owners of three to five-year-old 
models which means that he will 
have to reach out and contact a 
greater number of “second owners.” 
* * * 

N ENERGETIC campaign di- 

rected at these owners should 
not only increase shop revenue but 
also aid materially in making his 
used-car lot a mecca for those 
buyers of transportation who have 
that same pride of ownership in the 
used cars they buy as does the new- 
car owner. 

Such a feeling of pride and 
satisfaction in the purchase of a 
late model used vehicle is en- 
hanced if the buyer feels certain 
that he will get the same consid- 
erate treatment in the service 
department as does the new-car 
buyer. 

This survey also shows the value 
of retention of the new car and 
truck buyer as a service customer. 
While the number of one-year-old 
cars being serviced is more than 
double the number of two-year-old 
cars being serviced, labor sales to 
the 1959 owners are more than 74 
percent and parts sales 80 percent 
of those on the year old vehicles. 

* * * 


Sales Are Lower 


HILE the 1960 model service 

“take” represents 26.67 percent 

of the dealers’ total dollar volume, 

the labor and parts sales on the 

1959 models represents 20.63 percent 
of the total. 

It is also interesting to note 


Survey Indicates 
Motorists Favor 


Vehicle Check 


RALEIGH, N. C, — The North 
Carolina State Motor Club has re- 
leased the results of a poll of more 
than 5,000 Ncrth Carolina automo- 
bile owners which shows 51.5 per- 
cent favoring compulsory mechan- 
ical inspection of motor vehicles 
at approved garages and 46.1 per- 
cent against. 


The poll also shows that 83.5 
percent of those answering the poll 
favor the original purchaser retain- 
ing his license tag when he sells his 
car rather than having the plates 
accompany the vehicle, as they do 
now. 

The club said 81.7 percent favor 
direct distribution of license plates 
instead of the system now used. 


Under the present system, the 
State Department of Motor Vehi- 
cles sells license tags in Raleigh. 
Outside Raleigh, if the plates are 
not ordered by mail, they must be 
obtained through the Carolina Mo- 
tor Club, or one of its subcontrac- 
tors. Carolina Motor Club, North 
Carolina State’s principal competi- 
tor, gets a cut on each tag sold. 


Other results of the poll, which 
wil be presented to the North Car- 
olina State Legislature for its con- 
sideration, show that 90.3 percent 
favor continuing the state’s auto- 
mobile financial responsibility and 
compulsory auto liability insurance 
law, 89 percent favor a statewide 
system of traffic courts, 96 percent 
favor chemical tests for drinking 
drivers, 65.6 percent were for 
strengthening the present driver 
license point system, 76 percent 
were for mandatory jail sentences 
for driving when a license is sus- 
pended or revoked, and 78.2 percent 
were for state licensing and con- 
trol of all commercial driver train- 
ing schools. 


S-P Dealers in Chicago 


Headed by Zasiebida 


CHICAGO. —Nick Zasiebida, 
North Park Sales & Service, Inc., 
has been elected president of the 
Studebaker-Packard Dealers Assn. 
of Chicago. 

Marvin Fohrman, Wilshire Mo- 
tors, Inc., is the new vice-president, 
and Angelo Strazzante, Angelo Auto 
Sales, is secretary-treasurer, 






























Older Cars Are Tops 
In Sales Per Order 


(Continued from Page 22) 


figures for 1957, the year of high 
production when quality in man- 
ufacture slipped in practically al] 
lines. This year’s models repre- 
sented the third highest percent- 
age of orders written, but the 
dollar volume per ticket was not 
as high as that for either 1956 or 
1958 models, 


Dealers who wish to compare 
their labor sales with this survey 
will, of course, have to adjust their 
current labor rate to the high 
average of this survey, $6.25. This 
rate shows the influence of the 
West Coast dealers and dealers in 
many Eastern metropolitan areas 
where a labor rate of $7.50 per hour 
is not uncommon. 


Booklet Explains 
12-12 Warranty 


GM Tells Owners 
What Is Covered 


(Continued from Page 22) 


services to help you protect your 
investment and avoid conditions of 
misuse or neglect which are not 
covered by your warranty. 


“It includes the Owner Service 
Policy and, for passenger cars, it 
also includes Owner Protection 
Plan maintenance coupons outlin- 
ing suggested maintenance opera- 
tions based on factory recommend- 
ations. Your dealer’s service men 
have been trained in the proper 
servicing procedures and are well 
equipped to perform these mainte- 
nance services and other service re- 
quirements as well. 

ad * * 

“7 IS suggested you follow these 

factory service recommenda- 
tions to protect your investment,” 
the booklet adds. “Proper mainte- 
nance means lower overall operat- 
ing costs; safer, more enjoyable 
driving and a greater tradein val- 
ue.” 

The booklet includes this re- 
minder: “In the event you are 
travelling, or if you move to a 
new location before the expiration 
of the warranty, arrangements 
have been made so that any au- 
thorized (make) dealer in the 
United States or Canada will hon- 
or your warranty.” 

GM is suggesting that all dealers 
and salesmen become thoroughly 
acquainted with the contents of this 
booklet and go over it with every 
new-vehicle prospect in order to 


eliminate misunderstandings about 
the 12-12 warranty. 





For Future Mechanics— 


Ford Motor Co. service and sales heads 
present engine and transmission to Don 
Bosco Technical High School in San Gab- 
riel, Calif., for use in auto shop training. 
The automotive equipment valued at $1,000 
was presented to the school as part of 
Ford's community relations program to fur- 
nish such aids to nonprofit institutions. 
From left are Brother Frank Bracchi, auto 
mechanics department head; Norm Lean, 
Ford district service manager; Rev. Father 
Louis Masoero, Don Bosco, principal, and 
Mark Biondich, Ford general field manager 
in the Los Angeles district. 
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Stop your right rear wheel 
on a pile of wet leaves 
which you can place at 
the curb yourself, then 
demonstrate how LSD lets 
you start up smoothly 
and with no wheel spin 
— because the power 
goes to the wheel with 
the traction. 


If you’re near an un- 
paved country road or 
lane where you can run 
one rear wheel off into 
soft soil, you can put on 
a powerful demonstration 
of how easy it is to get go- 
ing instantly—with LSD. 


Dirt really flies when a 
car with a conventional 
differential starts with 
one wheel in the mud. 
You can make a mud 
puddle in your used car 
lot or in a field—and 
show how LSD insures a 
quick, clean take-off. 


In the winter, if you're 
where the temperature 
goes below freezing, put 
one rear wheel on a patch 
of ice or packed down 
snow and show your cus- 
tomer how LSD lets you 





You Can Help 
Prevent This! 





This salesman can’t afford to get stuck! You can help 
him escape predicaments like this—and make him a loyal 
customer for life—by selling him his next car factory- 
equipped with a limited slip differential! A limited slip 


HERE’S HOW TO DEMONSTRATE LIMITED SLIP DIFFERENTIAL . .. differential, with its unique action of directing power to the 


rear wheel with the greater traction, is easy to demonstrate. 
With one on each of your ’61 demonstrators, you’ve got 

a powerful selling tool, especially when you're selling a 
prospect whose mobility means money in his pocket. 

And mobility-minded prospects are everywhere—doctors, 
policemen, taxi operators, rural mail carriers, busy 
housewives, and salesmen . . . anyone who can’t afford to 
get stuck! So, be sure to have your ’61 demonstrators 
equipped with the limited slip differential 

and build solid customer satisfaction and good will. 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ‘'61 DEMONSTRATORS! 





CORPORATION 





LN | 
as i 


| | Toledo 1, Ohio 


start up instantly. < = Sy 
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Service Volume Tops $1 Million .. . 


Night Trade Aids Dealership 


ST. LOUIS.—Mendenhall Ford 
caters to the night people and oper- 
ations after dark have helped 
increase this dealer’s service and 
parts business to more than $1 mil- 
lion a year. 

Night business accounts for 20 
to 25 percent of the volume, Ray 
McIntyre, superintendent of parts 
and service operations, declared. 
The position of McIntyre is fairly 
new but necessary for keeping 
this large volume business both 
efficient and profitable. 

To meet this goal, Mendenhall 
Ford recently installed a new 
tower control system which pro- 
vides for freer movement of ve- 
hicles and saves mechanics’ lost 
time. 

Basically the tower control, which 
is similar to the tower operations 
at an airport, offers the following 
advantages: 

1: Assures testing of completed 
cars. 

2. Facilities now capable of 
service to over 100 vehicles daily. 
3. Assures quicker service for 

“wait” jobs. 

4. Assures personal attention to 
each job. 

“With a heavy volume, it was 
difficult to follow the cars and give 
them proper attention,” McIntyre 
pointed out. 

In discussing the controversial 
night service, McIntyre explained 
that an increasing truck fleet busi- 
ness is practically a must for high 
volume dealers. 

To advertise and publicize the 
second shift fully, Mendenhall 
distributed 3,500 pieces of direct 
mail. The 300 fleet operators in 
the St. Louis area were covered. 
In fact, everyone who owned 
even one Ford truck was notified 
of the evening service. 

In addition, weekly display ads 
were run in both metropolitan 
papers and an electric sign out 
front informed truckers and motor- 
ists about the night service. 

Mendenhall’s, which has been in 
business for nearly 45 years, adopt- 
ed night service a long time ago. 
In order to institute this operation, 
a considerable reshuffling of per- 
sonnel followed. In some cases, 
production people were put on non- 
productive assignments. 

However, certain benefits accrued 
as a result: 

1. The servicemen are more pro- 
ductive at night because of fewer 
interruptions. 

2. Relationships with truck fleet 
accounts improved since they ap- 
preciate having a facility available 
for repairs while their drivers are 
sleeping. 

3. Plus business climbs. More 
profit results in proportion to the 
additional overhead than could be 
achieved by increasing daytime 
manpower. 

In order to have a profitable 
night operation, it is mandatory to 
get a versatile executive, McIntyre 
asserted. 

The night service manager, Carl 
Zigrang, coordinates the work, 
makes the adjustments, stays 
within his estimates and even ap- 
proves credit—since there is no 
cashier on that shift. 

Mendenhall insists on knowing 
how to contact the fleet owners, 
if it is necessary to reach them 
during the night. A good night 
serviceman establishes good rela- 
tions with the fleet men and knows 
how far he can go without waking 
up people. McIntyre notes. 

In addition to the manager, Men- 
denhall has nine night mechanics, 
a lube man and a porter. There are 
three parts men until 9 p.m. Two 
stay until the shop closes at 1 a.m. 
The night crew comeg on at 4:30 
p.m. and lunches at 8:30. Mechanics 
get 10 percent night premium 
above their guarantee on flat rate. 

It has been Mendenhall’s experi- 
ence that the average truck order 
runs from two and a half to three 
times the automobile average. Also 
warranty work, if properly con- 
trolled, can be done at night, be- 
coming a helpful sales tool. 


Another factor in Mendenhall’s 
night operation is its large $125,- 








000 parts inventory, including a | 
heavy stock of truck parts. Top- 

flight parts men, who have a 

thorough knowledge of parts in- 

terchangeability are a great as- 
set especially in a pinch in the 
middle of the night. 

“You just can’t rush out and get 
a part around midnight,” McIntyre 
added. 

By clearing the decks in the day- 
time, Mendenhall service men in 
the day are a great help to the 
night staff. 

Mendenhall invested $12,000 for 
its Executone installation and the 
necessary communications system 
which puts the dispatcher in the} 
control tower in touch with every| 
part of the shop. | 

His color-coded signal light board 
in the reception area keeps service} 
salesmen informed as to which} 
departments are overloaded and 
which can take work later in the 
day or the next. 

The dispatcher takes complete 
charge of routing cars through 
the shop. He sends copy of repair 
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order to parts department and 
pages the car jockey to move car 
to the mechanic assigned to the 
first job. Mechanics call the parts 
department for supplies. Ten min- 
utes before job is finished, the 
dispatcher is informed. 

The car is routed through the 
shop in this manner, going through 
all the necessary work and testing 
phases. The final step is when the 
cashier notifies the customer that 
the vehicle is ready. 


McIntyre is quite pleased with 
its operation and feels that the 
company will be ready for an in- 
creased peak operation when the 
economy improves. 

On the edge of the downtown 
area, Mendenhall is disregarding 
the flow to the suburbs. McIntyre 
said that thousands of Ford own- 
ers work downtown and that the 
Mendenhall shuttle system makes 
it convenient for them to leave 
their cars during office and work’ 
ing hours. There is a TV lounge 
for waiting customers. 

Mendenhall also is close to the 


middle-income apartment area 
rising in the downtown in the 
place of a blighted region. 

As superintendent of parts and 
service, McIntyre coordinates, pro- 
motes and regulates operations be- 
tweep the parts and services de- 
partments. He assures the customer 
of adequate manpower and mate- 
rial for a quality job in a reason- 
able time with sufficient profit to 
management. 

He is responsible for all phases 
of the market and is in contact 
with wholesale parts people, fleet 
operators and retail customers. Mc- 
Intyre is concerned with manage- 
ment business end of service and 
parts. ; 

As to the long range, McIntyre 
deals with collections, procedures, 
cost factors, turnover rates, profit 
percentage and purchase of equip- 
menf. 

A veteran of 15 years as a parts 
sales manager for a St. Louis 
‘Pontiac dealer, he has been with 
Ford for a year and a half. Mc- 
Intyre holds a business manage- 
ment degree from St. Louis Uni- 
versity and he is a graduate 
of the Dealership Management 
course at General Motors Insti- 
tute. | Otto Ziebol, assistant service man- 

‘Assisting him in his job are Ed-| ager, and Ollie Klutsch, parts man- 
ward Kubicki, service manager;| ager, as well as Zigrang. 














Control Tower— 


Working in a_ soundproofed 
room, Mendenhall Ford's service dispatcher 
glances at vehicles on the floor to check 
them against his control boards. Since its 
inception, the control tower system has 
speeded and improved service at this St, 
Louis dealership which boasts 30 mechan- 
ics with more than 400 years of experi- 
ence. 


! 
control | 
| 
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For Make Servicemen 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motive NEws. 

AMERICAN MOTORS — Seven 
mobile training units, with their 
respective instructors, will be con- 
ducting classes in the following 
states Feb. 27-March 17: Unit 101, 
Les Howard, Missouri and Illinois; 
Unit 102, Leroy Roberts, Massachu- 
setts and Maine; Unit 103, Harvey 
Dittberner, Michigan and Ohio; 
Unit 104, Lloyd Tolman, Nebraska, 
Iowa, Illinois and Wisconsin; Unit 
105, Henry Shafer, Washington, Ore- 
gon and Montana; Unit 106, H. A. 
Hudson, Texas and New Mexico; 
Unit 107, Lloyd Graves, Tennessee, 
Arkansas and Mississippi. 

CHRYSLER CORP.—During the 
period Feb. 27-March 17, the five 
Chrysler Corp. training centers will 
offer comprehensive service-train- 
ing courses covering the latest fac- 
tory approved service procedures 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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for 1961 models. In addition to serv- 
ice procedures, instruction will 
cover theory, diagnosis methods, 
corrective measures, and the cor- 
rect use of the latest special tools 
and equipment. These service train- 
ing courses are offered tuition-free 
to service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, Ill.; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. 

FORD DIVISION — During the 
period of Feb. 27-March 17, the 36 
Ford district school instructors will 
be completing a body maintenance 
course and starting new courses 
according to local requirements. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 


of charge) to all service personnel | Harrisburg, 








sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic’ and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 
INTERNATIONAL HARVEST- 
ER—Technical training centers 
located in Atlanta, Dallas, and 
Pa. are conducting 








Calif. Garages Launch 


Motorist Promotion 


HUNTINGTON PARK, Calif.— 
The Independent Garage Owners 
of California, Inc., is stepping up 
its program to make the public 
conscious of IGO and the advan- 
tages of patronizing automotive 
repair shops displaying the as- 
sociation’s state and national em- 
lems. 

Large metal signboards display 
the California IGO emblem and a 
smaller replica of the national 
IGO emblem, with a message in 
bold letters urging motorists to go 
to IGO shops for “Skilled, de- 
pendable auto repairs.” A total of 
127 of these signboards have al- 
ready been posted by IGO units. 


training for dealer and fleet serv- 
icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 

MACK TRUCKS, INC.—Two one- 
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Here’s opportunity for yu! A national trade magazine* 
survey shows that 84% of the cars on the road today 
need some kind of ignition work. Just take a quick look 
under the distributor caps of your customers’ cars, and 
when you spot trouble, suggest a complete tune-up— 
replace worn ignition components with Delco-Remy parts. 


Why Delco-Remy? Because they are the quality ignition 
service parts for all popular American cars and light 
trucks. They’re ready to install, and make ignition sys- 
tems perform like new. And new packages make these 
Delco-Remy parts easier to stock, identify and sell. 


DELCO-REMY DISTRIBUTOR CAPS are 
designed and built of highly dielectric, shock 
and heat resistant materials, and feature voltage- 


saving internal ribs. 


DELCO-REMY CONTACT SETS are factory- 
adjusted and aligned for quick, easy installation. 
Heat-sealed, moisture-proof packages protect 
contact sets against dirt and oxidation. 


DELCO-REMY ROTORS combine maximum 
strength with minimum weight and superior 
balance to assure smooth rotation at slow 


or turnpike speeds. 


DELCO-REMY CONDENSERS assure cor- 
rect electrical capacity and resist voltage break- 
down. Hermetic seal keeps out harmful moisture, 


oil, and vapors. 


Delco-Remy electrical parts are available at car or truck 
dealers, or through the United Motors System. 


*MOTOR—June, 1959 


Delco-Remy 


electrical systems 


FROM THE HIGHWAY T@© THE STARS 


DELCO-REMY ¢ DIVISION OF GENERAL MOTORS e ANDERSON, INDIANA 
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week courses are being offered, 
tuition-free. Diesel engine, March 
3, 13 and clutch transmission, car- 
rier and bogie, Feb. 27, March 20. 
For further information contact: 
Plainfield Service School Supervisor, 
Mack Trucks, Inc., 935 S. Second 
St., Plainfield, N. J. 

STUDEBAKER-P ACKARD — 
Courses covering all phases of Stu- 
debaker-Packard, Mercedes-Benz 
and Auto Union vehicles are being 
given at the following technical 
training centers by their respective 
instructors: New York City, F. X. 
Coghlan; Atlanta, W. N. Hall; Kan- 
sas City, W. N. Hall; Los Angeles, 
L. J. Young; South Bend, A, S. 
Kidder. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 
Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 35 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 
Feb. 27. 

JOHN BEAN DIVISION, Lan- 
sing—(A) Wheel alignment, wheel 
balance, steering systems, March 6; 
(B) Advanced wheel alignment, 
steering gear service, collision serv- 
ice, suspension systems, and minor 
body-frame alignment, March 20; 
(C) Collision service of suspension 
body alignment, March 27; (D) 
Brake servicing, Feb. 27. Combined 
courses are also offered. (AD), Feb. 
20-March 3 and (BC), March 20-31. 

BEAR MFG. CO., Rock Island, 
Ill.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in manual and pow- 
er steering adjustment, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 
additional emphasis on type of 
equipment in the shop where stu- 
dent is employed. 

BARRETT EQUIPMENT CO., St. . 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Next classes will be held March 6- 
10. Contact J. R. Adams, instructor. 

DeVILBISS CO., Toledo.—Classes 


(Continued on Page 30, Col. 3) 
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Saab Eyes Canadian Market— 


SAAB and Rover are conducting a survey to determine the sales potential for Saab | 
cars in Canada. Grouped around a Saab 96 G.T. are, from left, Robert G. Wright, | 


R North | 
a orm | tendance at field schools. 


manager of Rover's Canadian operations; H. Gordon Munro, president, 
America; Holger Carlsson, SAAB sales director for North America, and Geoffrey Lloy 


Dixon, executive sales director for Rover of England. Seated in the car is John L.| 


Potter, of SAAB's International Marketing Division. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 29) 


will be held by their respective in- 
structors in the following cities: 
March 6-11, I. B. Thomas, Dallas; 
March 13-18, 20-25, A. J. Stranges, 
Toledo; March 20-25, I. B. Thomas, 
Springfield, N. J. The course will 
cover instruction in spray painting, 
with emphasis on use of the new 
airless equipment, on spraying cat- 
alysts and other additive materials, 
on use of the remote cup spray 
outfit and other new systems and 
products. Industrial auto refinish- 
ing, maintenance and jobber 
schools have all been scheduled at 
the factory and field schools for 
jobbers have been scheduled in the 
Midwest and on the West Coast. 





in Toledo is without charge for in- 
struction or equipment. However, 
a nominal charge is made for at- 


Attendance at the factory school} 





ELECTRIC AUTOLITE CO., To- | 
| ledo—Specialized electronic semi-| 


nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., 
Toledo, O. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 


Fairchild Picked to Head 


Elkhart (Ind.) Dealers 


ELKHART, Ind. — The Elkhart 
Auto Dealers Assn. has elected 
James Fairchild, Ball Service, Inc., 
president. Other officers are: 

Max Ball, Valley Pontiac, Inc., 
vice-president, and Roy F. Jones, 





| re-elected secretary-treasurer, The 


dealers voted to adopt a code of 
business standards, 





ELL THE “PERFECT PAIR” 
ae 


and get your share of the 
booming shock absorber market! 


I 
| 
SHOCK ABSORBERS 


Gabriel shock absorbers embody such \ 
quality features as exclusive O-Ring \ 
piston seal, which prevents leakage be- 
tween piston and cylinder wall...greater 
piston exposure, for greater damping 
control... and the finest, most precise 
valving of any shock absorbers made. 
When you sell Gabriel you sell quality! 


\ 
\ 


Without a doubt shock absorbers offer 
one of the biggest profit opportunities 
in the replacement market today. And 
it’s a lead pipe cinch you'll do best 
with the great Gabriel line. 

For Gabriel not only offers the Hy- 
droshox, finest standard shock made 
. .. Gabriel also offers two top-selling 
adjustable models —the Ajustomatic 
and the hefty Adjustable “E”—that let 





each motorist select the ride he wants, 
for the roads he rides. And Gabriel 
rounds out the finest, most complete 
line in the industry with the incom- 
parable Load-Absorber, the revolu- 
tionary new air-oil device that keeps 
every car at its level best. 

So now is the time to tie in with 
Gabriel . . . and cash in on the hottest 
profit opportunity of the year! 





| 
/ 


| 
NEW LOAD-ABSORBERS 


Gabriel Load- 
dangerous rear end sag and side sway 
under heavy loads... deliver a safer, 





Absorbers help prevent 


more comfortable ride under all load 


/ 
/ 


and road conditions. For a perfect com- 
bination, ask your customers to let you 
install Gabriel Ajustomatics in front and 


7 — Gabriel Load-Absorbers in back! 


The Gabriel Company 
Cleveland 15, Ohio 


mabriel 


ABSORBERS 
BSORBERS 

















—. 


tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad. 
uates who buy or whose employers 
purchase equipment — $200 other. 
wise. Write to Inland Mfg. Co., De. 
partment TS-20, 1108 Jackson St, 
Omaha 2, Neb., for additional in. 
formation. 

OKLAHOMA STATE TECH, 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal]. 
lation and repairing of the latest 
equipment, George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestog 
Brake Service School and Work 
Shop located at Stratford, Conn, 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure, Individuals 
who successfully complete the 
course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes. The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Heffer- 
non, Raybestos Division, Bridgeport 
2, Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 

SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without: obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-M atic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MEG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, Ill., offers 
a complete wheel-alignment in- 
struction course, Classes will be 
conducted in the company’s labora- 
tory garage March 6-10. A one-week 
advance notice is required, Address 
all inquiries to 2171 S. Ninth St, 
Springfield, Ill. 


Savulak Opens AMC Outlet 


AMHERST, O.—Michael Savulak 
jr., Lorain, has opened Savulak 
Rambler, Inc., Route 58 and Middle 
Ridge Rd. He formerly was an auto 
salesman with Atkinson & Wil- 
liams, Inc., Lorain. 
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Capsule Reports .. . 


Service Briefs 


Francisco, Sacramento, Tulsa, Dal- 
las, Phoenix, St. Louis, Jackson- 
ville, New Orleans, Richmond, Va., 
Columbus, O., Chicago, Syracuse 
and Nashville, 

* * + 


LOF Offers New Manual 
On ’61 Glass on GM Cars 


TOLEDO.—A manual with detail- 
ed illustrations and instructions de- 
scribing removal and installation of 
Panoramic windshields and back- 
lights in standard and compact 1961 
General Motors cars, has been pre- 
pared by Libbey-Owens-Ford Glass 
Co. 

The 23-page booklet, the code 
number of which is SG-301, is avail- 
able to safety glass dealers and re- 
placement shops through LOF dis- 
tributors. 


DETROIT. — Service and promo- 
tion in the auto-glass replacement 
field will be the keynote of 14 re- 

jonal clinics to be sponsored by 
Shatterproof Glass Corp., during 
the first six months of 1961, said 
v. Brown, sales director. 

The clinics, called “Power in 
Promotion,” are for authorized 
Shat-R-Proof dealers and distribu- 
tors throughout the United States, 
he said. Moderator for each clinic 
will be Harry A, Pratt, sales man- 
ager, assisted by J. E. Ransom, as- 
sistant manager of the Insurance 
Division. 

The clinic cities are Seattle, San 


—_— 






























* * * 


MEMA Repeating Offer 


Of 3 Credit Scholarships 
NEW YORK, — The Motor & 





Jack Introduced— 


This is the SJ-61 two-ton air jack, one 
of four new jacks introduced by Black- 
hawk Automotive Division. The division 
said this unit has a saddle adjustment of 
from 15 to 57 inches and handles cers 
and light trucks from front or rear. 


Blackhawk Offers 


Four New Jacks 


For Service Work 


LOS ANGELES.—Four jacks for 
automotive service were introduced 
at the International Automotive 
Service Industry Show here by 
Blackhawk Automotive Division. 

The division released these de- 
tails on the jacks: 

Featuring a saddle adjustment 
from 15% inches to 57 inches, the 
SJ-61 two-ton air jack handles cars 
and light trucks from front or rear. 
Saddles raise from 8% inches to 
32 inches. 

A 15-inch front clearance from 
vertical column to saddles permits 
reaching far under vehicles to lift 
by the frame, pad or brackets. The 
main support consists of a large 
I-beam. 

All automobile and light truck 
automatic and conventional trans- 
missions can be handled and posi- 
tioned by one man working from 
underneath with the new T-1 trans- 
mission jack. 

Featuring a high lift of 29 inches, 
the T-1 can be used as a work 
stand if desired. The unit has a 
minimum low height of 6 inches, 
capacity of 1,000 pounds, overall 
length of 32% inches and a width 
of 21% inches at its widest point. 

Featuring a 72-inch lifting height, 
the T-2 transmission jack can be 
used to service all automobile and 
light truck automatic and conven- 
tional transmissions, aS well as 
many types of differentials, front 
axles or cross members. 

The unit is specifically designed 
for transmission work that is per- 
formed on a hoist or over a pit. 
With special accessory adaptors, it 
will handle the Pontiac Tempest 
transaxle and Corvair power train. 

The new T-6 transmission jack 
for truck and bus repair is design- 
ed for under hoist or in pit work. 
The T-6 handles truck and bus 
transmissions, clutches and differ- 
entials. It can be easily adapted 
for automobile transmissions and 
transaxles, engines, front axles and 
cross members with a variety of 
accessory items. 

With a lifting height of 71% 
inches and a low height of 43 
inches, the jack features a capacity 
of 2,000 pounds. The large saddle 
tilts 55 degrees forward, 20 degrees 
back and 12 degrees to either side. 


WITH 
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SLIDING 


SHELVING 
FOR AUTOMOTIVE PARTS 


4 ® SLIDING SHELVES slip easily into position in a matter 
of seconds. Lock in place automatically. Adjustable on 
114” centers. 


DIVIDERS are instantly adjustable—no nuts, no bolts, 
no springs. 


STRENGTH exclusive side flange reinforcement on shelf 
adds unusual strength to shelf and rigidity to bin. 





Equipment Manufacturers Assn. 
has announced that it again will 
offer three one-year scholarships 
to credit executives for graduate 
study at Dartmouth College or 
Stanford University. ° 
Both members and nonmembers 
of the MEMA may apply for the 
scholarships, consisting of two- 
week courses at either school, an 
MEMA spokesman said. The Dart- 
mouth course is scheduled for Aug. 
6-19, and the Stanford session will 
be held June 25-July 8. 
* * 


Bargain Buy 


New-Car Warranty Goes 


With One-Owner Auto 


FORT LAUDERDALE, Fla. — A 
dealership specializing in “one- 
owner” cars which carry a new-car 
warranty at the time of purchase 
has been opened by William Dock, 
veteran South Florida retailer. 

“We enable a person to buy a 
one-or-two-year-old car with 35 
percent of more of the depreciation 
paid,” he explained. “All parts of 
cars sold are checked before a 
warranty is put on them.” 

His firm, Bill Dock Cars and 
Service, is at 801 N, Federal High- 
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way and also specializes in the 
servicing of Cadillacs, Buicks, 
Oldsmobiles and imported cars, he 
said. 

Dock is a graduate of the Gen- 
eral Motors Dealer Management 
School, and for the last seven 
years he has been general man- 
ager of a GM dealership. 

* * * 


DeVilbiss School Attracts 
Wide Variety of Students 
TOLEDO.—The scope of instruc- 


tion provided in a single DeVilbiss | 


week-long spray painting school 
is indicated by the diversity of the 
trades represented by the students. 

In attendance at a recent indus- 
trial-products finishing school were 
representatives of firms producing 
reflectorized signs for highways 
and other uses, deluxe mailboxes, 
caskets, boats, kitchen cabinets, 
stoneware, chemicals and automo- 
tive parts. All took the same five- 
day course. 

* * * 


Lincoln Engineering Adds 
Lifts to Its Automotive Line 


ST. LOUIS.—Lincoln Engineer- 
ing Co. has added auto, bus and 
truck lifts to its line of automotive 


Pa 


31° 


products, according to John E. Ren- 
ner, general sales manager, 

Trademarked Power-Master lifts, 
the line includes single, .double and 
triple-post lifts for servicing cars, 
trucks or buses, Included will be 
the Power-Master H and the Pow- 
er-Master S, both single-post lifts; 
Power-Master II double-post lifts 
= Power-Master III triple-post 
ifts. 


* x * 





| Blackhawk Appoints Heston 


| Automotive Service Chief 


MILWAUKEE.—Robert C. Hes- 
| ton has been appointed service 
manager of Blackhawk Automotive 
Division, Blackhawk Mfg. Co. 

Heston, who has 
been with Black- 
hawk for eight 
years, formerly 
was territory 
manager covering 
parts of Wash- 
ington, Oregon, 
Idaho and British 
Columbia. He will 
be responsible for 
activities relating 
to Blackhawk 
service opera- 
tions, including all franchised serv- 
ice depots across the United States 
and Canada. 





Robert ©. Heston 





FASTER CHANGE-OVERS! 


Uail Coupon for Free [OO -page Catalog 


Lyon Metal Products, Inc. 


290 Monroe Avenue, Aurora, Illinois 


Please send me free copy 
of 100-page Catalog. 


NAME 
COMPANY __ 


ADDRESS __ 


ZONE __ 


STATE 






FORD FAMILY OF FINE CARS CLEARINGHOUSE 
NO. 226 OF A SERIES 


A special Quality Control Group inspects each vehicle for 





final approval as it is completed; ‘‘proves out’? new 
PP 
assembly-line techniques used in producing the model. 


Another Pilot Plant check; this “Octopus” fixture com- 
presses front-end suspension springs to correct position, 
and sets caster and camber. 





A Quality Control Group technician using one of the 
many specialized instruments. Here he measures the 
cross-section of a back window weather strip to determine 
its exact thickness. 





After body components are welded, they are placed in this 
precision checking fixture. They are checked for correct 
tolerances by locators, to assure accuracy of unit. 








HERES ONE REASON WHY 
FORD MOTOR COMPANY PRODUCTS 
ARE TOPS IN QUALITY! 





Only the best in component parts and pro- 


duction techniques satisfies Ford Motor 


Company’s Quality Control engineers 


Specialists at Ford Motor Company’s Pilot Plant operation are the 
Company’s own severest critics of its products. It is their job to see 
that the Ford Family of Fine Cars are quality products in every detail. 
To achieve this, Quality Control and Manufacturing Engineering 
experts must necessarily work months ahead of actual production 
schedule. Theirs is a two-fold job: a quality check on component 
parts and a functional check on production techniques. 


The first step is a thorough examination of pre-production parts to 
determine whether or not they conform to the blueprints and speci- 
fications sheets. When the parts successfully pass this check, they 
are assembled into cars and trucks right in the Pilot Plant. 

Here on the automobile industry’s shortest assembly line, a number 
of vehicles are produced far enough in advance of the first full-line 
production runs to make sure that they can be built precisely; that 
the parts function correctly; and that defects are eliminated before 
full-scale assembly begins in all Company plants. 

The Pilot Plant operation is the heart of Ford Motor Company’s 
quality control system. The result is that the cars you sell are engi- 
neered and produced to give your customers smoothly operating, 
comfortable, high-performing automobiles. Another example of Ford 
Motor Company’s continuing effort to create better products for the 


American motorist . . . and you. 


Another reason why it’s great to be a dealer in the Ford Family of 


Fine Cars. 





Be sure to tell your customers to watch Ford Motor Company's 
Quality Story on the Leonard Bernstein Show, CBS-TV, Sunday, 


February 26, Channel 2, 4:00 to 5:30 p.m. E.S.T. 





Sora 


MOTOR COMPANY 





The American Road, Dearborn, Michigan 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Forde Faicone Thunderbird e Comet « Mercury e Lincoln Continental e 
English Ford Line e Ford Trucks e Industrial Engines e 
Farm and Industrial Tractors and Equipment e Aeronutronic 
"Products for the Space Age e Ford Motor 
Credit Company ¢ The American Road Insurance Company e 
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Fretwell Motor Buys 


Hudiburg Dealership 


OKLAHOMA CITY.—Fretwell 
Motor Co., a Chrysler Corp. deal- 
ership since 1935, has purchased 
Plymouth-Valiant Center here and 
will operate it as a branch dealer- 
ship. 

Purchase price was reported at 
more than $300,000. Plymouth-Val- 
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iant Center, owned by Paul Hudi- 
burg, was formerly Hudiburg Im- 
ported Cars, Inc. 


Matthews Has New Home 

ASHEVILLE, N. C. — Matthews 
Motor Sales (Ford) has opened in 
its new home at 325 Biltmore Ave. 
The dealership was founded 22 
years ago by Raymond E. Mat- 
thews. 





ADVERTISEMENT 


DISPLAY NEW CARS OUTDOORS? SURE! Take a tip from Dee Motor 
Company at Barstow, Calif—Let a Childers Carport turn your lot into 
an exciting, inviting outdoor showroom. It’s air-conditioned free by Mother 
Nature. And Childers Carports provide night lighting that is carnival-gay 
at a very low cost. Read how Childers Carports can save you enough money 
to actually pay for themselves. See Page 43. 


New car and used car sales 
and service customers 
are yours for keeps when 
you keep them reminded 
of your dealership 


... the most effective way is 
with Benmatt license plate frames 


1259 N. ASHLAND AVE., 


LOS ANGELES 23, CALIFORNIA 


CHICAGO 22, 


or name plates! 


ILLINOIS 
& PHILA. 45, PA. 








Capsule Reports .. . 


Auto News in Brief 


DETROIT, — Cloisonne enamel- 
ling, an ancient Persian art, was 
used in designing an insignia for 
the 1961 Imperial LeBaron series. 
The coat of arms appears on the 
rear roof canopy just above the 
belt line. 

It consists of a multicolored 
cloisonne shield topped by gold-col- 
ored coronet and a combination 
metal frame and plaque. Cloisonne 
enamelling is made up of colored 
enamel vitrified and then baked 
between small metal dykes built up 
on a reflective metal backplate. 

* * * 


Philadelphia Fails in Bid 


To Sell 34 Used Cars 


PHILADELPHIA.—The City of 
Philadelphia received no bids for 
34 used city cars it put up for 
sale, in spite of ads and notices 
to some 30 auto wholesalers on 
the East Coast. 

Procurement Commissioner 
Michael H. Sura said the city will 
try to sell this lot with the next 
lot of cars it puts up for sale, or 
hire someone to sel] them to indi- 
vidual purchasers or keep them 
and trade them in when new cars 
are purchased later this year. The 
city used to follow the latter pro- 
cedure. 

* * * 


Plymouth Assn. Dissolved 


CHICAGO. — Dissolution of the 
association hag been announced by 
the Chicagoland Plymouth Dealers 
Assn. “ire 


Mohawk Rubber Outlines 


°61 Merchandising Plans 


AKRON. — Officials of Mohawk 
Rubber Co. presented the firm’s 
1961 merchandising and advertis- 
ing program at the annual meet- 
ing of managers of Mohawk’s 
eight sales divisions. 

Tom C. Johnson, general sales 





THE 


“SILVER DAWN” 


REFRIGERATED AUTO AIR CONDITIONER 





. . . DESIGNED TO FIT 


ALL 





NEW ” 


inet 





twin 


CAR DRIVERS: 


this means a new, slimmer cab- 


. . . @ Super-size evap- . 


orator coil that produces the 
industry's greatest cooling ca- 
pacity (delivered by powerful 


squirrel cage blowers) . . . 





... YET IS SO POWERFUL 
IT WILL COOL ANY CAR 


— INCLUDING THE 


LARGEST STATION WAGON! 


For Complete Information 


Write Or Call . 
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CARS 


exclusive multi-adjustable lou- 
vers . . . precise cooling con- 
trols . . . satin-finish, anodized 
aluminum ‘face plate, compli- 
mented by vinyl that’s lami- 
nated to a streamlined steel 
cabinet . . . and quiet, de- 
pendable performance backed 
by a 12-month or 12,000-mile 
guarantee! 


TO CAR DEALERS: 


this means you can buy and 
sell the ‘61 Frigette for con- 
siderably less than factory- 
installed equipment . . . earn 
a comfortable margin . . . and 

keep customers happier 


famous for being 
trouble-free! 


” The 
2 es 
rigicg 
P.O. Box 7205 


Phone Windsor 3-4431 
OKLAHOMA CITY 


with a unit that’s 


CORPORATION 


manager, said 1961 should con- 
tinue to offer excellent potential 
for replacement tire sales. He 
said it will be necessary to oper- 
ate efficiently in both production 
and sales to compete this year. 
Cost reductions and more effec- 
tive sales operations should pro- 
vide the key to a profitable per- 
formance, he added. 

a * * 


Dodge Dealers in Chicago 


Name Klinger President 


CHICAGO.—Lee Klinger has been 
elected president of the Dodge 
Dealers Assn. of Chicago. Other of- 
ficers are: 

Jack Schutte, vice-president; Wil- 
liam Zelke, secretary; Leon Ray, 
treasurer, and Ed Moticka, execu- 
tive secretary. 

* ok * 


Dealers See Radio Line 


At Party on West Coast 


LOS ANGELES.—Biggest holiday 
noise in the auto trade around Los 
Angeles was the Al Davis Radio 
party which Stromberg-Carlson 
held at Davis Radio headquarters 
here for 1,700 guests from auto 
dealerships throughout Southern 
California. 

Davis introduced the new Strom- 
berg-Carlson radio line to auto 
dealers throughout Southern Cali- 
fornia at the function. { 

* * * 


Sharon Steel Now Offers 


Bright Annealed Stainless 


SHARON, Pa.—Sharon Steel 
Corp., in an effort to reduce fabri- 
cation costs and offer a more com- 
plete line of products to customers, 
announced the completion of a new 
unit for the production of bright 
annealed stainless steel. 

The new finish available on stain- 
less steel is of major interest to 
automotive manufacturers and 
parts fabricators, the company said. 
This new bright finish for stainless 
steel eliminates the need for costly 
buffing and pickling operations. 

* cd ok 


Polybutadiene Now Used 


In U. S. Rubber Truck Tires 


NEW YORK. — United States 
Rubber Co. has begun production 
of truck tires with treads contain- 
ing a blend of polybutadiene syn- 
thetic rubber and natural rubber. 

It is the first commercial use of 
polybutadiene, the company said, 
and marks the second major step 
toward replacement of natural rub- 
ber in heavy service tires since U.S. 
Rubber started production of truck 
tires with polyisoprene rubber, the 
man-made duplicate of tree-grown 
rubber, in March, 1960. 

ok o* * 


Quality Code Set Up 


By Seat Cover Industry 


CHICAGO.—For the first time in 
the automobile seat cover industry 
a quality definitions code for seat 
cover fabrics has been prepared 
and recommended for use, it was 
announced by the Automobile Seat 
Cover Assn, of America. 

Although tentative only and not 
binding on anyone in the industry, 
the code outlines tentative mini- 
mum requirements for woven fab- 
rics and plastics. 

Among the qualities included are 
tensile strength, seam strength, 
color fastness and abrasion. In ad- 
dition to the tentative minimum 
requirements, a complete glossary 
of definitions and terms are pre- 
sented, 

Copies of the Quality Definitions 
Code are available upon request 
and may be obtained by contacting 
the Automobile Seat Cover Assn, of 
America, 159 E. Chicago Ave. 
(Room 203), Chicago 11, Ill. 


a * * 


Canadian Muffler Plant 


Going Up for AP Parts 


TOLEDO.—AP Parts Corp. is ex- 
panding its muffler manufacturing 
operations into Canada with the 
construction of a new plant near 
Toronto. 

The new muffler plant is now 
under construction at Rexdale; a 





Toronto suburb, as an addition tg 
Miracle Products Co., Ltd., a sub. 
sidiary of AP Parts. Production jg 
expected to start the middle of the 
year. 

* 7 oa 


Zinc Institute Moves 


DETROIT.—American Zinc Instj- 
tute has moved its Detroit head. 
quarters to new and expanded fg- 
cilities, at 638 New Center Building, 
James E. Zane, market develop. 
ment engineer, will continue in 
charge of the expanded facilities, 

* a + 


McBride Brothers Signs 


46th Buick Franchise 


ELGIN, Ill. — McBride Brotherg 
has signed its 46th sales agree. 
ment with Buick. The firm signed 
its first Buick franchise in 1909 ang 
has sold 15,000 Buicks since then, 

The dealership is operated by 
Howard and Dave McBride, An- 
other brother, Wesley, who wag as- 
sociated with the company, died 
last October. 

ok * * 


1961 Seat Cover Line 


Features Jacquard Designs 


NEW YORK.—Collins & Aikman 
Corp., producers of automotive up- 
holstery and original automotive 
carpets, announced that 70 percent 
of its 1961 seat cover line will be 
jacquard designs similar to original 
bodycloth. 

The use of jacquard designs re- 
volving around nylon and original 
automotive patterns is one of the 
top innovations in the automotive 
seat cover field, according to the 
company. 

* * * 


GMAC Opens New Office 


COCOA, Fla. — General Motors 
Acceptance Corp. has opened a 
branch office here, with Herman M. 
Johnston as manager. The new of- 
fice is located at 16 Harrison St. 


Gutted by Fire, 
Dealership Opens 
3 Months Later 


AUGUSTA, Me. — Reminiscent of 
the ancient phoenix is the grand 
opening here of the new showroom 
and service center by Brooks & 
Drew, Inc. (Dodge). 

The dealership was struck by fire 
last October and sustained a $30,- 
000 loss. The dealer, Donald Brooks, 
has rebuilt and has resumed opera- 
tions on the same spot where he 
and his predecessors have sold cars 
for over 20 years. 

Brooks was so intent on keeping 
customer goodwill during the re- 
building period that he rented an 
adjacent building and kept his en- 
tire crew working. 

“The men never lost a week’s 
pay,” Brooks said. Nor, because of 
generosity and planning, did 
Brooks lose any experienced per- 
sonnel. 

When asked why, in view of cur- 
rent conditions in the automotive 
field, he was so determined to con- 
tinue, Brooks replied, “Things will 
pick up. The dealership has always 
provided me with a good, full life. 
It will again.” 





Dealer Rebuilds— 


Donald Brooks, president, 
Drew, Inc. (Dodge), shows his mother, Helen 
Brooks, schedule for the grand opening 
of the dealership in Augusta, Me. The 
dealership was rebuilt three months after 
being gutted by fire. 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


ERLIN.—The Saporoshjez is in 

production, Tourists visiting 
Russia have noticed the first few 
“VWs of Russia” on the road. This 
Soviet designed car, which has fea- 
tures of the Fiat 600 as well as of 
the VW, has been quite a headache 
for the engineers. 

In the first place, according to 
reports, the factory—-Kommunar at 
Saporoshje in the Ukraine—has not 
been finished, Work goes on with- 
out a roof overhead. The welding 
department also is said to be not 
finished. 

Twenty factories in Russia and 
eight in the Ukraine are supposed 

to supply this enterprise. One 
newspaper reports that out of 540 
brake cylinders, 446 had to go 
back as not usable. While there 
is no doubt that eventually the 
Soviets will overcome most of the 
difficulties, here is proof of the 
difference between a capitalistic 
system and the Marxian type. 

The suppliers in the free-enter- 
prise form of society could not have 
afforded, due to competition, to ship 








parts or units which would not 
have been satisfactory, but it is a 
tough question when it comes to 
order parts from the inefficient fac- 
tories which are operated by in- 
different Communists, 

oe + & 


Bus Operation 


‘2 Dansk Automobil Byggeri 
A/S of Silkeborg, Denmark, rep- 
resents the British firm Leyland 
for Denmark. D.A.B. supplies, 
among other things, the Copenhag- 
en municipality with buses, 

In order to be able to service the 
trucks and buses in an adequate 
manner, D.A.B. has just started 
service in a modern new plant. 

D.A.B. also makes the bus bod- 
ies in their own fiber glass con- 
struction. Twenty trucks or 
buses can be serviced at one 
time. Each vehicle has its own 
entrance to the stall in which it 
will be serviced. 

This shop is fully equipped with 
dynamometer, brake tester, front- 





chine shop for engine and unit 
overhaul. The basement serves for 


-” 


storage of heavy units and parts. |i 


A staff of 150 employes is at work. 


D.A.B. is also active in exporting 
some of the Leyland buses with 


D.A.B. bodies in steel or aluminum, |§ 


as well as heavy-duty trucks with 
special bodies such as tankwagons 
and refrigerated vans. Poland, Bul- 


garia and Turkey are the present | 


buyers. 
aa * + 


Nordhoff Honored 


7 IN Brazil is now producing 
200 VWs daily and Heinz Nord- 
hoff, the VW general manager, was 
made an honorary citizen of Sao 
Bernado do Campo, the Brazilian 
VW town, 

Ferry Porsche confirmed that, 
among the prototype powerplants 
for the Grand Prix and later the 
Grand Tourisme sport cars, a new 
opposed eight-cylinder has been 
undergoing tests. 

However, a decision on the choice 


wheel alignment tester, and a ma-|of brakes, Porsche’s drum types or 





Service in Denmark— 


This is the service shop of Dansk Automobil Byggeri in Silkeborg, Denmark. This 
new shop can service 20 trucks or buses at one time. Each vehicle has its own entrance 


to the stall in which it will be serviced. 
ek ee 


* * * 


Porsche's newly developed disk|in the production of Morris Minor 


types, has not been made. 
* * * 
Morris Minor Hits Million 


RITISH MOTOR CORP. has 
reached the million milestone 





AUSCO ONE-END 


LIFTS SPEED UP SERVICE 


ON ALL 6/ CARS 


HERE'S A PROVEN ALL-AROUND JACK THAT 
SPEEDS UP DOZENS OF SHOP JOBS...SUCH AS 
ROTATING AND CHANGING TIRES... FRONT 


END AND BRAKE WORK. 


THE HIGH LIFT ATTACHMENT 
GIVES EXTRA WORK ROOM ON 
UNDER CAR JOBS. AVAILABLE 
ON HYDRAULIC AND AIR: 
POWERED MODELS. 












AUTO SPECIALTIES MANUFACTURING CO. 
ST. JOSEPH, MICHIGAN e¢ WINDSOR, ONTARIO, CANADA 


\ 


Transmission > 









AND...WITH THE TRANSMISSION ADAPTER 
IN PLACE, YOU CAN RAISE, LOWER 


AND POSITION ALL CAR AND 








LIGHT TRUCK TRANSMISSIONS. 


THE AUSCO LIFT 
EASIEST TO MOVE 
TO THE 










BIG 10"SEMI- 
PNEUMATIC 
WHEELS MAKE 










cars. BMC’s Nuffield group starteg 
building these cars in October, 194g, 
The Morris Minor is one of the 

Alec Issigonis-designed cars, Is- 
sigonis, when he joined the Mor- 
ris design section in 1936, devel- 
oped as a hobby a racer which 
had independently suspended 
wheels and rubber springing, fea- 
tures which remind us today of 
the latest Mini-minor Morris cars 
with front-wheel drive. 

Issigonis realized before World 
War II that British designing had 
become stale. Exports were rather 
limited, less than 10 percent of pro- 
duction. Only two cars at that time 
had unitized bodies in contrast to 
trends in Europe. 

Only two British cars had inde- 
pendent front-wheel suspensions, 
When designing the Morris, he in- 
troduced unitized body design and 
the front wheels were independent- 
ly suspended. In order to reduce 
the twisting effect on the structure, 
Issigonis fed this effect away from 
the extremities, into the center of 
the car. He achieved this by using 
torsion bars along the longitudinal 
axis of the car (like Chrysler does). 

The car has been steadily im- 
proved throughout the years, but 
no radical changes ever occurred. 

Morris does not like to take 
chances. Every engine assembly 
without oil pan is mounted on a 
turntable, with nine others, and 
turned by external power for 17 
minutes while oil under high pres- 
sure flows through it. Out of every 
20 engines, two are pulled away. 
One is taken apart and inspected 
while the other has to perform 
for 1% hours under power. 

* * * 


Old Riley Plant Is Busy 


— old Riley factory, converted 
by BMC into a rebuilding plant, 
is turning out 2,500 engines per 
week, not counting such units as 
transmissions, propeller shafts and 
others. 

Engines run from 1936 models up, 
from the small Morris and Austin 
up to big diesels. Every engine 
must perform under its own power, 
and is tested in regard to perform- 
ance, oil pressure as well as to 
noises. All remanufactured units 
are painted gold, which identifies 
them easily. 

So far exchange units are offered 
only in the United Kingdom. The 
12-month BMC warranty covers 
these exchange units also. 

* * * 


DB Output Up 14 Pct. 


N STUTTGART, Daimler-Benz 
reported a 14 percent increase 

in production during 1960, a total 
of about 195,000 units. The export 
share was about 40 percent. 

DB is trying to meet the flood 
of passenger-car orders by stepping 
up production as much as possible 
under present facilities. 

* ok * 


Opel Production Up 11 Pet. 


N 1960, Opel produced 315,945 ve- 

hicles, an increase of 11.6 per- 
cent over 1959. Of this total, 504 
percent was exported. 

Opel emphasized that there will 
be no changes in models to be 
shown at the Frankfurt Auto Show 
in the fall. After that date, Opel 
said, it intends only detail improve- 
ments, 


| 
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AUTOMOTIVE WASHINGTON 





Weather and Slump Fail 
To Hurt Capital Sales 


By William Ullman 


Washington Bureau Chief 


ESPITE rain, snow, sleet 


and gloomy predictions, the 


nation’s capital still seems to be one of the best spots 


for a car dealer. This was con 
the District Department of¢ 
Motor Vehicles released fig- | 


ures showing that sales of new 
cars in January, 1961, in Washing- | 
ton increased by | 
13 percent over} 
the same month 
a year ago. 

At the same| 
time, it was an- 
nounced that 
new-car sales for 
1960 in the dis- 
trict exceeded 
those in 1959 by 
12 percent. 

, The news ap- 
William Uliman parently came as 
no surprise to loca] dealers. A few 
weeks ago at their annual] auto 
show, they experienced what one 
car man termed “our best year yet 
in terms of on-floor sales.” Dealers 
in the city and suburbs in Maryland 
and Virginia seem immune to 
storms, dips in the economy and 
predictions of worse trials to come. 

During January, for instance, 
the capital was besieged by three 
major snowfalls, the kind that 
left cars strewn along highways 
like so many useless hunks of 
metal, Insurance claims—mostly 
for bruised fenders and scraped 
paint—soared by 50 percent over 
December, 1960. And weather men 
are predicting “more of the 
same.” What car dealer could 
ask for less? 

To make matters worse, the capi- 
tal is seething with reports, predic- 
tions and rumors that the economy 
is at an alltime low, with buying 
not far behind. Sane dealers start 
worrying when the situation 
reaches that point. 

But the Washington breed, from 
long experience, knows better. In 
the capital, all is always well. The 
president may tell the country that 
things are tough, but when he and 
his lovely family live “just around 
the corner,” nobody seems to get 
awfully upset about the dire warn- 
ings. Nobody—including those who 
sell, and those who buy, autos. 

* * * 


Wage Fight Roars On 

HE “never-ending” minimum- 

wage battle appeared to be 
roaring to a close last week, With 
the House Rules Committee stacked 
in favor of “liberal” legislation, and 
the Administration’s pleading to 
Congress for action on broadened 
wage-hour legislation, the end of 
the fight may be a sad one for auto 
dealers. 

The fact that the fight isn’t 
over yet, though, was made clear 
by the National Automobile Deal- 
ers Assn. and the Chamber of 
Commerce in “followup” action 
after President Kennedy’s request 
to the lawmakers for approval of 
measures which, for all practical 
purposes, would destroy the ex- 
emptions now afforded car deal- 
ers, 

NADA, in a _ newsletter to its 
members a few days after the 


Plymouth Hosts 


Top Salesmen 


DETROIT.—The nation’s 144 top 
Plymouth salesmen and their wives 
will be guests of Plymouth for four 
days in San Francisco as a reward 
for their outstanding 1960 sales 
record, 

They will arrive in San Fran- 
cisco Feb. 16. Winners, selected 
from approximately 8,000 Plymouth 
Salesmen who are members of the 
Plymouth All-Star Club, comprise 
the club’s Diamond Chapter and 
will serve as members of a cabinet 
that will direct the club activities 
during 1961. With this membership 
80es a special diamond pin. 

Business meetings will be con- 
ducted during the stay in San Fran- 
cisco. 








| $1.25 an hour, 


firmed again last week, when | 





President’s message, noted that the | 
“bill most likely to succeed” was | 


that introduced by Rep. James 
Roosevelt, California Democrat. If 
enacted, the measure would in- 
crease minimum wage from $1 to 
staggered over a 
three-year period, with time-and- 
one-half for all hours worked in 
excess of 40 hourg weekly. 
Further, it would apply the min- 
imum wage and overtime pay stip- 
ulations of the Federal Wage-Hour 
Law to auto dealers having gross 
annual sales of $1 million or more 
from one or more establishments. 


“In short,” NADA summed it up, | 
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| “this proposed legislation will abol- | 
| ish the dealer’s historic retail sales 


|and service exemption from the 
Federal Wage-Hour Law.” 


* * * 


Powell to Push Bill 
EFT unsaid in the NADA news- 
4 letter was the fact that Adam 
Clayton Powell, New York Demo- 
crat and chairman of the House 
Committee on Education and La- 
| bor, which is handling the bill, has 


pledged full support of the restric- 


| tive proposals. 

NADA asked dealers to start 
writing their congressmen, urg- 
ing them to preserve the dealer’s 
traditional rights, and to have 
their friends, employes and busi- 
ness associates do the same. 


Taking a different line of opposi- | 


| tion, the Chamber announced that 
|it opposed such legislation “on 


| grounds it would contribute to un-| 


employment and unleash inflation- 
| ary pressures that would increase 
| your cost of doing business, The 
| harmful effects would be felt most 
acutely in areas with chronic un- 
| employment.” 

| Though it revealed no new plans 
| for combative action, the Chamber 
| doubtlessly will jump into the thick 
|of the fight when it reaches its 
climax—a point in time which will 








Buick’s Henry Ford 
Gets $42 for Brake Tip 

FLINT.—Henry Ford has col- 
lected $42.36 for his suggestion to 
revise a manufacturing procedure 
at Buick, A foundry inspector, he 
has been employed by Buick since 
1943. 

His idea, involving a brake- 
drum welding operation, was 
among 404 suggestions which net- 
ted Buick employes more than 
$23,000 in cash and savings bonds 
this month under the General Mo- 
tors Suggestion Plan. Since 1957, 
suggestion awards have been paid 
to a Chrysler, Dodge, Nash and 
Olds, all Buick employes. 





be with us sooner than the auto- 
sales industry may think. 
* * ok 


World Car Output Soars 


beter production of autos, 
trucks and buses climbed to 
more than 14 million units in 1959, 


and registrations of vehicles as of | 


Jan. 1, 1960, totalled more than 119 
million, the Business and Defense 
Administration of the Department 
of Commerce has announced, 
BDSA, stating that its informa- 
tion came from the United States 


Foreign Service and sources in 
this country, said the U, S. con- 
tinued to lead all countries, ac- 
counting for 60 percent of world 
registration of vehicles, 

World production, it said, totalled 
14,283,066 units in 1959, compared 
with 11,724,651 in 1958, an increase 
of 22 percent. The U. S., the largest 
producer, increased output by 30 
percent, from 5,135,106 to 6,688,531 
units; West Germany, the second 
largest producer, 18 percent, from 
1,495,256 to 1,767,585 units; the 
United Kingdom and France, 14 
percent, and the Union of South 
Africa, a small percentage, Japan’s 
production, BDSA figures showed, 
nearly doubled over the one-year 
| period. 

European gains in registrations 
from 1958 to 1959 amounted to 8 
percent, the administration said, 
| with autos increasing 10 percent 
| and trucks and buses 4 percent. 

“Continued increases are expect- 
|ed in motor-vehicle registrations 
| throughout the world,” it predicted, 
| “particularly in passenger cars, 
owing largely to the rising standard 
| of living in many countries as well 
as to the large increase in Euro- 
pean manufacture of smail pas- 
senger cars that can be sold at 
prices within the means of the 
lower income groups.” 





Single molding has red lens 


section, clear housing 


On the 1961 Lark—Housing and lens 


are a one-piece Plexiglas molding! 


In finished part, clear 


housing is metallized on 


second surface 


small side-jewel 


™ 


section is sprayed red 


The 1961 Studebaker Lark one-piece tail light 
“assembly” shown above is produced by double- 
molding red and crystal-clear PLEXIGLAS® acrylic 
plastic. The combined lens-and-housing is a first- 
time part in the automotive industry. 


The advantages? An all-acrylic unit with hand- 
some appearance, great strength and weather re- 
sistance, and a gleaming metallized section that 
stays bright . . . at a cost reduction of approximately 


30% compared with 
lens, die-cast housing 


the traditional assembly of 
and gaskets. 


There are many opportunities for obtaining im- 
proved performance at lower cost in today’s cars, 


PLEXIGLAS 





by using parts molded of PLEXIGLAS (and Rohm & 
Haas IMPLEX®, the high impact acrylic). Our de- 
sign staff and technical representatives will be 
pleased to discuss specific parts with you in detail. 


PHILADELPHIA'S 


PA. 





Detroit Representative: FR. C. Oglesby, Nor-Way Building, 20211 Greenfield 


Road, BRoadway 3-067 4. 


In Canada: Rohm & Haas Company of Canada, Lid., 


West Hill, Ontario. 
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Two-ten (8) station wagon, $485s. 
Two-ten (6) 4-dr., $475*; Delray, 
$410*; One-fifty (6) 2-dr., $390 

’55 Bel Air (8) sport coupe, $555; 2-dr,, 
$450*; Bel Air (6) sport coupe $5609" 
$460*; 4-dr., $410*; Two-ten (6) Del. 
ray, $520*, $450; 2-dr., $500*; Two. -ten 
(8) 4-dr., $385*; Delray, $30* 

54 Bel Air sport coupe, $400"; 2-dr,, 
$280*; Two-ten Delray, $345° $290¢: 
4-dr., $315*; One-fifty 2-dr., $140, 

’53 Two-ten 4-dr., $325, $220; Bel Air 
4-dr., $215*; One-fifty 4-dr., $165. 

"49 Deluxe 2-dr., $150. 

CHRYSLER—’58 NY 4-dr., $1,285* (pg), 

’'57 NY 4-dr. hardtop, $1,050* (pg). 
Windsor 4-dr. hardtop, $835* (ps); 4: 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 






















1% - 9» dr., $735* (ps). 
ee EA BB z ’55 Windsor 2-dr., $285*. 
e 9 oF a 9 927 B COMET—’'60 Comet 2-dr., $1,725*. 
# 6 2 9 #2 BG Of 9 DeSOTO—'57 Fireflite 2-dr. hardtop, $725 
ee 8 12 4 2 3 ¢ 5 zi coer? Firesweep 4-dr. hardtop, $559 
Z é z (ps). 
# 6 87 * DODGE—’59 Custom Royal (8) 4-dr., $1. 
# eo 420* (ps); Coronet (8) 2-dr., $1,285¢. 
we #2 Be 56 Royal (8) Sierra 4-dr., $535* (ps), 
Ba ee a ’55 Coronet (8) Suburban 2-dr., $329, 
z # # ee FORD—'61 Thunderbird (8) 2-dr. hard. 
& # # top, $4,150* (ps), $3,985" (ps), $3,935¢ 
e # (ps), $3,850* (ps). 
# 60 Country Sedan (8) 4-dr., $1,905¢ 
bs (ps); Galaxie (8) Starliner, $1,785 
g (ps), $1,725*; conv., $1,735*; Falcon 





(6) 4-dr., $1,575*, $1,425; 2-dr., $1. 
485; Fairlane (8) 4-dr., $1,460*; Fair. 
lane (6) 4-dr., $1,250. 

’59 Thunderbird (8) 2-dr. hardtop, $2. 
650* (ps); Galaxie (8) 2-dr. Victoria 
$1,560* (ps), $1,550* (ps); conv., $1, 
485* (ps); 2-dr., $1,480* (ps); 4-dr, 
Victoria, $1,415* (ps); Country Sedan 
(8) 4-dr., $1,410* (ps), $1,360* (pg), 
$1,345, $1,330* (ps); Fairlane 500 (§) 
2-dr. Victoria, $1,395* (ps); 2-dr, 
$1,330* (ps); 4-dr, Victoria, $1,309* 
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Prices of '61s added and ’53s dropped in November, 1960. Prices of ’60s and ’52s dropped in December, 1959. 
Figures alongside bars rer resent dollars, @ 1961, by Automotive News 




















Prices marked with an asterisk dr. (9 pass.), $1,365*; Fairlane (8) 4- $1,025; Brookwood (8) 4-dr., $1,300*, ’57 Bel Air @ sport coupe, $1,130, $1,- = ti sane iae tb) 4a & 
‘ : : : , dr., $1,115* (ps); Fairlane (6) 4-dr., $1,255*; Biscayne (8) 4-dr., $1,270* 100* (ps), $1,045*; sport sedan, $935* -ar., , ; - 
indicate a unit equipped with an $1,060*; Ranch Wagon (6) 2-dr., $1,- (ps), $1,140*. (ps); 4-dr., $875; 2-dr., $795*; Two- 240* (ps), $1,165* (ps), $1,135*; 2-dr,, 
automatic transmission or over- 100*; Custom 300 (8) 2-dr., $940*, ’58 Impala (8) conv., $1,350* (ps), $1,- ten (8) station wagon 4-dr. (9 pass.), $1,180; Custom 300 (8) 4-dr., $1,155°, 
drive, and (ps) indicates power $925. 150* (ps), $1,025*; sport coupe, $1,- $895*; (6 pass.), $730*, $605; Two-ten hae (pa), $1,010, | $1,000; Custom 
steering ’58 Fairlane 500 (8) 2-dr. Victoria, 350* (ps), $1,185* (ps); Bel Air (8) (8) station wagon, $690; 4-dr., $685; 4 oe ) 2-dr., 8 “a ; Naedt 

: — $980*; Country Sedan (8) 2 dr., $850; sport coupe, $1,190* (ps), $1,145* (ps); One-fifty (6) 4-dr., $635; 2-dr., $490. 58 Thunderbird (8) 2-dr. hardtop, $2,- 
Fairlane (8) 4-dr., $800*; 2-dr., $750*. Brookwood (8) 4-dr., $1,030*, $975; ’56 Nomad (8) 2-dr., $800* (ps); Bel 165* (ps), $1,915* (ps); Country 
ALBANY '57 Fairlane 500 (8) 2-dr, Victoria, $850* Yeoman (8) 4-dr., $835*; Delray (8) Air (8) sport coupe, $750*; sport sedan, Squire (8) 4-dr., $1,090* (ps); Coun- 

(ps); 4-dr. Victoria, $550* (ps); Coun- utility sedan, $750. $655* (ps); 4-dr., $650*, $610, $500*; (Continued on Page 39, Col. 1) 





try Sedan (8) 4-dr., $750* (ps); Cus- 
tom (6) 2-dr., $475. 

56 Fairlane (8) conv., $700*; 2-dr., 
$380; Custom (8) 4-dr., $310*. 

’54 Custom (8) 2-dr., $260*. 

’53 Custom (8) 2-dr., $165*. ~ 

MERCURY—’59 Montclair 2-dr. hardtop, 

$1,250* (ps); Monterey 2-dr., $1,075". 

’56 Monterey 2-dr. hardtop, $380*. 

’55 Montclair 2-dr. hardtop, $435*. 
OLDSMOBILE — ’60 (88) 4-dr., $2,140* 
(ps); 2-dr. Scenic, $2,135* (ps). 

"59 (98) 4-dr. Holiday, $1,825* (ps), $1,- 

750* (ps); (88) Super 4-dr, Holiday, 
* * * 

ee es cet ie ALABAMA MICHIGAN NEW JERSEY 

’5S (98) 4-dr., $1,300*; 4-dr. Holiday, 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of Feb. 
6. Enough good car buyers attended to buy 
almost all of the cars and trucks, despite 
the weather conditions, Sold 53 cars from 
67 consignments. 


CHEVROLET—’59 Bel Air (6) 2-dr., $1,- 
150; Biscayne (6) 4-dr., $825. 

’58 Brookwood (8) 4-dr., $850*. 

’57 Bel Air (8) 4-dr., $1,075*, $585*; 
Two-ten (8) station wagon, $875* (ps); 
Two-ten (6) 2-dr., $570*. 

"56 Two-ten (8) 4-dr., $575*; Two-ten 
(6) station wagon, $460*. 

55 Bel Air (8) sport coupe, $500*, $330*; 
conv., $460*; station wagon, $410*; 
Bel Air (6) 4-dr., $430*, $400; Two- 





LEADING USED-CAR AUCTION DIRECTORY 


y Rates: Listing (maximum: three lines of e)——$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
( shor taaabanis space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For display Rates contact Want Ad 
Bone. Automotive News, Detroit 7, Michigan. 














ten (6) station wagon, $345. $815* (ps). . 
54 Two-ten 4-dr., $200. ’57 (88) 2-dr. Holiday, $815* (ps); Fiesta t InutTes from New York Ci 
DODGE_—'56 Coronet (6) Suburban 2-dr., 4-dr., $810° (ps); 4-dr. Holiday, $625° JOHNSON AUTO we) Minut ty 
$310°. (ps); (88) Super 4-dr, Holiday, . - 
FORD—'60 Falcon (6) 2-dr., $1,270. (ps). AUCTIONS DETROIT'S 
59 Galaxie (8) Skyliner, $1,300* (ps); <— pint 2-4r., one ee eee Oldest, Largest and Very Best 
4-dr., $1,250*; Ranch Wagon (8) 2- ) _«-ar,, ‘ onl 
” ? PLYMOUTH —°59 Sport Fury (8) 2-dr. Huntsville, Ala.—Friday : 


dr., $1,200* (ps). 

’58 Custom 300 (8) 4-dr., $725*. 

’57 Country Squire (8) 4-dr., $900* (ps); 
Custom 300 (8) 4-dr., $665*; 2-dr., 
$400*; Country Sedan (8) 4-dr., $585*. 


hardtop, $1,430* (ps); Savoy (8) 2-dr., Wednesday at Noon 


$750*. 100% Insured—No Registration Fee 
’57 Fury (8) 2-dr. hardtop, $670*; Bel- A tco 
vedere (8) 2-dr. hardtop, $545; 4-dr. § 
$380* 





AUTO AUCTION 











"54 Crest (6) 4-dr., $125. oe aca ays A toss . (3) «| ——__— eee = 
LINCOLN—’55 Capri 4-dr., $210* (ps). avoy -ar., ; Savoy , 19241 Dix—Toledo Highwa Route 
MERCURY — '58 Monterey 4-dr., $775* dr., $220°. _____—C CONNECTICUT pny! seg Seeds City ate 
(ps). PONTIAC—’61 Bonneville sport coupe, $2,- ust 4, mile from ' ' 
NASH—’'56 Ambassador (6) 4-dr., $270*. 950* (ps). E ICHIGAN 
55 Ambassador (6) 4-dr., $130*. '59 Bonneville conv., $1,950* (ps). NEW ENGLAND'S OLDEST MELVINDALE, M 
OLDSMOBILE — ’59 (88) 4-dr., $1,630* 58 Super Chief 4-dr., $870* (ps). AND BEST PHONE: DUnkirk 3-0150 EXCLUSIVELY FOR AUTO DEALERS 


’57 Super Chief Safari 4-dr., $855* (ps). 


— 2-dr. Catalina, $440° (ps), Dealers Auto Exchange in our 14th year A tco INSURED PICKUP AND 
» : of continuous operation. y 
54 St Chief 4-dr., $205* ( 

RAMBLER . >. = ar he. $1, Sale every Wednesday - 11:00 A.M. DELIVERY SERVICE 


—'61 American 


(ps), $1,490*; (88) Super Fiesta 4-dr., 
$1,550* (ps). 
55 (88) 4-dr., $270. 
PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,285*. 






















58 Belvedere (8) 2-dr., $850*; Suburban] (425. SOUTHERN AUTO SALES, INC. < MINIMUM RATES 
51 Fury (8) 2-dr hardtop, $710* (ps) 87 Buper (6) 4-dr~ $630" nee See, Sane. : : Ww heck 
m ury (8) 2-dr, hardtop, ps). ‘ r -ar., . e issue auction checks— 
°53 Savoy 4-dr., $150. MISCELLANEOUS — ’60 Chevrolet (6) Flint Auto Auction, Inc. Guarantee titles 
PONTIAC—’58 Chieftain 2-dr., $820*. Apache pickup, $1,090. ES FLINT, MICHIGAN Dual Lane Sale—4 Aualeneeis 
’57 Chieftain 4-dr., $590*. Exclusively for Dealers 
RAMBLER—'59 Super (6) 4-dr., $750*. LO E TTI | “on ae of J Insured By 
‘SG Custom Cross Country, $610; 4-dr.,] te en : ler Auto| DAYTONA BEACH — Florida Auto ee ee oe AUCTION INSURANCE AGENCY, 
: c os Angeles Dealer Auto * s ® Pe ‘ Birmingham, Alabama 
MISCELLANEOUS—’61 Willys Jeep, $2,-| Auction. Sale every Tuesday. Prices are Auction. City Airport. Tues., 10} » Conveniently located in the heart of the ——— 
120. for sale of Feb. 7. A.M. Dealer-owned. Dealers only. automobile world. EVERY THURSDAY AT NOON! 
"ba Dodge %-ton pickup, $330; Chevrolet BUICK "te ere io, meee. poner © Ten acres of completely fenced parking ON ROUTE 46 
%,-ton panel, + 8); Invicta 4-dr., j ps), area, 
TRO a ee ao $1,435* (PS); | WEST PALM BEACH — Florida’s| ¢ Always a fine selection of sharp cars, CALDWELL TOWNSHIP, N. J. 
DE IT 57 RM 2-dr. Riviera, $825* (ps); Spe-| “quality” auction. 12 Noon. Thurs-| ¢ Friendly relations prevail at all times. CApito! 8-0100 for Reservations 
Aptco Auto Auction, Sale every Wed- cial 4-dr. Riviera, $800* (ps); 2-dr. day. W. Palm Beach Fairground. © Congenial auctioneers, 
nesday. Prices are for sale of Feb. 8. Riviera, $795* (ps), $685*; Estate @ Fair management 
BUICK—’60 Electra 4-dr., $2,200*. Wagon, $735*; Century 2-dr. Riviera, 3 : 
'59 LeSabre 2-dr., $1,700* (ps). $710* (ps); Super 4-dr. Riviera, $695* MARYLAND MICHIGAN'S FINEST SALE 
’57 Century 4-dr., $730* (ps). (ps); 2-dr. Riviera, $675* (ps). - 
56 Super 2-dr. Riviera, $380* (ps). ’56 Special 4-dr. Riviera, $570*. BEL AIR—Bel Air Auto Auction. Ti- vend M a ers beer eon M a | e y+ e D e | 
"55 Special 2-dr., $240*; Super 2-dr. Ri- ’55 Century 4-dr. Riviera, $380*; 2-dr. s . D. McCollum, Vice-President an anager { 
viera, $200* (ps). tles, checks guaranteed. Cars group 3711 Western Road Phone CEdar 2-318! i 





Riviera, $280*; Special 2-dr. Riviera, ° 
$355*; conv., $175* (ps). ed. Thur., 12 noon. Established 1947. 


’54 Super 2-dr. Riviera, $305* (ps); Spe- AT 18 a a iD Ly ue i 
i 2-dr. Ri : 5* Ss). 
‘63 Super adr. S18", COLORADO OVER 3 e 


CADILLAC—'60 de Ville 2-dr. hardtop, 600 oY hs 
AUCTION 


CADILLAC—’58 (62) Coupe de Ville, $1,- 
925* (ps); Sedan de Ville, $1,800* 
(ps). 

CHEV ROLET—’60 Impala (8) sport sedan, 
$1,880* (ps); Impala (6) sport coupe, 
$1,700; Parklane (8) 4-dr., $1,810* 
(ps); Corvair 700 (6) 4-dr., $1,500*; 
Biscayne (6) 2-dr., $1,410. 

’*59 Impala (8) sport coupe, $1,580* 
(ps); Parkwood (8) 4-dr., $1,365* 
(ps), $1,350*; Parkwood (6) 4-dr., 
$1,200*; Bel Air (8) 4-dr., $1,275* 








$4,500* (ps), $4,300* (ps), $4,200* 


gu b00* ton) $1,200" toads eae, sl COMBINATION SALE EVERY WEEK wey i) 


top, $3,850* (ps), $3,750* (ps). 


’59 Eldorado conv., $3,535* (ps), $3,500* Junction of Penna. and N. J. Turnpikes 
(ps); de Ville 2-dr. hardtop, $3,450* C A We S we Pp i C K U ue S we T R U C K S, Route 206 South, Bordentown, N. J 
Exit 7,N.J Th e + AXminster 8-340 


(ps), $3,400* (ps); 4-dr. hardtop, $3,- Lael: 


| 
(ps), $1,135*, $1,100*; Biscayne (8) 400* (ps), $3,300* (ps), $3,175* (ps), 
4-dr., $1,100*; 2-dr., $975; Biscayne $3,140* (ps); (62) 2-dr. nardtop, $3,- Tuesday, Feb. 28th, 10:00 A.M. 
(6) 2-dr., $1,000. 350* (ps); 4-dr., $3,150* (ps). —_—_—_—————S—S—__—__ nnn i 
"58 Impala (8) conv., $1,200*; sport "58 (60) Special 4-dr. hardtop, $2,500* 600-700 UNITS WILL BE OFFERED NEW YORK 
coupe, $1,085* (ps); Brookwood (8) (ps), $2,400* (ps); (62) 4-dr., $2,035* ° ° ee 
4-dr., $975* (ps); Brookwood (6) 4-dr., (ps). Dual Ring Selling NEW YORK STATE’S OLDEST i 
i 


"57 (62) Coupe de Ville, $1,895* (ps); 


4-at., $1,000" (pe); 2-de, hardtop, #1, COLORADO AUTO AUCTION TIM ANSPACH INC. 


756 (60) Special 4-dr., $1,235* (ps); (62) 


$905; Bel Air (8) 4-dr., $875* (ps); 
Biscayne (6) 2-dr., $875*; 4-dr., $800; 
Delray (6) 2-dr., $825*. 

"57 Bel Air (8) station wagon, $875*, 


Dealer Aute Auction 





700* (ps); sport coupe, $875*; sport conv., $1,025* (ps), $985* (ps). 4285 Ss i Sant 

sedan, $795*; Bel Air (6) sport coupe, ’55 (60) Special 4-dr., $1,200* (ps); SUnset 1-7821 ° a Fe, Littleton, —_ 1-66 Albany 5, N. Y. 

$630*; Two-ten (8) station wagon, (62) Coupe de Ville, $1,200* (ps), as " nset 1-6673 Every Monday — I! O'Clock 
el Sy S| Ey Se ao aes Licensed dealers only. oie he areas 
n-ne ibe si “"$250* (ps). 255 Paper nen: eae? “Rocky Mountain Region's Wholesale Cor & Truck Market.” All Titles and Checks Guaranteed 


’52 (62) Coupe de Ville, $150*. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,300* (ps), $2,300, $2,050; sport se- 
dan, $2,000* (ps); conv., $1,985* (ps), 
$1,970"; Parkwood (8) 4-dr., $2,170* 
(ps); Corvair 700 (6) 4-dr., $1,485*; 
Corvair 500 (6) 4-dr., $1,450*, $1,400, 
$1,385*, $1,260. 

’59 Corvette (8) conv., $2,500, $2,275*; 
Impala (8) sport coupe, $1,760, $1,675* 
(ps), $1,575*; conv., $1,735* (ps), $1,- 
540* (ps), $1,510* (ps); sport sedan, 
2 at $1,665* (ps), $1,485* (ps); $1,- 
350*; 4-dr., $1,430* (ps); Parkwood 
(8) 4-dr., $1,680* (ps), $1,605* (ps); 
Kingswood (8) 4-dr., $1,665* (ps), 
$1,530* (ps); Bel Air (8) 4-dr., $1,- 
330*, $1,315* (ps), $1,275*, $1,230*; 
2-dr., $1,330*, $1,290*, $1,285*, $1,- 
250*; Bel Air (6) 4-dr., $1,125*; 2-dr., 


’55 Two-ten (6) 2-dr., $375* 
CHRYSLER—'56 NY 4- dr., $460* (ps). 
COMET—’60 Comet 2-dr., $1,555. 
DeSOTO—'58 Firedome 4-dr., $700* (ps). 

’57 Firedome 4-dr., $500* (ps), $450*. 
DODGE—’59 Coronet (6) 4-dr., $950*. 

’57 Coronet (8) 4-dr., $550* (ps), $380*. 

"56 Coronet (6) 2-dr., $395. 

FORD-~—'61 Falcon (6) 2-dr., $1,585. 

"60 Country Sedan (6) 4-dr., $1,565; Fal- 
con (6) 4-dr., $1,435*; Fairlane 500 
(8) 2-dr., $1,400; Fairlane (6) 2-dr., 
$1,150. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
190* (ps); conv., $1,990* (ps); Gal- 
axie (8) conv., $1,415* (ps), $1,375*, 
$1,340; 2-dr., $1,400* (ps); 4-dr. Vic- 
toria, $1,330* (ps); 4-dr., $1,265* 
(ps), $1,200*; Galaxie (6) 2-dr. Vic- 
toria, $1,380*; Country Sedan (8) 4- 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check an 
Title Protection. (Wed.) 


Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 





“NORTH CAROLINA 


RALEIGH — Mann’s Auto Auta 
9 Sale, Rt. 5. Ph. 3-1564, Titles 
Need Some Creampufts Fast? checks guaranteed. Mon. 10 A. > 


Dealer auto auctions listed here hold the answer to your used-car problems. OHIO el 


Consult this page each week for the nation's top auto auctions. AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 


teed. Ea. week, Tues., Thurs., 12:30. 
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dr., $1;050*; Fairlane (6) 2-dr., $900*; 
Fairlane 500 (8) 2-dr. Victoria, $950*; 
e e Ranch Wagon (8) 2-dr., $$00*; Ranch 
Wagon (6) 2-dr., $710*. 
Used-Car Auction Prices |) 022m tuts ses ss 
Fairlane 500 (8) 2-dr., $595*, $590*; 
conv., $515*; Fairlane (8) 2-dr. Vic- 
toria, $480*, $460*, $455*, $350* ;- Fair- 
; lane (6) 4-dr., $440*; 2-dr., $435*, 
(Continued from Page 38) $415; Custom 300 (6) 4-dr., $375*; 2- 
dr., $360*; Custom (8) 2-dr., $335*, 
try Sedan (8) 4-dr., $985* (ps); Fair- sport coupe, $915* (ps); 2-dr., $845*, $285*. 
Jane 500 (8) 2-dr. Victoria, $985* (ps), $750*, $745*, $700*; conv., $375*; Bel "56 Fairlane (6) 2-dr. Victoria, $335*; | 
$910*, $885*, $880* (ps); conv., $885* Air (6) 2-dr., $725* (ps); Two-ten (8) 2-dr., $300*; Custom (8) 2-dr., $290*, 
(ps) 4-dr., $810* (ps); Custom 300 station wagon, $775*; sport coupe, $240*; Main (6) 2-dr., $215; Main (8) 
(8) 2-dr., $790*%; 4-dr., $635*; Fair- $575*. 2-dr., $145*; Ranch Wagon (8) 2-dr., 
lane (8) 4-dr., $760*. ‘56 Bel Air (8) 4-dr., $615*; sport coupe, $210*. 


157 Fairlane 500 (8) 2-dr. Victoria, $825*, 
$700 4-dr., $550*; Country Sedan. (8) 
4-dr. (9 pass.), $800*; (6 pass.), $715*, 
$665; Custom 300 (8) 2-dr., $635* 
(ps); 4-dr., $625*, $585*, $490*; Ranch 
Wagon (8) 2-dr., $615*, $610; Custom 
(8) 4-dr., $425*. 

56 Fairlane (8) 2-dr, Victoria, $515* 
(ps), $510*, $460*, $385*; conv., $500* 
(ps), $360* (ps); 2-dr., $425* (ps); 
Country Sedan (8) 4-dr., $450* (ps); 
Custom (8) 4-dr., $435* (ps); Main 
(8) 2-dr., $285. 

155 Thunderbird (8) conv., §1,130* (ps); 
Fairlane (8) 4-dr., $420*; conv., $405*; 
Crown Victoria, $385*, $375*; 2-dr., 
$375*, $360*; Country Sedan (8) 4-dr., 
$335*, $325*; Ranch Wagon (8) 2-dr., 
$320*; Custom (8) 4-dr., $285*, $195*. 

54 Custom (8) 4-dr., $215*; 4-dr., $150*. 
153 Country Sedan (6) 4-dr., $290; Crest 
(8) 2-dr. Victoria, $200* (ps), $175; 
Custom (8) 2-dr., $165*. 

IMPERIAL — '59 Imperial 2-dr. hardtop, 
$2,700* (ps). 

158 Imperial 2-dr. hardtop, $1,885* (ps). 

LINCOLN—'60 Continental 4-dr. hardtop, 
$3,990" (ps). 

59 Continental Mark IV 4-dr. hardtop, 
$3,170" (ps); conv., $2,870* (ps). 

’56 Premiere 2-dr. hardtop, $1,000* (ps). 

MERCURY—'60 Monterey 2-dr., $1,575. 
59 Park Lane 2-dr. hardtop, $1,865* 
(ps); Montclair 2-dr, hardtop, $1,795* 
(ps). 

56 Commuter 4-dr., $1,000* (ps); Mon- 
terey 2-dr., $805. 

57 Commuter 4-dr., $800* (ps), $700* 
(ps); Montclair 4-dr. hardtop, $765* 
(ps), $735* (ps); conv., $625* (ps); 
Monterey 4-dr., $585* (ps); 2-dr., 
$485*, $425*. 

’56 Monterey 2-dr, hardtop, $450. 

’55 Monterey 2-dr. hardtop, $405*; 4-dr., 
$260 (ps); Montclair 2-dr. hardtop, 
$340*, $285*. 

OLDSMOBILE — ’'60 (98) conv., $2,650* 
(ps); (88) Super conv., $2,385* (ps). 

58 (SS) Super 4-dr., $1,175* (ps). 

’57 (88) 2-dr. Holiday, $785*. 

'56 (88) 2-dr. Holiday, $685* (ps), $650* 
(ps), $530* (ps); 4-dr., $580* (ps); 
4-dr. Holiday, $445*; (98) 4-dr. Holi- 
day, $575* (ps), $510* (ps); 2-dr. Holi- 
day, $450* (ps); (88) Super 4-dr., 
$500*; 2-dr. Holiday, $450*. 

55 (88) 2-dr. Holiday, $440* (ps); (98) 
4-dr. Holiday, $400* (ps). 

PLYMOUTH—’60 Savoy (6) 2-dr., $1,335*. 

’59 Suburban (8) Custom 4-dr., $1,335* 
(ps); 2-dr., $1,035*; Fury (8) 2-dr. 
hardtop, $1,265* (ps); Belvedere (8) 
4-dr., $1,085*; 4-dr., $990* (ps); Savoy 
(8) 4-dr., $970*; Savoy (6) 2-dr., $735. 

’58 Belvedere (8) 2-dr. hardtop, $910* 
(ps), $900* (ps); Savoy (8) 4-dr., 
$675*. 

’57 Suburban (8) Sport 4-dr., $700* (ps); 
Custom 4-dr., $585*, $515*; Belvedere 
(8) 4-dr. hardtop, $630* (ps); 2-dr. 
hardtop, $605* (ps); 2-dr., $500*; Sa- 
voy (8) 4-dr., $475*. 

’56 Suburban (8) Custom 4-dr., $395*; 
Savoy (8) 2-dr., $370; Plaza (8) 2-dr., 
$260. 

"55 Savoy (8) 4-dr., $205*. 
PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 

155* (ps); Star Chief sport coupe, $1,- 
750* (ps); Catalina 4-dr. Vista, $1,525* 
(ps). 

‘58 Super Chief 4-dr., $815* (ps). 

’57 Chieftain Safari 4-dr., $675* (ps). 

56 Chieftain 2-dr. Catalina, $500*, 
$410*; 4-dr., $480*; Star Chief 2-dr. 
Catalina, $500* (ps), $325*. 

’55 Chieftain 2-dr. Catalina, $310*, $300*, 
$250*; 4-dr., $170*. 

RAMBLER—’59 Super (6) Cross Country, 
$1,450, $1,400; American (6) station 
wagon, 2 at $950*; 2-dr., $880*. 

’58 Custom (6) Cross Country, $1,200. 

"56 Super 4-dr., $500. 

’55 Deluxe 4-dr., $285. 

STUDEBAKER — ’55 President (8) 4-dr., 
$250* (ps). 

*54 Commander (8) 2-dr. hardtop, $330*. 
VALIANT—’60 Valiant 200 4-dr., $1,485. 
WILLYS—’49 station wagon, $200. 
MISCELLANEOUS—’60 Chevrolet (8) El 

Camino, $1,860* (ps); (8) %-ton pick- 
up, $1,315. 

59 Ford (8) Ranchero, $1,370*; (6) 
Ranchero, $1,305; (8) %-ton pickup, 
$960. 

’57 Ford (8) %-ton pickup, $710, $700, 
$610, $430; (6) %-ton pickup, $680; 
(8) Courier, $450; Dodge (8) %-ton 
Pickup, $660*. 

56 Ford (8) %-ton pickup, $650*; (6) 
%-ton camper, $625; (6) %-ton pick- 
up, $625; (8) %-ton panel, $360*. 

‘55 Willys Jeep, $940; Chevroiet (6) %- 
ton pickup, $495*; Ford (6) %-ton 
Pickup, $485; (8) %-ton pickup, $445. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Feb. !0. Sold 291 
cars from 346 consignments. 

BUICK—’'58 Special 4-dr., $595*. 

"57 Century 4-dr., $740*; Special 4-dr., 

: $550*; 2-dr. Riviera, $450*. 

56 Century 2-dr. Riviera, $400*; RM 
4-dr., $350* (ps); Special 2-dr., $300*; 
2-dr. Riviera, $280*, $255*. 

55 Super 2-dr. Riviera, $335*; Special 
oar , $295*, $220*, $195*, $160*, $140*, 

35* 

54 Century 2-dr. Riviera, $235*; Special 
2-dr., $175*, $155*, $130*. 

53 Special 2-dr. hardtop, $105*. 

CADILLAC—'57 (62) 2-dr. hardtop, $1,- 
250* (ps). 

55 (60) Special 4-dr., $750*; (62) 2-dr. 
d hardtop, $515* (ps), $500*. 
CHEVROLET—’ 60 Impala (8) sport coupe, 

$2,195* (ps), $2,040*, $2,025*; sport 
Sedan, $2,150* (ps); Impala (6) sport 
Sedan, $1,950* (ps); Bel Air (8) 4-dr., 
$1,465". 

59 Impala (8) sport coupe, $1,500* (ps); 
cony., $1,425* (ps); Biscayne (6) 2- 
dr., $1,400*; Bel Air (8), $1,185*; 2- 
dr., $1,055*, $1,020*, $1,000*; Brook- 

ye 00d (8) 4-dr., $1,020*. 

58 Bel Air (8) 2-dr., $960*, $850*; 4- 
dr., $895*; sport coupe, $885*; Yeoman 
(8) 2-dr., $870*; Delray (8) 2-dr., 

; $695*. 

57 Nomad (8) 2-dr., $955*; Bel Air (8) 
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$520*; 2-dr., $435*; conv., $290*, ’55 Fairlane (6) 2-dr. Victoria, $280; Cus- 


$275*; Bel Air (6) sport coupe, $510*; tom (8) 2-dr., $210*; Custom (6) 2- 
2-dr., $500*; Two-ten (8) station wag- dr., $170*; Main (8) 2-dr., $125*. 

on, $470*; 2-dr., $410*; sport sedan, ’54 Crest (8) 4-dr., $200*; Custom (8) 2- 
$335*; sport coupe, $335*; Two-ten (6) dr., $165*, $130*. 


station wagon, $350°; sport coupe, | rINCOLN—'57 Continental Mark II 4-dr. 


$190*. 
om . hardtop, $305*. 
55 Bel Air (8) sport coupe, $410*, $375*; REO ETE Y , 4 
2-dr., $375*; Two-ten (8) sport coupe, aaa ab woes 4-dr., 
Bes - I -» $625*. 
$355*, $235"; One-fifty (6) 4-dr., ’57 Monterey 2-dr. hardtop, $485* 
$195*; One-fifty (S) 2-dr., $165*. i . : . 


CHRYSLER — ’58 (300D) 2-dr. hardtop, $340*. 


$785*; 


$440*, 


$335*; 4-dr., $485*; 4-dr. hardtop, 


$1,325* (ps). ’56 Medalist 4-dr., $260*; 2-dr. hardto 

57 Saratoga 2-dr. hardtop, $680* (ps); $185*; 4-dr. hardtop, $150". ee 
Windsor 2-dr. hardtop, $645*, $500*; ’55 Custom 2-dr. hardtop, $265*; 4-dr., 
NY 4-dr., $515* (ps). $245". ; 


°56 NY 2-dr. hardtop, $500*; Windsor 2- | OLDSMOBILE—’58 (88) 2-dr., $825*. 





dr. hardtop, $475*. 5 (88) 2-dr. 725*; - iday 
’55 Windsor 2-dr. hardtop, $325*; 4-dr., a0" ade kacmop, $050", ee 
_3230°. 4 ’56 (88) 2-dr., $480*; 2-dr. Holiday, 
DeSOTO—'57 Firesweep 2-dr. hardtop, $340*, $335*, $310*; 4-dr. Holiday, 
$335*. 250*; (88) Super conv., $475*; (98) 
DODGE—’57 Coronet (8) 4-dr. hardtop, 4-dr. Holiday, $290*. 
$550*; 4-dr., $495*; 2-dr., $430*; Sier- 55 (88) 2-dr. Holiday, $310*, $250", 
ra (8) 4-dr., $400*. $240*; 4-dr., $290*, $215*, $140*. 
*54 Coronet (8) 2-dr., $200*; Coronet (6) | PLYMOUTH — ’58 Belvedere (8) conv., 
2-dr., $105*. $755*, $675*. 
EDSEL—’58 Corsair 4-dr. hardtop, $415*. "57 Savoy (8) 2-dr. hardtop, $525*; 4- 
FORD—’60 Galaxie (8) 2-dr. Victoria, $1,- dr., $480*; Plaza (8) 2-dr., $360*, 
725* (ps); 4-dr., $1,600* (ps). $255*. 


59 Galaxie (8) 2-dr. Victoria, $1,345* ’56 Suburban (8) 4-dr., $240*; Savoy (8) 


(ps), $1,275*, $1,180*; Fairlane (8) 4- 2-dr. hardtop, $225*; Plaza (8) 





4-dr., 


- ’55 Ford %-ton, $300 
’54 GMC truck, $205 
Model Breakdown ’53 Chevrolet %4-ton truck, $165. 


51 Chevrolet %-ton truck, $225. 


Of Auction Averages | 4s Ford %-ton, sis5 








47 Chev 14-ton, $16 
Feb.. 1961 Jan., Dec.. 47 hevrolet tc 160, 
| Model To Date 1961 1960 CAI DWEI I N j 

og ee $2,574 $2,812 $2,815 avi pet - . - oa en " 
Skyline Auto Auction. Sale every nurs- 
1960. os 1,902 1,935 1,961 day. Prices are for sale of Feb. 9. Our post 
1959........ . 1,367 1,340 1,423 blizzard sale showed enthusiasm on the 
Pe Giseciniucs 914 895 983 | part of buyers. They need cars and are 
i 632 655 676 oe Sold 145 cars from 189 consign- 
1956.. ‘ 446 429 464 BUICK—’59 Invicta 4-dr. hardtop, §$1,- 
1955. i 329 324 349 480° (ps); LeSabre 4-dr, hardtop, $1,- 

x 99 470*, $1,335*; 2-dr., $1,325* (ps). 
1954 221 209 242 *5S RM 4-dr. Riviera, $1,155* (ps); Spe- 











Overall cial 4-dr, Riviera, $990*. 

Average $1,048 $1,075 $1,114 ’57 RM 2-dr. Riviera, $785* (ps); Cen- 
tury 4-dr., $665*; Special 2-dr. Riviera, 

$660* (ps). 








$200*, $135*; Plaza (6) 2-dr., $190*, ‘56 Century 2-dr. Riviera, $530* (ps); 
$100*; 4-dr., $110*. Special 2-dr. Riviera, $365*, $295*. 
’55 Belvedere (6) 2-dr. hardtop, $245*; | CADILLAC—'5S (62) Coupe de Ville, $2,- 
Savoy (6) 4-dr., $205*; Plaza (6) 2- 055* (ps); 2-dr., $1,800* (ps). 
dr., $130*. ’56 (60) Special 4-dr., $1,035* (ps); El- 
’53 Cambridge 2-dr., $115. dorado conv., $875* (ps). 
PONTIAC—’57 Super Chief 2-dr. Catalina, | CHEVROLET—’'60 Bel Air (8) 4-dr., $1,- 
$665*; Chieftain 2-dr. Catalina, $570*; 360; Corvair (700) (6) 4-dr., $1,350*. 
2-dr., $490*, *59 Kingswood (8) 4-dr., $1,390*; Bel Air 
56 Star Chief 2-dr. Catalina $410*; (8) 4-dr., $1,220%, $1,140°, $1,105°, 
conv., $230*; Chieftain 4-dr., $340*, $1,100*, $930*; Bel Air (6) 4-dr., $1,- 
$335*, $200*; 2-dr. Catalina, $180*. 200* (ps), $1,175* (ps), $1,115, $1,080, 
’55 Chieftain 2-dr. Catalina, $310*, $175*, $1,075, $1,040, $1,025, $1,020*, §$1,- 
$150*, $145*, $125*; 4-dr., $155*; Star 010*; Parkwood (6) 4-dr., $1,150*, 
Chief 4-dr., $295*, $280*, $265*. $1,115*; Impala (8) 4-dr., $1,110* 
RAMBLER—’ 56 Custom 4-dr., $385*; Super (ps). 
Cross Country, $320*; Deluxe 4-dr., 58 Impala (8) conv., $1,095* (ps); sport 
$195. coupe, $920*, $820* (ps); Biscayne (8) 
STU DEBAKER—’57 Scotsman (6) station 2-dr., $740, $705; Delray (6) 2-dr., 
wagon, $150*. $300. 
’55 Champion (6) 4-dr., $245; 2-dr., '57 Two-ten (8) 2-dr., $715* (ps); sta- 
$130*. tion wagon 4-dr., $230; Bel Air (8) 4- 
MISCELLANEOUS—’60 Dodge %-ton util- dr. hardtop, $680* (ps); One-fifty (8) 
ity, $1,000. 4-dr., $660* (ps). 
’57 Willys Jeep, $350. ‘56 Bel Air (8) 4-dr., $605*; 4-dr. hard- 
’56 Ford %-ton, $455*. (Continued on Page 40, Col. 3) 


Who?...Who?...Who gets the AutoRanger ? 


m@ Auto Ranger tune-up equipment is so easy to 
use, so handy, that in shops where there are not 
enough Auto Ranger units to go ’round—mechan- 
ics fight over them! 

No kidding! That’s what Managers in many 
shops have told us. That’s why many shops have 
Simpson Auto Ranger equipment for every 
mechanic doing tune-up. 

It’s so popular, so versatile and so low-priced 
for what it does! After all—why shouldn’t mechan- 
ics prefer Auto Ranger; its “built-in brains’, its 
simplicity, help every mechanic do better tune- 
ups—quicker and with fewer come-backs. 

If you don’t have any Auto Ranger equipment 
in your shop now—order one of the package 
groups shown here from your Automotive 
Wholesaler and try it for yourself. You'll be 
glad you did! 


SIMPSON 


AUTOMOTIVE DIVISION 











‘ee 


5 


Battery Loade. Tach-Dwell Ignition Tester Condenser-Coil-Magneto Tester 


Package Groups for Every Type of Automotive Shop 
PACKAGE MODELS _ RETAIL PRICE TESTS PERFORMED 


No. 1 TD-Tach Dwell $ 79.50 
BL-Battery Loader 64.50 
S!S-Starter-Ignition-Switch 7.95 


Pkg No.1 $151.95 





Carburetor Adjustment 

Dwell Test (Point Spacing) 

Dwell Variation (Dist. Mech. Wear) 
Battery Capacity 

Starter Amperage Draw 

Cables & Switch Tests 

Battery Leakage 

Operating Voltage Test 





No. 2 TDI-Tach Dwell 
Ignition Tester $139.95 


CBS-Charging Battery 

& Starter Tester 94.95 
BL-Battery Loader 64.50 
SIS-Starter-Ignition-Switch 7.95 
SPC-Spark Plug Connectors 3.95 
2-UTS-Unit Test Stands 39.90 


Pkg. No.2 $351.20 


Dynamic Point Resistance Test 
Static Point Resistance Test 
Ignition Output Tests 

Ignition Miss Tests 

Secondary Current Test 
Secondary Polarity Test 
Generator Tests 

Regulator Tests 

Circuit Resistance Tests 
Battery Cell Tests 

High Output Charging Systems 
AC Charging Systems 


No. 3 TDI-Tach Dwell 
Ignition Tester $139.95 


CBS-Charging Battery 

& Starter Tester 94.95 
BL-Battery Loader 64.50 
$1S-Starter-Ignition-Switch 7.95 
SPC-Spark Plug Connectors 3.95 


CCM-Condenser, Coil & 
Magneto Tester 119.95 


STA-Spark Tube Adapter 12.95 
ITP Ignition Test Prod 3.25 
2-UTS-Unit Test Stands 39.90 


Pkg. No.3 $487.35 


Battery Ignition Coil Tests 

Magneto Ignition Coil Tests 

Condenser Tests 

Suppression Resistance Tests 

Low Resistance Tests 

Secondary Insulation Tests of Rotor 
Cap, Spark and Plug Wires 








Charging-Battery-Starter Tester Alternator Tester Tach-Dwell Tester 

















40 AUTOMOTIVE NEWS, FEBRUARY 20, 1961 : 
'55 Super 4-dr., $295. - 
‘ . STUDEBAKER—'60 Lark (6) Deluxe 4. 

Used-Car Auction Prices |) 2 2%8.ees se: ss 
MISCELLANEOUS—’59 Ford (6) %-top 


THE COMPLETE 





(Continued from Page 39) 


pickup, $975. 
’58 Willys Jeep panel, $495. 
’57 Ford (8) Ranchero, $650. 
’56 Chevrolet (6) %-ton pickup, $650, 


TIVE 8 f D & top, $255*; Two-ten (6) station wagon | Sold 73 percent of 141 consignments. 
4-dr., $540* (ps), $420*; Two-ten (8) | BUICK—’59 Invicta 4-dr., $1,500* (ps). NT 7 
AU } 4-dr., $320*. ’58 Super 2-dr. Riviera, $1,065* (ps). WAREHOUSE POI 9 CONN, 
’55 Two-ten (6) Delray, $325; station ’57 Super 4-dr. Riviera, $800* (ps); Spe- Southern Auto Sales, Inc, Sale every 
wagon 4-dr., $300*; One-lifty (6) 2-dr., cial 2-dr. Riviera, $785*. Wednesday. Prices are for sale of Feb, 8, 
$180. ’56 Special 4-dr., $505*. BUICK—’59 Electra 2-dr. hardtop, $1. 
CHRYSLER—’58 NY Town & Country, $1,- ’55 Special 4-dr., $440*, 630* (ps). Z 
275* (ps); 4-dr., $1,205* (ps); Sara-| canimLLaAc—’ : z ’56 Special 2-dr, Riviera, $525* (pg 
toga 2-dr. hardtop, $1,065* (ps); 4- —o or ©, $450*, $415*. . 
dr. hardtop, $975* (ps); Windsor (8) ’57 (62) Coupe de Ville, $1,515* ’54 RM 4-dr., $140* (ps). 





NADA 








4-dr. hardtop, $900* (ps). 
DeSOTO— 57 NY 2-dr. hardtop, $955* (ps). 


(8) 4-dr., $710*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $690* 
(ps); 2-dr., $505* (ps); Fairlane (8) 
2-dr., $310*; Ranch Wagon (8) 2-dr., 
$505* (ps). 


’56 Fairlane (8) 4-dr., $400*. 


"56 (62) conv., $1,045* (ps), 
"55 (62) 4-dr., $700* (ps). 


’53 Bel Air 4-dr., $210*. 
CHRYSLER—’59 NY 4-dr., $1,525* (ps). 
’57 Saratoga 4-dr., $950* (ps). 
'55 NY 4-dr., $450* (ps), 
DeSOTO—’58 Firesweep 2-dr. hardtop, 
$850* (ps). 


CADILLAC—’60 de Ville 2-dr. 
$3,800* (ps). 


hardtop, 


’53 Windsor 2-dr., $100. ’54 (62) Coupe de Ville, $790* ’59 (60) Special 4-dr, hardtop, $2,909 
’56 Firedome 4-dr., $475*. CHEVROLET— 61 Impala (8) spo ; a ’ , 
iE’ ao port sedan, (ps); de Ville 4-dr. hardtop, $2,779 
DODGE ~60 Dart (8) Pioneer 4-dr., $1,- $2,605* (ps). (ps): (62) conv., $2,735* (ps). 
tak Caen, (es aude., Sane '60 Bel Air (6) 4-dr., $1,540; 2-dr., $1,-| ’58 (62) 2-dr. hardtop, $1,780* (ps), 
ot “taaes in Se eee. See 445°; Corvair (500) (6) 4-dr., $1,380. '57 (62) 2-dr. hardtop, $1,575* (ps). 
ee i ee ae '59 Impala (8) sport sedan, $1,450* (ps); | ’52 (62) 4-dr., $150*. 
157 ‘Coronet (8) 4-dr., $585* (ps) ae. ei aoe ur bs oe (8) 4- | CHEVROLET— 60 Impala (8) sport sedan 
- sy ° hd i . r -dr . * . 
56 C (8) 4-dr., $445* (ps); Sier- ; i +, $1,925* (ps), $1,880* (ps). 
a aaa esane “a Ps); nt 2-dr., $1,050; Bel Air (6) 2- ’59 Parkwood (8) 4-dr., $1,425*, $1,350, 
FORD—'60 Thunderbird (8) conv., $2,650*| 54 ify Saisong, tear, $2:150° (Ps). $1,325", $1,290*, $1,275*; Bei Air (g} 
(ps); 2-dr. hardtop, $2,410* (ps) bel air (a) Gan ee | 4-dr., $1,260*, $1,255*, $1,150"; Be) 
59 Galaxie (8) 2-dr. Victoria, $1,320* -dr., $1,050*; Brookwoo Air (6) 4-dr., $1,075. 
a “Fairlane 500 (8) 2-dr. victoria, geno; Dlecayae th) Gane ao 2-dr.,| *57 Two-ten (8) station wagon, $709, 
o*; F 8) 4-dr., $1,000°,| +57 Be)’ ~dr., . $690. 
Shoe, gan0s, "S780; 2-dr., © $840". 57 Bel Air (8) 4-dr., $990, $250* (ps); | °56 Bel Air (8) conv., $600* (ps); Two 
$810*: Custom 300 (8) 4-dr., $1,000* 1 Air (6) sport coupe, $905*, $775*; ten (6) 2-dr., $525%; Two-ten (8) 4. 
(ps), $865*, $855, $810, $730. Swe Sen (5) Seay; Sree; swe-tee (6) dr., $375. 
'58 Fairlane 500 (8) 2-dr. Victoria, $900*| +52 "Her nne tg, nate” '55 Two-ten (8) 4-dr., $520*, $425, $160, 
(ps); Fairlane (8) 2-dr., $480; Custom $595° r (8) station wagon 4-dr., ’54 Bel Air 4-dr., $330*; Two-ten 2-dr,, 
4 : ; : $180. 


CHRYSLER—’55 NY 4-dr., $480* (ps), 

DODGE—’ 57 Coronet (8) 4-dr., $575*, 

EDSEL—’58 Pacer 2-dr. hardtop, $450*, 

FORD—’60 Country Sedan (8) 4-dr., $1,- 
795. 


IMPERIAL—'57 Imperial 2-dr. hardtop,| +57 Firedame 4-dr. ‘ '59 Fairlane (8) 4-dr., $995, $935. 
"_ $1,040* (ps). : DODGE.'59 Royal (8) 2dr, hardtop, g1,-| 57, Fairlane 500 (8) 2-dr. Victoria, 
sc tas ete ase gee geo oer a 
7 “tea -dr., ° i s -dr., ’ 
O FFICIAL | (ps); Commuter 4-dr., $1,075* (ps). ‘BT Govonet (8) Sadr. goi0r, P| +56 Custom (8) 4-dr., $570; Country Se- 
’58 Monterey 4-dr., st : ete 56 Sierra (8) 4-dr., $640*. dan (8) 4-dr., $455, 9 2085 ; Ranch 
’57 Montclair 2-dr. ar top, $770*. 55 Royal (8) 2-dr. hardtop, $310*, Wagon (8) 2-dr., $310*; Main (8) 2- 
56 Custom 4-dr., $255 (ps). ‘ FORD—’61 Galaxie (8) 4-dr., $2,500*; dr. (police), $160. 
OLDSMOBILE — '59 (88) 4-dr., $1,400 Falcon (6) 2-dr., $1,600; 4-dr., $1,550. "55S Fairlane (8) conv., $310*, $250*; 4- 
158 188) Super 4-dr. Holiday, $1,115*| "62 Thunderbird (8) conv., $2,900*; Cus- $1e5** 166°; Count “Quien (hy ae 
i B® <, an , , tom 3 gs) 2-dr., $1,425; Falcon (6) pe , ; Country Sedan (6) 4-dr., 
’57 (88) Super 2-dr. Holiday, $820* (ps); 59 Galaxie (8) 4-dr., $1,385*; 4-dr. Vic HUDSON—’56 Super (8) 4-dr., $220* (ps). 
* ” , , . ’ 
THE RECOGNIZED AUTH eure PO ees ae,| tee Bases gent digee | Riana cae Aa ga 
l T RIT $995*, $950*; Savoy (8) 4-dr., $930* es Sees oe ar eeeees Seen oe ee 
$995", ” Fairlane (8) 4-dr., $1,130*; Custom Ape). ; 2 . 
58s ‘ b (8) 44 $600*: Plaza (8) 300 (8) 4-dr., $1,105, $1,000; 2-dr., PLYMOUTH— 60 Savoy (8) 2-dr., $1,300 5 
I 2-de., $520, $230". or nane tone 
ia ce : . é< underbird (8) 2-dr. »ardtop, $1,- ‘ mee : 
of Belvedere yaar aration, gene:| “Stage pn Sailane i) cont BL0=| poltghie (OH 
C 1 I purban (8) 4-dr., 6876° ” , (ps); Country Sedan (8) 4-dr., $790*. . * onneville Safari 4-dr., 
omp ete Information gouburban (8) 4-dr., $375°. | '57 Fairlane 500 (8) 4-dr., $775*; sky-| ,_ $2,230 (ps). . 
PONTIAC.59 Star Chief 4-dr., $1,440° liner, $750° (ps); 4-dr., $596°; Country TODEBAKER ST’ Silver Hawk (6 
, , e Ss); Catalina 4-dr., $1 010°. ; Sedan (8) 4-dr., $665*. ad + a Mg tee o% 
at your ingertips 158 ‘Chieftain 2-dr., $775°. "56 Fairlane (8) 2-dr. Victoria, $460; 4- oT ae , ¥, 
'57 Chieftain 2-dr., $510* (ps) it [Gast oe’ ee 
"56 Chieftain 2-dr. Catalina, $305*; 4-| +55 custom (Ss) 2dr. $38. Custom (6)| ’56 Chevrolet 3600 rack, $625, $450, 


Average Wholesale 
Average Retail 

Average Loan (in most areas) 
Insurance Symbols 


Easy to identify scale drawings of both 
domestic and imported passenger cars 


dr., $220. 
RAMBLER—’59 Ambassador (8) Super 4- 
dr., $1,215* (ps). 
’58 American (6) 
$900*. 
’57 Custom (8) 4-dr., $680*. 
MISCELLANEOUS—’58 Chevrolet (6) 1%- 
ton, $350. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday, Prices are for sale of 
Feb. 8. Sold 77 percent of 193 consign- 
ments. Buyers were here in mass, Cars 
were bringing top dollar. 


Cross Country 4-dr., 





Riviera, $475* 


2-dr., $320*; Main (8) 2-dr., $360*. 
’54 Crest (8) 2-dr. Victoria, $400. 
IMPERIAL—’57 Imperial 4-dr., $1,275*. 
MERCURY—’60 Monterey 2-dr., $1,645* 
(ps). 

’58 Monterey 2-dr., $905* (ps). 

’57 Turnpike Cruiser 4-dr. hardtop, $850* 
(ps); Monterey 4-dr., $750* (ps), 
$675*. 

’56 Monterey 4-dr., $420*; 2-dr. hardtop, 
$375*; Custom 2-dr., $390. 

’55 Monterey 2-dr. hardtop, $365. 

’54 Custom 2-dr., $175. 

OLDSMOBILE—’59 (88) 2-dr. Scenic, $1,- 
500* (ps). 
’58 (88) Super 4-dr., $1,350* (ps). 
’57 (88) 4-dr., $735*. 


’51 Ford F-100, $130. 


FARGO, N. D. 


Tri-State Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Feb, 9. 
Sold 47 cars from 90 consignments. 
CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 

760*; Bel Air (6) 4-dr., $1,550, 

’59 Impala (8) sport sedan, $1,445, $1,- 
425*; Bel Air (6) 4-dr., $1,225; 2-dr., 
$1,155. 

’5S Bel Air (8) sport coupe, $900. 

’57 Bel Air (8) 4-dr., $730. 

’55 Two-ten (8) 4-dr., $360. 

’53 Bel Air 2-dr. hardtop, 
$135. 


$175; 4-dr., 


itt BUICK—’56 Century 2-dr. 

® New Edition every 30 days (ps); Special 4-dr. Riviera, $375* (ps).| °56 (88) 4-dr., $565*; 4-dr, Holiday, | CHRYSLER—'56 Windsor 4-dr., $480*. 
| d C S ’55 Special 4-dr. Riviera, $440*. $550* (ps). FORD—’60 Thunderbird (8) 2-dr. tee 
® Importe ar Section ’54 Special 4-dr., $130. ’55 (88) Super 4-dr., $420* (ps). $2,690*; Galaxie (8) 4-dr., $1,790*; 
Pp CADILLAC—’59 (62) 4-dr., $2,670* (ps). PLYMOUTH—’59 Fury (8) 4-dr., $1,100* Falcon (6) station wagon, $1,430; Fair- 
® Si lifi d d E d a tT k S ti *51 (62) 4-dr., $105*. (ps). ; lane 500 (8) 4-dr., $1,370, $1,355. i 
implitied and Expanded !ruck section CHEVROLET—'61 Impala (8) sport sedan,| '58 Suburban (8) 4-dr., $350*, $695*| ‘59 Fairlane (8) 4-dr. $1,175°, $1,000; 
ee oe tere O00"; Ranch Wagon’ (8) 4dr... $1,086; 
* i j i iti 60 Impala (8) conv., $1,990* (ps). ’57 Belvedere (8) 4-dr., $530*%; Savoy . ee eer <OF., Sasa 
Published in 8 Regional Editions to ’59 Impala (8) 4-dr., $1,435* (ps); Park- (8) 2-dr., $410* (ps). Ranch Wagon (8) 4-dr. (police), $625. 

F *58 Custom 300 (8) 2-dr., $760, $710. 


reflect conditions in your own market 


Make sure your key personnel have this valuable 
Guide on hand to Buy—Sell or Trade Used Cars— 


ONLY Sg FOR 


12 ISSUES PER YEAR 





Fill Out And Mail Now! 


wood (8) 4-dr., 2 at $1,400*; Bel Air 


(8) 4-dr., $1,275*; 2-dr., $1,150*, $1,- 


’"57 Two-ten (8) station wagon 4-dr., 
$700*; One-fifty (6) 2-dr., $515. 

’55 Two-ten (6) 2-dr. hardtop, $375*; 4- 
dr., $360. 

’54 Two-ten (6) 2-dr., $200. 

DeSOTO—’57 Fireflite 4-dr., 
’56 Firedome 4-dr., $445*. 
DODGE—’57 Custom Royal (8) 2-dr. hard- 

top, $765* (ps). 

’54 Coronet (8) 4-dr., $145*, 

FORD—’60 Fairlane (8) 4-dr., $1,390*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
180* (ps); Ranch Wagon (6) 4-dr., 
$1,175*. 

’57 Fairlane (8) conv., $700*; 
$665*; 4-dr. Victoria, $660; 2-dr. Vic- 
toria, $460* (ps); Fairlane 500 (8) 
skyliner, $650* (ps); Country Sedan 
(8) 4-dr., $650*. 

’56 Country Sedan (8) 4-dr., $305* (ps); 
Fairlane (8) 2-dr. Victoria, $450*; 
Custom (8) 2-dr., $210. 

’54 Custom (8) 2-dr., $170. 

IMPERIAL—’57 Imperial 4-dr. 
$875* (ps). 

LINCOLN—’53 Capri 4-dr., $150* (ps). 

MERCURY—’56 Custom 2-dr. hardtop, 


$485* 


(ps). 


4-dr., 


hardtop, 





$325* (ps). 
oo - SUBSCRIPTION ORDER FORM . — a ny ’55 Monterey 2-dr. hardtop, $400* (ps). 
; OLDSMOBILE — '59 (88) 4-dr., $1,240* 
i ° : ‘ i (ps). 
| National Automobile Dealers Used Car Guide Co. en 156 (88) 2-dr. Holiday, $425*, $200*; 2- 
. ; ‘ | dr., $550*. 
| 2000 K Street, N.W., Washington 6, D.C. = | | PLYMOUTH—'57 Suburban (8) Custom 2- 
; ' dr., $275. 
i Please enter our order for..... New aoe i '55 Savoy (8) 2-dr., $250. 
| Additional early subscriptions to 42.00 senettis tee mats —. aed 
a sD 1G ’ F ) — atalina Safar -dr., 7 
i the NADA OFFICIAL USED CAR 8-99 SUB cite 125* (ps); 4-dr. Vista, $1,975* (ps). 
GUIDE. : '56 Chieftain Safari 4-dr., $460*; 4-dr., 


100 or more subs. $5.50 ea. 
These rates effective only 
on subscriptions mailed to 
one subscriber. 


(] Remittance enclosed 
[) Will remit on receipt of invoice 





$460; 4-dr. Catalina, $340* (ps), 
’55 Chieftain 2-dr., $260* (ps). 
RAMBLER—’59 American (6) station wag- 
on 2-dr., $800. 





’55 Belvedere (8) 2-dr. hardtop, $320. 
’54 Belvedere (8) conv., $210. 


dr., $695*, 

’56 Star Chief conv., $650*; 4-dr., $395*. 

’55 Star Chief 4-dr., $340*. 

RAMBLER—’61 American (6) Super 4-dr., 

$1,565. 

’59 Super (6) 4-dr., $1,130. 

’57 Super (8) 4-dr., $600*. 

’56 Custom (6) Cross Country 4-dr., 
$540. 


’57 Fairlane 500 (8) 4-dr., $580. 
’54 Custom (8) 4-dr., $275, $230. 


145*; Brookwood (8) 4-dr., $1,225*, | PONTIAC—’60 Ventura 2-dr., $2,300* (ps). 
00*; (6) 2-dr. ,120*, 59 Bonneville conv., $2,010*; Catalina | MERCURY—'58 Monterey 4-dr., $825*. 
ae EINE “CO Pes ove 4-dr., $1,355* (ps). ’ OLDSMOBILE—’59 (88) Super 4-dr., $1,- 
’58 Bel Air (8) sport coupe, $1,180* (ps); - Chieftain 4-dr., $875*. an tad Geos len aeeee oxve 
-dr. f * ’57 Chieftain 4-dr. Catalina, $745*; 4- -ar., ’ . 
prerres ar Soke ere ce $ . ’5S (98) 4-dr., $390*; (88) 2-dr. Holiday, 


$350, $330; 4-dr. Holiday, $340. 
PLYMOUTH—’ 60 Belvedere (8) 4-dr., $1,- 
350. 
’59 Belvedere (8) 4-dr., $1,000*. 
’56 Suburban (6) 2-dr., $390. 
PONTIAC—’57 Chieftain 2-4. 
$520*. 
(Continued on Page 41, Col. 1) 


Catalina, 








; ' STUDEBAKER—’'57 Champion (6) 4-dr., , 
i j $350*. i 
pea : MISCELLANEOUS—'54 Chevrolet 1%-ton,| 
si Sas west = . 

Please Type or Print jal Ens: ta dibei tein tan Simca Host at NADA Convention— 
: By Make of Car Handled ! More than 300 dealers, their wives and sales managers visited the Simca hospitality 
i Street eG Bax ' MASON CITY, TA. suite in San Francisco during the National Automobile Dealers Assn. convention. Peter 
; Central States Auto Auction. Sale every Nunez, United States Simca sales manager, Export-Import Division, Chrysler Corp., and 
i City . Zone No. State . es Wednesday. Prices are for sale of Feb. 8.| his aides were on hand to greet visitors. From left are: Elmo L. Joseph, Simca mer- 
‘ Cold weather hurt consignments but buy- eos . 

. ers were here. Big demand for hardtops, | Chandising manager; E. F. Frank, Western Area Simca sales manager; Max Kraus, 
u tiie a : = convertibles, ‘‘heavies.’’ Real active sales. | Kraus Motor Co., Tacoma, Wash., and Nunez. 
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Used-Car Auction Prices 





(Continued from Page 40) 


MISCELLANEOUS- ‘54 Chevrolet pickup, 


$34 
lys Jeep, $275. 


DETROIT 


State Fair Auto Auction. Sale every Fri- 
day and Tuesday. Prices are for sale of 
Feb, 2 and Feb. 7, Sold 126 cars from 282 
consignments. Market rising. 

BUICK— 59 LeSabre 2-dr., $1,305*. 
57 Century 4-dr, Riviera, $575*; 2-dr., 


$550*; Special 4-dr., $525*. 
156 Special 2-dr., $450*; 2-dr. Riviera, 
$415". 


155 Super 2-dr. Riviera, $250*. 

54 Century 2-dr., $235*. 

CADILLAC—’59 (62) conv., $2,785* (ps). 

58 (62) 4-dr. hardtop, $1,625*, 

156 (62) Sedan de Ville, $635*. 

CHEVROLET ~60 Bel Air (6) 4-dr., $1,- 
515; Biscayne (6) 4-dr., $1,400*; Cor- 
vair (6) 4-dr., $1,335. 

59 Brookwood (8) 4-dr., $1,230*; Park- 
wood (8) 4-dr., $1,180*; Biscayne (6) 
2-dr., $870*. 

58 Corvette (8) 2-dr., $1,585; Bel Air 
(8) conv., $1,050*; 2-dr., $920*; 4-dr., 
$750*; Parkwood (8) 4-dr., $900*; Bis- 
cayne (6) 2-dr., $760*, $690*. 

'57 Bel Air (6) 4-dr., $775* (ps); Two-ten 


(8) 2-dr., $750*, $735*, $705*; Two-ten 
(6) 2-dr., $645*; 4-dr., $655*; One-fifty 
(6) 2-dr., $580*; 4-dr., $490. 


56 Bel Air (8) 2-dr., $450*; Bel Air (6) 
4-dr., $335; 2-dr., $390; Two-ten (6) 
2-dr., $450*; 4-dr., $975; Two-ten (8) 
4-dr., $315*; Two-ten (6) station wag- 
on 4-dr., $360*, 

55 Bel Air (8) station wagon 4-dr., 
$450*; 4-dr., $350*, $200*. 

54 Two-ten 4-dr., $215*. 

CHRYSLER—’57 Windsor 2-dr., $535* (ps). 

155 NY conv.. $335* (ps); Windsor, $205*. 

peSOTO — '58 Firesweep 2-dr. hardtop, 
745*. 

- Firesweep 2-dr. hardtop, $540*. 

156 Firedome 4-dr., $225*. 

55 Firedome 4-dr., $245* (ps), $210*. 

PODGE—’60 Dart (8) Seneca 4-dr., $1,- 
575, $970*. 
"59 Coronet (8) 4-dr., $1,040*. 
'57 Royal (8) 4-dr. hardtop, $350*. 
EDSEL—’58 Citation 2-dr. hardtop, $570*. 


FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,610* (ps); Galaxie (8) 2-dr., $1,- 
715*; Starliner, $1,700; Falcon (6) 4- 


dr., $1,385, $1,380. 

’59 Galaxie (8) 2-dr., $1,225*; 4-dr., $1,- 
190"; Fairlane 500 (8) 2-dr., $1,075*; 
Fairlane (8) 2-dr., $825*; Custom 300 
(6) 2-dr., $780, $745. 

58 Thunderbird (8) 2-dr. hardtop, §$1,- 
750*; Fairlane (8) 4-dr. Victoria, 
$820*; 4-dr., $675*; conv., $650*; Fair- 
lane 500 (8) 4-dr., $785*; Country 
Sedan (6) 2-dr., $705*; Ranch Wagon 
(8) 2-dr., $660. 


’57 Fairlane 500 (8) 2-dr., $610*; Fair- 
lane (8) 4-dr., $600*, 2-dr., $310; 
Ranch Wagon (8) 2-dr., $540*; Country 
Sedan (8) 2-dr., $535*; Custom 300 
(8) 2-dr., $475*. 

‘56 Fairlane (8) 2-dr., $490*; 4-dr., 
$480*; Ranch Wagon (8) 2-dr., $360. 


55 Country Sedan (8) 2-dr., $375*, $350; 
Fairlane (8) 2-dr., $300*; Custom (8) 
4-dr.. $275*; 2-dr., $200. 

LINCOLN—’59 Continental Mark IV 2-dr. 
hardtop, $2,470*. 

’56 Premiere 4-dr., $575* (ps). 
MERCURY — ’58 Parklane 4-dr., $880*; 
Monterey 2-dr. hardtop, $760*, $710*. 

’57 Monterey 2-dr. hardtop, $630*. 

56 Custom station wagon 4-dr., $350*. 

’55 Monterey 2-dr., $395* conv., $295*. 


OLDSMOBILE—’59 (88) 4-dr., $1,610*; 
2-dr., $1,335*, 

'57 (98) 2-dr. Holiday, $760* (ps); 4- 
dr., $600*, 

’56 (98) 4-dr. Holiday, $460* (ps). 

55 (88) 4-dr., $305*. 

PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,590*. 

'59 Belvedere (8) 2-dr., $865*, $800*; 
4-dr., $675*. 

’57 Belvedere (8) conv., $555*; 2-dr. 
hardtop, $525*; 4-dr. hardtop, $490*. 


PONTIAC—-’59 Catalina Safari 4-dr., $1,- 
335*. 

‘58 Chieftain 4-dr., 

RAMBLER—’59 Super 
4-dr., $1,250*. 


$695*. 
(6) Cross Country 


’57 Super (6) 4-dr., $555; Rebel (8) 4- 
dr, hardtop, $550*; Deluxe (6) 4-dr., 
$465. 

54 Custom (6) Cross Country 4-dr., 
$150. 


STUDEBAKER—’59 Lark (6) station wag- 
on 2-dr., $820; 2-dr., $710. 
MISCELLANEOUS—’57 Chevrolet pickup, 
$620. 
55 Ford pickup, $505. 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day, Prices are for sale of Feb, 8. Market 
showed slight gains on most clean and 
sharp carg. Good percentage sold, Sold 207 
cars from 301 consignments. 

BUICK—’60 Electra 4-dr. hardtop, $2,550* 
(ps); Invicta 4-dr, hardtop, $2,400* 
(ps), $2,275* (ps), $2,315* (ps); Le- 
Sabre conv., $2,390* (ps); 4-dr, hard- 
top, $2,350* (ps), $2,300* (ps); 4-dr., 
$2,315*, $2,275* (ps), $2,265* (ps); 
2-dr. hardtop, $2,115*. 

59 LeSabre 4-dr, hardtop, $1,810* (ps). 
$1,650* (ps), $1,625* (ps); 2-dr. hard- 
top, $1,655* (ps), $1,200*. 

58 Super 2-dr. Riviera, $1,130* (ps), $1,- 
080* (ps); Special 4-dr., $805*. 

’57 Super 2-dr. Riviera, $805* (ps); Spe- 
cial 4-dr., $735*; RM 4-dr., $715* (ps). 

56 Special 2-dr., $345*. 

‘55 Special Estate Wagon 4-dr., $265* 
(ps); 2-dr., $255; 2-dr, Riviera, $150*. 


CADILLAC—’60 (62) 4-dr., $3,950* (ps), 
$3,700* (ps), $3,525*; 2-dr. hardtop, 
$3,600* (ps), 


59 (60) Special 4-dr., $3,010* (ps); (62) 
conv., $2,960* (ps); 2-dr. hardtop, §2,- 
700* (ps); 4-dr., $2,580* (ps). 

57 (62) Sedan de Ville, $1,090*. 

56 (62) 2-dr. hardtop, $800* 

52 (62) 4-dr., $150* (ps). 


(ps). 


CHEVROLET—’61 Impala (8) sport sedan, 
$2,490* (ps); sport coupe, $2,325*. 

*60 Impala (8) 4-dr. hardtop, $2,150* 
(ps); sport sedan, $2,025* (ps); sport 
Coupe, $2,055* (ps); Parkwood (8) 4- 
dr., $2,000* (ps), $1,815* (ps); Corvair 
(700) (6) 2-dr., $1,710, $1,400, $1,- 
330; Corvair (500) (6) 4-dr., $1,360*, 


$1,350*, $1,205*, $1,150*; Bel Air (8) 
4-dr., $1,675*, $1,595*; Bel Air (6) 2- 
dr., $1,515*; Biscayne (6) 2-dr., $1,- 
515*. 

’59 Nomad (8) 4-dr., $1,525* (ps); Im- 
pala (8) 4-dr, hardtop, $1,410*; 2-dr. 
hardtop, $1,400* (ps); Parkwood (6) 
4-dr., $1,325*; Bel Air (8) 4-dr., $1,- 
300*, $1,250*, $1,150*; 2-dr., $1,040*; 


Bel Air (6) 4-dr., $1,135. 

’58 Brookwood (8) 4-dr., $1,035*, $900*; 
Impala (8) 2-dr., $1,015*; sport coupe, 
$950*; Yeoman (6) 4-dr., $915*; Bis- 
cayne (8) 4-dr., $910*, $865*; Biscayne 
(8) 4-dr., $910*. $865*; Biscayne (6) 
4-dr., $850*, $760*, $720; Bel Air (6) 
2-dr., $850*; 4-dr., $690*. 

’57 Bel Air (8) 4-dr., $790*; conv., $725; 
Bel Air (6) 4-dr., $750* (ps); Two-ten 


LINCOLN — 
MERCURY 


’59 Galaxie (8) conv., $1,410* (ps); $1,- 
405* (ps), $1,325* (ps); 4-dr. Victoria, 
$1,360* (ps); Custom 300 (8) 2-dr., 
$1,240* (ps); Fairlane 500 (8) conv., 
$1,200; Fairlane (8) 4-dr., $1,155* 

$700*; Fairlane (6) 2-dr., $885, 


’58 Thunderbird (8) conv., $1,900% (ps); 
Ranch Wagon (6) 2-dr., $800*; 
lane 500 (8) 2-dr. Victoria, $775*; Cus- 
tom 300 (8) 2-dr., $660*. 

’57 Thunderbird (8) conv., $1,925*; Coun- 
try Sedan (8) 4-dr., $700*, $570; Fair- 


lane 500 (8) 2-dr. Victoria, $600*, 
$585*; Fairlane (8) 2-dr., $580*; Ranch 
Wagon (8) 2-dr., $560* (ps); Custom 
(8) 4-dr., $500*. 


"56 Country Sedan (8) 4-dr., $385*; Fair- 
lane (8) 2-dr., $365*, $315*. 

’57 Premiere 4-dr. hardtop, 

$950*. 

‘60 Park Lane 4-dr. 
$2,080* (ps). 

"58 Montclair 4-dr., 


hardtop, 


$805* (ps); 2-dr. 


hardtop, $650* (ps); Commuter 4-dr., 
$760* (ps). 

’57 Montclair 4-dr,. hardtop, $665*, $490*; 
Monterey 4-dr., $600*; 4-dr. hardtop, 
$490*. 


’56 Monterey 4-dr., $300*; 4-dr. hardtop, 


Fair- |- 








(8) 2-dr., $780*; 4-dr., $600*; Delray, $175* (ps); Montclair conv., $380* 
$570; One-fifty (6) 2-dr., $520. (ps). 
’*56 Two-ten (8) station wagon 4-dr., ’55 Monterey station wagon 4-dr., $290* 


$580*, $135; Two-ten (6) station wagon 
4-dr., $465; Bel Air (8) conv., $485*; 
One-fifty (6) station wagon, $345. 


(ps). 
OLDSMOBILE—’60 (88) Super Fiesta 4-dr., 
$2,450* (ps); (88) 2-dr. Scenic, $2,225* 


’55 Two-ten (8) station wagon 4-dr., (ps); 4-dr. Holiday, $2,000* (ps); (98) 
$405*; 4-dr., $185*; 2-dr., $205; 4-dr., 2-dr. Scenic, $2,375* (ps). 
$160*. 59 (88) 4-dr, Holiday, $1,785*; 4-dr., 
DeSOTO — °57 Firesweep 4-dr. $1,420°, $1,415* (ps). 
es bie. Ge), resweep r. hardtop 58 (88) 4-dr., $1,155* (ps). 


’57 (88) 4-dr.. $755* (ps). 
PLYMOUTH—’58 Suburban (8) 4-dr., $700* 
(ps); Savoy (6) 2-dr., $380. 


’55 Firedome 2-dr. hardtop, $215*. 
DODGE—’55 Coronet (8) 4-dr., $175. 


EDSEL—’5S Citation 4-dr, hardtop, $580* ’57 Belvedere (8) 4-dr., $315* (ps); 
(ps). Savoy (8) 4-dr., $290. 
FORD—’61 Falcon (6) 2-dr., $1,640, $1,- ’56 Savoy (8) 4-dr., $245. 
625. PONTIAC — ’61 Catalina conv., $2,870* 
’60 Thunderbird (8) conv., $2,770*; Coun- (ps). 
try Sedan (8) 4-dr., $1,875* (ps); 60 Bonneville sport coupe, $2,485* (ps); 


Ranch Wagon (8) 4-dr., $1,540; Falcon 
(6) 4-dr., $1,450*, $1,325*; 2-dr., $1,- 
375, $1,305, 


4-dr., $2,450* (ps); Vista 4-dr., $2,315* 
(ps); Catalina 2-dr., $2,055* (ps). 
’58 Star Chief Safari 4-dr., $1,175* (ps). 


’57 Chieftain Safari 4-dr., $810* (ps); 
4-dr., $680*, 

’56 Chieftain 2-dr., $330. 

’55 Chieftain 2-dr., $200*, $190*; Star 


Chief 4-dr., $200*, $190*, 
’54 Chieftain 2-dr., $140*, 
RAMBLER—’58 American (6) Deluxe 2-dr., 


Used Imported 


$595. 
eu aaeneeia Silver Hawk (8) 2-dr., 
675. 
MISCELLANEOUS—’61 Chevrolet (6) %- 
ton pickup, $1,615. 
’60 Willys Dispatch, $500, 
’57 Willys Jeep, $925. 
’56 Chevrolet (6) %-ton pickup, $445. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Feb. 7. Market very 
strong. Our demand is great for all cars 
regardless of year or model. Sold 419 cars 
from 621 consignments. 

BUICK—’59 Electra 4-dr. hardtop, $1,600* 
(ps); conv., $1,590* (ps); 4-dr., $1,- 
575* (ps); LeSabre 4-dr. hardtop, $1,- 


Cars 


ALBANY 
Hillman—’57 Minx 4-dr., $350. 
Vauxhall—’58 Super station wagon 4-dr., 
$655. 
Volkswagen—’55 2-dr., $500. 


BORDENTOWN, N. J. 
Mercedes-Benz—’57 4-dr., $825. 
Renault—’60 4-dr., $560. 

’59 4-dr., $280, 
’58 4-dr., $600. 
Volkswagen—’58 2-dr., $650. 





525* (ps); Invicta 4-dr., $1,500* (ps). 

CHICAGO *58 Century 4-dr. Riviera, $1,185* eons} 

Opel—’59 2-dr., $880. Special 4-dr., $840* (ps); 2-dr., $785* 
Triumph—’61 TR-3, $1,055; 2-dr., $1,015. (ps). 

Vauxhall—’59 4-dr., $525. ’57 Century Estate Wagon, $905* (ps), 

Volkswagen—’60 Microbus, $1,425; 2-dr., $895* (ps), $770* (ps); 4-dr. Riviera, 

$1,355, $1,200; Kombi, $1,350. $715* (ps); 4-dr., $575*; Super 4-dr. 

’58 2-dr., $695, Riviera, $780* (ps); 4-dr., $670* (ps); 

Volvo—’61 2-dr., $1,600. Special 2-dr. Riviera, $615*; 2-dr., 
$500*. 


’55 Special 2-dr. Riviera, $300*. 
CADILLAC—’61 (75) 4-dr., $5,650* (ps). 
’60 (62) conv., $4,140* (ps); 2-dr. hard- 


COLUMBUS, O. 
MG—’57 roadster, $875. 
Simca—’59 2-dr. hardtop, $570. 


top, $3,700* (ps); 4-dr., $3,600* (ps); 
DAYTONA BEACH, FLA. oe aa tent hardtop, $3,800* (ps), 
ain” sepals Anglia 2-dr., $710, "59 (62) conv. $3,105* (ps), $2,740*; 
00. 4-dr. hardtop, $2,920* (ps): de. Ville 
59 Anglia 2-dr., $465. 4-dr. hardtop. §3.065* (ps). §$2,.945* 
Hiliman—’60 conv., $945. ee ee a ee 
Jaguar—’57 2-dr., $965. °58 (62) 4-dr.. $1.750* (ps): 4- es 
MG—’60 2-dr., $1,350. Le 
Renault—’59 Dauphine 4-dr., $470. "57 (62) 4-dr., $1,260* (ps), $1,105* 
Volkswagen—’60 2-dr., $1,200; sunroof 2- (ps). ; : 
dr., $1,200. 756 (62) 2-dr. hardtop, $810* (ps); 4-dr., 
$775*; Coupe de Ville, $715* (ps). 
DETROIT 55 (62) 4-dr., $490* (ps). 
Opel—’59 Olympia station wagon, $1,125, | CHEVROLET—’60 Impala (8) sport se- 
dan, $1,900*; Kingswood (8) 4-dr., $1,- 
DYER, IND. 730*; Bel Air (8) 4-dr., $1,605*, $1,- 


600* (ps); 2-dr., $1,600* (ps); Corvair 


Ford (English)—’59 4-dr., $365. (6) 


Renault—’58 4-dr., $260*. 4-dr., 


$1,390, $1,249*. 


os i 2. "59 Corvette (8) conv., $1,620* (ps); 
Triamph—'60 2-dr., $570. atte (8) sport sedan, $1,550* (ps), 
1,500* (ps), $1,490* (ps), $1,440* 
; FLINT (ps), $1,430*, $1,385* (ps); conv., $1,- 
Renault— 59 4-dr., $565. 365* (ps); Nomad (8) 4-dr., $1,510*; 
Volkswagen—’60 conv., $1,460; 2-dr., $1,- Bel Air (8) sport sedan, $1,340* (ps); 
350, $1,300. 4-dr., $1,275*, $1,100*, $1,070*, $1,- 
065*, $1,055*, $1,050*, $1,040*, $1,030*, 
LOS ANGELES $1,010*; Bel Air (6) 2-dr., $1,135*, 
Austin-Healey—'60 roadster, $1,995; Sprite, $1,050, $990, $990*, $975*, $955*, 
$1,055. $940*, $935*, $910*, $900*; Biscayne 
’59 roadster, $1,750. (8) 2-dr., $1,180*; Parkwood (6) 4-dr., 
’58 roadster, $1,450. $1,100*. 
Hillman—’60 Minx 4-dr., $940. ’58 Impala (8) sport coupe, $1,370* (ps), 
’59 Husky station wagon, $500. $1,275* (ps); Bel Air (8) 4-dr., $1,- 


275*, $890*; sport sedan, $1,175* (ps); 
Nomad (8) 4-dr., $1,030* (ps); Delray 
(8) 4-dr., $590* (ps), $850, $805, $750; 
Biscayne (8) 2-dr., $900, $780. 


MG—’60 roadster, $1,440, $1,425. 
Renault—’59 Dauphine 4-dr., $525. 
’58 Dauphine 4-dr., $370, 


Triumph—’60 TR-3 roadster, $1,355, $1,- 


255. ’57 Nomad (8) 2-dr., $1,015*; Bel Air 
Volkswagen—’59 2-dr., $950. (8) sport sedan, $855*, $850*, $695*; 
’59 sunroof 2-dr., $900; Microbus, $845. 4-dr., $735*, $710*, $700*; Two-ten 


(6) sport sedan, $555*; 2-dr., $490*. 
56 Two-ten (8) station wagon, $700*, 
$570*; Bel Air (6) sport sedan, $665*; 
Bel Air (8) sport sedan, $635*, $615*, 
$575*, $545*; station wagon, $595*. 


’56 2-dr., $625. 
Volvo—’59 2-dr., $1,015. 

’58 2-dr., $755. 

’S7 2-dr., $525. 


IM ’55 Bel Air (8) station wagon, $455*; 
spate ee $1 A. 4-dr., $400*; Bel Air (6) 4-dr., $310, 
Ae A Nd , $305; Two-ten (8) sport coupe, $365*; 
Austin-Healey—’55 conv., $540. 4-dr., $315 
Ford (English)—’59 Prefect 4-dr., $555. . arte. ° . 

Hillman—'59 conv., $905. wa — '58 Windsor 4-dr., $825* 
Jaguar—’59 Mark VII 4-dr., $510. ’57 (300C) 2-dr, hardtop, $1,280* (ps); 
57 roadster XK140, $1,140. NY 4-dr., $820* (ps); Windsor 4-dr. 
Mercedes-Benz—’57 4-dr., $1,125. 2 at $700* (ps) : C 

Metropolitan—’60 conv., $975. aie rs att ; 
’59 conv., $720. "ia - ’58 Firesweep station wagon, 


NSU Prinz—'60 2-dr., $425. ’57 Firedome 4-dr., $575* (ps); Fire- 


es "ieee $660 sweep 2-dr. hardtop, $530*. 
a OF Sent Sete, Suu. a ’56 Fireflite 4-dr., $425*; Firedome 4-dr. 
Volkswagen—’61 2-dr., $1,580, $1,565, 2 at hardtop, $390*, $380* (ps) | 
oi ae , , $390*, $3! s). 
1afi?030, $1,520, $1,350. i DODGE—'57 Coronet (8) 4-dr, hardtop, 
60 conv., $1,540; 2-dr., $1,275, $1,230, $555* (ps), $455; 2-dr, hardtop, $515* 
’59 2-dr., $1,150, $1,035, $870. $460° ' pr eny ee , et 
8 elgg 2-dr., $1,210, $925; | poRD—'61 Thunderbird (8) 2-ir. hardtop, 
“oe $ ina. 2-4 - $3,700* (ps). 
+ @Onv., S700; 2-Gr., $620. ’60 Galaxie (8) conv., $1,785* (ps); 


Country Sedan (8) 4-dr., $1,600* (ps); 


MASON CITY, IA. Falcon (6) 4-dr., $1,425*; 2-dr., $1,- 
Renault—’59 Dauphine, $635. 380, $1,270*. 

’58 Dauphine, $450. ’*59 Thunderbird (8) 2-dr, hardtop, §$2,- 

Volkswagen—’58 2-dr., $725. 145* (ps), $2,130* (ps); Galaxie (8) 

4-dr. Victoria, $1,350* (ps), $1,265* 

WAREHOUSE POINT, CONN. (ps); Galaxie (6) conv., $1,030*; 


Simca—’58 4-dr., $295. (Continued on Page 43, Col. 1) 
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A NEW a 15 DAY 
SUPPLEMENT REFERENCE 
BOOK FOR 


WHOLESALE 
VALUES ONLY 


For all domestic passenger cars only 
Published by 


NADA 


OFFICIAL USED CAR GUIDE 
The Recognized Authority 
in the Used Car Field 


@ The NADA 15 Day Wholesale Book is furnished to 
subscribers on the first and fifteenth of each month. 
The Edition is published for each of the 8 regions 
from prices determined from all wholesale sources 
—which in turn reflects the true trading value of 
the car. 

The NADA USED CAR GUIDE CO. has pub- 
lished this supplement in response to many dealer 
requests for a service of this kind. 
Take advantage of this fine service, use it to sell, 
buy or trade used cars profitably. 


EQUIP EACH OF YOUR SALESMEN 


WITH THIS VALUABLE TRADING TOOL 


24 ISSUES FOR ONLY 
$15 PER YEAR 





Fill Out And Mail Now! 
-———— —— Ome eee — — wt 


National Automobile Dealers Used Car Guide Co. 
2000 K Street, N.W., Washington 6, D.C. 


Please enter our order for No.______________-. 
NADA Official Used Car Guide 15 Day 
Wholesale Service to include 24 issues. 


RATE SCHEDULE ON 
WHOLESALE BOOK 


1 Sub. $15.00 

2 to 4 Subs. 13.00 ea. 
5 to 7 Subs. 12.00 ea. 
8 to 10 Subs. $11.00 ea. 
11 to 14 Subs. 10.00 ea. 
15 or more Subs. 9,00 ea. 





(] Remittance enclosed 
C1) Will remit on receipt of invoice 


ee 





i Name ....... scladlesaletdesiaiiansataiaaaesgsdicisacepeecens 

e Please Type or Print 

| BY csscisesscssncssnoersesiopsceivioeenisSeietscercssanescs IM REE URES : 
‘ } 
i | ae MEAN ccicechengdaiisbeen P-: Oe se ee bie ! 
| TIA ca ccestiosinsoprassopteestessiacesbsssecetemerseuaicreoeagaies Zone No. SIR: sco nmnnasadeerunan | 





ee 


SS Sr 


ease eae ree 


ae 


Le a Te eG 


SSeS AT RT 


42 


Checking the Record— 


Coolidge Elkins, left, Elkins Motors (Plym- 
outl), goes over a daily operating-control 
record with the firm's office manager, C. E. 


McKinnon. 
“> 





o— 





AUTOMOTIVE NEWS, FEBRUARY 20, 1961 





Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional eauipment. 

(Copyright, 1961, by Automotive News) 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 






2-seat stat. wag., $2,816; standard 4-dr. 
3-seat stat. wag., $2,762. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, 228; 2-dr. hard-| 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. cae, stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 

CADILLAC—Series 62 -—-4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr, hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr, hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 


Quality Dealer Calls Employes Biggest Asset .. . 


Elkins Welcomes Staff's Opinions 


DURHAM, N. C.—Everyone has 
a voice in the operation of Elkins 
Motors (Plymouth), and many 
think this is the reason the firm is 
headed for an unprecedented fifth 
Chrysler Corp. Quality Dealer 
Award. 

Coolidge Elkins, who with his 
brother Ted operates the dealer- 
ship, describes the Elkins phil- 
osophy this way: 

“Regardless of our facilities, our 
product or our capital, our employes 
are our most important assets.” 

It’s his opinion that no business 


Little Rock Dealers 


Install New Officers 


LITTLE ROCK.—The Little Rock 
Automobile Dealers Assn, has in- 
stalled officers for the ensuing year. 
They are: 

A. F. Madison, president; Sid 
Haydon, vice-president; Bill Moore, 
treasurer, and George A. Benjamin, 
secretary. Horace A. Terry is the 
retiring president. 





is much better than the people it 
employs. 

“When a porter delivers a cus- 
tomer’s car, he is representing the 
company,” Elkins said. “If he does 
or says anything which displeases 
the customer, the company has dis- 
pleased the customer. So it is with 
any employe.” 

Helping to maintain worker mo- 
rale at a high jevel, Elkins said, is 
an employe-relations program which 
includes a spring outing for the 
men, summer and fall fishing trips, 
a summer family picnic and a 
Christmas party in the dealership. 

“We send birthday cards to the 

wives and children of all em- 
ployes,” he added. “In addition, 
we call the wife when we can and 
enclose a new dollar bill in the 
children’s cards. A dollar spent 
on an employe’s wife is worth five 
spent on the employe himself.” 

Wives also are eligible for prizes 
if their husbands win sales-incen- 
tive contests conducted by the firm, 
Elkins said. 

At monthly supper meetings in 
the dealership, he added, all em- 





U. C. Dealer’s 300 Cars 
Awarded to Finance Firm 


JOPLIN, Mo.—Securities Invest- 
ment Co., a finance company with 
headquarters in St. Louis and offices 
in many Southern states, was 
awarded possession of 300 new and 
used automobiles valued at $345,037 
which were repossessed last Novem- 
ber from Joe Burtrum, doing busi- 
ness as Burtrum Bros. Motor Co., 
a nonfranchised dealership. 

The case was decided by stipula- 
tion in Jasper County Circuit Court 
at Carthage Mo., under Judge 
Woodson Oldham. 

The suit was originally filed 
against the company plus Burtrum 
and his wife, Norma Alice Burtrum. 
The individuals were dismissed as 
defendants without prejudice by 
Judge Oldham. 

Still pending is a similar case 
in Newton County, involving 54 
cars valued at $41,734. 

No disposition was made of the 


6 States Criticize 


Location of Plates 


HARTFORD.—Motor vehicle ad- 
ministrators in the six New Eng- 
land states have indicated that they 
soon may refuse to register auto- 
mobiles on which license plates are 
difficult to read because plate hold- 
ers are too low, in deeply recessed 
nooks, under obscuring overhangs 
or at confusing angles. 

The administrators voiced their 
objections to the plate holders at 
their quarterly meeting here. Notice 
of the group’s action was given to 
Mark H. Bauer, Eastern regional 
representative of the Automobile 
Manufacturers Assn. 


claim for $40,000 which Securities 
claimed as punitive damages. 


This decision is significant for 
other auto dealers in the area 
Since the finance company now has 
disposition of the cars. The used-car 
market in the area is already drag- 
ging its feet. 

This area has been suffering from 
an increased number of reposses- 
sions, said to be considerably above 
normal for this period. 


ar registra- 








ployes join in a “constructive criti- 
cism” session. They see a training 
film and then split up into depart- 





ments for detailed discussions, 


Each work day begins with a 
sales-training meeting. Coolidge El- 
kins conducts three of them, and 
Sales Manager Buddy Thompson 
the other two. 


Department heads meet monthly 
to discuss business in the past 30- 
day period, how to improve it and 
set objectives for the coming 


months. 


C. E. McKinnon, office manager, 
maintains a daily operating con- 
trol on all departments and keeps 
the Elkins brothers up to date on 


facts and figures. 





Thunderbird (V-S_ std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 

IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 


hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 


brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr.  sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—(Meteor 600 and Meteor 800 
| prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 


$2,471; 2-dr. sed., $2,417. Meteor 300 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr. hardtop, $2,876; 
conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 


4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3,118. 

OLDSMOBILE — F-85 — Standard 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat. wag., $2,681; 
deluxe 4-dr, 2-seat stat, wag., $2,816. 

Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 


4-dr. 








| 


| sed., 


CHEVROLET—Corvair—Series 500—4-dr. | dr. 2-seat stat, wag., $2,353, 
| sed., $1,974; coupe, $1,920; 4-dr. 2-seat DeSOTO—4-dr. hardtop, $3,167; 2-dr. 
| stat. wag., $2,266. Series 700—4-dr. sed.,| hardtop, $3,102. 
| $2,039; coupe, $1,985; 4-dr. 2-seat stat.| DODGE—Lancer—Series 170—‘4-dr. sed., 
| wag., $2,331. Monza 900 — Sport coupe, | $2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. 
$2,201; 4-dr. sed., $2,201. Greenbrier—j|wag., $2,354. 770 Series—4-dr. sed., $2,- | 
Sport Wagon, $2,651. 137; 2-dr. sed., $2,075; 2-dr. hardtop, 
(The following prices are for six-cylin-| $2,164; 4-dr. 2-seat stat. wag., $2,449. 
der models, For V-8s, add $107.) Biscayne tahoe Cae add "sak teen =~ | 
weutee ao sins. oe "hire ie a sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat | 
jae ha ; aiitety t. wag., $2,695. Pioneer—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, | S459: dr. sed., $2,410; 3-dr. hardto 
$2,554; 2-dr. hardtop, $2,489. Impala—4-| a uae wan an  §2 787, 
lar. sed., $2,590; 2-dr. sed., $2,536; 4-dr. | $2488; 4-dr. 2-seat sta been eeten 
| hardtop, $2,662; 2-dr. hardtop, $2,597;|4-dr. 3-seat stat. wag., $2,592. Phoenix— 
conv., $2,847. Station Wagons—4-dr. 2-seat | 4-4r- sed., $2,595; 4-dr. hardtop, $2,677; 
Brookwood, $2,653; 4-dr. 3-seat Brook- aa $2,618; conv. (V-8 std.), 
wood, $2,756; 4-dr. 2-seat Parkwood, §$2,-| %“.°"°°- " P 
747; 4-dr.~3-seat Parkwood, $2,850; 4-dr. Polara V-8 — 4-dr. sed., $2,966; 4-dr, 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, | hardtop, $3,110; 2-dr. hardtop, $3,032; 
$2,992. Corvette—Conv. (V-8 std.), $3,934. $3,204: wa} at asa. wae es oa’ 
CHRYSLER—Newport—4-dr. sed., , FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, | seq., $1,912; 2-dr. 2-seat stat, wag., $2,- 
$3,025; conv., $3,442; 4-dr, 2-seat stat.| 9095; 4-dr, 2:seat stat wag., $2,268, 
phen $3,541; 4-dr, 3-seat stat, wag., $3,- (The following prices are for six-cylinder 
622, Windsor — 4-dr. sed., $3,218; models. For V-8s, add $116.) Fairlane— 
hardtop, $3,367; 2-dr. hardtop, $3,303. New| 4-ar, sed., $2,315; 2-dr. sed., $2,261. Fair- 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
592; 4-dr. 2-seat stat. wag., $4,764; 4-dr. $2,536; 4-dr. hardtop, $2,662; 2-dr, hard- 
3-seat stat. wag., $4,871. 300-G—2-dr. top, $2,597; starliner 2-dr, hardtop, §$2,- 
hardtop, $5,411; conv., $5,841. (Torque-| 597; conyv., $2,847, Station Wagons—2-dr. 
Flite, power steering, power brakes stand-|9-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
ard on New Yorker and 300-G.) Ranch Wagon, $2,656; 4-dr, 2-seat Country 
COMET—4-dr, sed., $2,053; 2-dr. sed.,| Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$1,998; 2-dr. 2-seat stat, wag., $2,310; 4-| $2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 





conv., $3,592; Starfire conv., $4,647; 
2-seat stat. wagon., $3,665; 4-dr. 

stat. wag., $3,773. Series 98—4-dr sed., 

$3,887; 4-dr. hardtop (sloping roof), $4 021; 
4-dr. hardtop (flat roof), $4,159; 2-dr hard- 
top, $4,083; conv., $4,362. (Hydra- Matie, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star. 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-ar, 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag., $2,327. V- 200-—4- dr. sed., $2,. 
110; 2-dr. hardtop, $2,137; 4-dr, 2-seat 
stat. wag., $2,423. 

(The following prices are for six- cylinder 
models, For V-8s, add $119.) Savoy—4-qr, 
$2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2, 439; 2-dr, sed., $2,389; 2-dr, 
hardtop, $2, 461. ‘Fury—4- dr. sed., $2, 575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, $2, 
599. Station Wagons—2-dr. 2-seat Delune 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr, 
2-seat Custom, $2,761. Plymouth y-g3— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine jg 


4-dr. 
3-seat 


not available). Fury WV-8—Conv., $2,967, 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 
PONTIAC—Tempest—4-dr. sed., $2,167: 
4-dr. 2-seat stat. wag., $2,438. : 
Catalina—4-dr. sed., $2,702; 2-dr, Sed,, 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard. 
top, $2,766; conv., $3,078; 4-dr. 2-seat 


stat. wag., $3, 099; ‘4-dr. 3-seat stat. wag. 
$3,207. Ventura—4- dr. hardtop, $3,047; 2. 
dr. hardtop, $2,971. Star Chief—4-dr. sed, 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,. 
255; conv., $3,476; 4- dr. 2-seat Stat. wag, 
$3, 530. 

RAMBLER—American—Deluxe — 4-dr, 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4- dr, 2-seat Stat, wag,, 
$2,129. Super—4- ar. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat ‘stat, wag., §2,- 
165; 4-dr. 2-seat stat, wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat. wag, 
$2,295; 4-dr. 2-seat stat. wag., $2,344, 

Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr. 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat. wag., 
$2,572; 5-dr, 3-seat stat. wag., $2,697, 
Custom Six—4-dr. sed., $2,413; 4-dr, 2. 
seat stat. wag., $2,717; 5-dr. 3-seat stat, 
wag., $2,842. Super V-8—4-dr. sed., §$2,- 
397; 4-dr. 2-seat stat. wag., $2,701; 5-dr, 
3-seat stat. wag., $2,826. Custom YV-8— 
4-dr, sed., $2,512; 4-dr, 2-seat stat. wag., 
$2,816; 5-dr, 3-seat stat, wag., $2,941, 

Ambassador—Super V-8—4-dr. sed., §$2,- 


537; 4-dr. 2-seat stat. wag., $2,841; 5-dr, 
3-seat stat. wag., $2,966. Custom YV-8— 
4-dr. sed., $2,682; 4-dr, 2-seat stat. wag,, 


$2,986; 5-dr, 3-seat stat, wag., $3,111. 

STUDEBAKER—Lark Deluxe Six—4-dr, 
sed., $2,005; 2-dr. sed., $1,935; 2-dr, 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag., 
$2,370. Lark Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr, 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
— 4dr. sed., $2,140; 2-dr. sed., $2,070; 
2-dr, 2-seat stat. wag., $2, 425; 4-dr, 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr, hardtop, $2,378; conv., 
$2,689; 4-dr, 2-seat stat, wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 

WILLYS—Jeep—2-dr. 2-seat stat. wag. 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
(6-cyl.), $2,343.57. (Both are two-wheel- 
drive models. ) 
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New Commercial-Car Registrations, 
41 States for December, 1960-1959 


istrations by states are 
ere weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 
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baker | White 


Willys | Mise. 


















































34 States Previously *60| 51| 10633) 59 1588; 9529) 2687) 3975 503 235 497; 2197 1277| 33231 
__ Reported for December '59| 79 5829 177 1544; 10030 1903 5030 641 09 671 2862 1691| 30566 
California “60 2604 5 500| 2590 459 487 8 50 27 223 384; 7337 
‘591 | 1225 4 308 2373 285 523 I 17 85) 152 572 5555 

iowa *60) | 1014 6 129 907 227) 513 5 17 15 68 72| 2973 
ica '59| 227 14 29 353 45 182 7 | 9 16 34 919 
Louisiana " | | 451 33 426 62) 78 10 2 3 16 42 1123 
'59| 352 3 31 542 75 150 2 7 19 23 44 1267 

Michigan *60| ;| = 7 247 1289 402 239 26 18 31 153 123| 3787 
"59| 17 98 649 129 187 2I 2 49 51 106 1714 

Mississippi *60| | 37 427 104 82 a 14 1| 15 22 1208 
ae, *59| oo 32 330 80 121 12 5 1} 12 36 888 
Missouri ‘i | 1020 2 108 593 182 227 8 6 16 53 34| 2249 
"59! 426 4 58 534 105 210} 9 6 5 19 34 1410 

Nevada *60) | 71 14 70 28 17 8 13 7| 228 
'59| 179 31] 209) ~— 22] 5 5 10} _—99|__—=S 

4\ States Reported “60! 53| 17545 79 2656| 15831 4151 5618 564 350 590 2738 1961| 52136 
To Date for December 59) 80} 8901} 219) _—2131| 15020] 2644] + 6434| 724) ~—=«dS2|——844| 3145] 2616) 42910 
Year *60) 1059| 308718 2394| 42742| 274239! 80735| 108451| 10711 5760| 13891| 30691} 42993| 922384 
To Date '59| 1165| 301487 2954| 51398] 286320) 68243) 106027; 13255 5828| 15079} 29993! 41202| 92295! 


Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car nn 41 States for meee, 1960-1959 







































































: AMC 
pod : ed Ram- Chev- | Olds- G.M. ent: 
ge acs. . Slee rolet |mobile TOTAL baker 
31 States 60! 14967| 3767 643 495| 9787| 13825) 28517 | 1127 63629| 12308 61276| 14749 vase 3487| 14515) 235597 
For December '59| 14912] 2798 707| 1194] 9563] 14003] 28265 Sore 782 S eter a 6892 758 29360| 776! $397 OM '5187| 22805] 189841 
Florida 0, 1113 156 56 28 629 950; 1819) 3858 330 oe 926 804; 5659) 1098 995 oa 257| 1940| 19608 
'59| 1129 160 113 59 693| 1030] 2055] 6635 44 i906 383 = 50! 297| 2471 712 709} 4690] 496] 4643} 2027! 
- Meal RRL SL el Sal el fro! suel— |Site Bel Bol iota Son om 
‘59; 432 7 14 5 
Kansas "60, 212 38| 9 5 171 267| «490 958 17 119 97 aT 190 46) «1194 208 262| 1900] 199; 4052 
'59| 263 29 10 13 149 195| 396) __—*1184 22 24 115 1345 91 34) 767 118 173} 1183)___—*150 242| _ 3579 
Kentucky 0| 332! 52 8 17 195 335 607| «1516 8 127 1 | ~~ 1786] 372 112] 1790 417 416| 3107 68 296| 61% 
'59| 325 44 22| 21 193] 332 612] 160! 27 17] 180 1825 207 65| 1126 261 257| ‘1916 93 480| _ 5251 
coven BL Bol yl eles] | Bol |) ay BL al_ 
'59| 689 55 I 4 6 312 Y | 4 44 | 
Michigan 60| 1522 443| 67 62| 1458; 1875| 3905! 8600 | 338 1550 ay 11767| 2240 «*+1275| «8773 +«=«-2333) +2925) +«17546 330| 1259| 36327 
'59| _1097| _—-284| él 80 833} 1336] 2594] 46065 60 210 809 7144 790 592| 3951 985}  1062| 7380 275| _1445| 19935 
Minnesota 60| «774 226 35 26 613 786| 1686]  2656/ 39 393 2] 3417 656 261| 3277 905 825| 5924 182 509| 12492 
'59| 797| ~=—«128 4\ 55 541 773) 1538] 3174 43 43 346 3606 396 132] 2070 627 528| 3753] —243 653| 10590 
Mi i 0| 834 137 22 27 714 977| «1877! «3749 32| 353 359| 4493; ~«-700/~—~=Cé 4691 893| 1023) 7595 146 667| 15612 
cary '59| 604 77 17 44 389] 615] _—*1142|__ 3048 so| 40 259 | 3397} 299} | 1955 383 443| 3172 197 779\ 9291 
ore SB at a8) SRR BT ie 
New York "60| 2550 +889 141 82| 1893) 2845| 5850| 7417! 209 893| 1108; 9627/ 2011/1413] 2618| 18577| 475! _2728| 39807 
'59| (2717 748 172| __257|_‘(1969|__—-2982 128) 8864 1o1| 332] 1076] | 10373} 1120) 573] Sel ies 1634] 1657] 9328} ~—-*1690] ~—_5392| 35628 
41 States "60| 23845; 6047) 1037 811! 16704) 23209] 47808| 985342 | 1975| 10077! 10915! 108309| 20716| 10509| 103555! _25215| 26952| 186947| 5345| 23114) 395368 
For December '59| 23054! 4425] _—*(1176| __—‘:1798|_14931| 21975| 44305|  90278| 1189] —-2390}_——(9833/ | 103690| 10867] 4745| 48823] 13132] 13935] al 8630} 38129| 309310 
Year "60| 414235) 78000| 15885| 22748/ 350981| 438527! 906141 |1386171| g 9903| 147346] 152893/1706313| 261027| 145806| 1655373) 346567| 3903932799166] 104256| 497629] 6427740 
To Date '59| 355214| 63255] 18089] 41959] 162774] 383306| 669383|1434339| 40241] 27994] 154262| | 1656836} 242098] 133778] 1398630] 3554469 376873 2508040 | 1301441 601330/5919755 


























Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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Used-Car Auction Prices 





(Continued from Page 41) 








Custom 300 (8) 2-dr., $1,035; Fair- 
Jane (8) 2-dr., $975*, $920* (ps); 4- 
dr., $910*, $805; Fairlane (6) 2-dr., 
$865*, $775*. 

58 Thunderbird (8) 2-dr. hardtop, $1,- 
710* (ps); Fairlane 500 (8) conv., 
g815* (ps); Fairlane 500 (6) 4-dr. 
Victoria, $700*, $700* (ps); Custom 
300 (6) 2-dr., $525. 

57 Fairlane 500 (8) conv., $765* (ps); 
Country Sedan (8) 4-dr., $615*; Coun- 
try Sedan (6) 4-dr., $535*; Ranch 
Wagon (6) 2-dr., $470; Custom 300 (6) 
Q-dr., $465. 

56 Thunderbird (8) conv., $1,645* (ps); 
Country Sedan (8) 4-dr., $400*; Fair- 
lane (6) 4-dr, Victoria, $395*. 

IMPERIAL — '59 Imperial 2-dr,. hardtop, 
$1,935* (ps). : 
LINCOLN —’ 60 Premiere 4-dr. hardtop, $3,- 

450* (ps). 

59 Capri 4-dr, hardtop, $1,880* (ps). 

5g Continental Mark II 2-dr. hardtop, 
$3,015* (ps); Capri 4-dr., $475* (ps). 

MERCURY—’60 Montclair 4-dr. hardtop, 
$1,780* (ps). 


159 Montclair 4-dr. hardtop, $1,500* (ps); 
Monterey 4-dr., $1,085*. 

58 Voyager 4-dr., $1,010* (ps). 

'57 Voyager 4-dr., $800*; Monterey 4-dr. 
hardtop, $630*, $500* (ps); 2-dr. hard- 
top, $580* (ps). 

156 Monterey station wagon, $650* (ps); 
Montclair 4-dr. hardtop, $470*. 

OLDSMOBILE—’61 (88) Super 4-dr. 


day, $725*. 
‘57 (88) 4-dr. Holiday, $875* (ps), $720*; 
4-dr., $775* (ps); station wagon, $765* 


(ps); (98) 2-dr, Holiday, $S800* (ps); 
4-dr., $745* (ps). 

56 (88) Super 4-dr. Holiday, $475*; 
(88) 4-dr. Holiday, $395* (ps); 2-dr. 
Holiday, $390* (ps). 

PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,200*; Suburban (6) Deluxe 4- 
dr., $710*; Savoy (8) 4-dr., $850*; 
Savoy (6) 2-dr., $735*. 

"58 Savoy (8) 4-dr., $600*; Plaza (8) 
4-dr., $580*; Suburban (6) Deluxe 2- 
dr., $400*. 


Vancouver Assn. Names 


Gauthier President 
VANCOUVER, B. C.—The Auto- 
mobile Dealers Assn. of Greater 
Vancouver has elected Roger Gau- 
thier as president. He also is head 


of Roger Motors, Ltd. (Buick-Pon- 


tiac-Vauxhall). 

Douglas Holme (Ford), and Fred 
Deeley (imports) were elected vice- 
presidents, and Allan Eyre, Weidy 


_ | Macfarlane, Don McRae, William 
Holi-/ Johnston and Clarke Simpkins 


| 
} 
| 
| 
| 
| 





’57 Savoy (8) 4-dr., $425*; Savoy 
2-dr. hardtop, $395*; Suburban 
Deluxe 2-dr., $335*, $325*. 

’56 Suburban (8) Deluxe 2-dr., $325. 

PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
525* (ps), $2,500* (ps); conv., $2,500* 
(ps); Catalina 4-dr, Vista, $2,000; 4- 
dr., $1,955* (ps). , 

’59 Bonneville conv., $1,905* (ps); Cata- 
lina 4-dr, Vista, $1,755* (ps), $1,610* 
(ps), $1,505*; conv., $1,750* (ps), $1,- 
650* (ps), $1,525* (ps). 


(6) 
(6) 


’58 Chieftain 4-dr. Catalina, $1,125* 
(ps). 

’57 Super Chief Safari 4-dr., $680*; 
Chieftain 4-dr., $500*. 

RAMBLER — '59 Ambassador (8) Cross 
Country, $1,385*, $1,370*; Deluxe (6) 
4-dr., $875*. 

STUDEBAKER—’59 Lark (8) 2-dr. hard- 


top, $1,135*. 
* * * 


— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday (Feb. 9). Good weather and 
brisk trading made a good sale. Very high 
demand for fresh top cars, Sold 399 cars 
from 594 consignments. 

* 1 * 


COLUMBUS, O. 

Capital Auto Auction, Sale every Thurs- 
day (Feb. 9). Market steady on older mod- 
els. Sold 192 cars from 293 consignments. 

* cg 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (Feb. 9). Good activity on all models 
through '60s. Prices firm to higher. 

* * * 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 
day (Feb. 10). Market was somewhat soft- 


















Over Land and Water— 


This experimental Ground Effect Machine (GEM), tested by General Motors Corp.'s 
research laboratories engineering development department, skims over land and 
water at a four-inch altitude with driver. Fore and aft fans driven by 15-horsepower 
engines produce a continuous sheet of air from an annular jet around the bottom of 
the vehicle. This sheet seals a supporting low pressure air bubble under the vehicle. 
Designed to study stability, control and propulsion problems, the GEM is 81 inches 
wide, 144 inches long and from ground to deck measures 14 inches. With driver and 


Ban + ta 





were named directors. 


er. Sold 79 percent of 514 consignments. 


day, $3,000* (ps). 

69 (88) 4-dr, Holiday, $2,390* (ps), 
$2,250* (ps), $2,085*; (88) Super 4-dr. 
Holiday, $2,375* (ps). 

59 (98) 4-dr., $1,970* (ps), $1,825* 
(ps); conv., $1,815* (ps); 4-dr. Holi- 
day, $1,800* (ps), $1,730* (ps); (88) 
Super 4-dr. Holiday, $1,590* (ps). 

58 (88) Super 4-dr., $1,220* (ps); (98) 
conv., $1,025* (ps); (88) 2-dr, Holi- 





Conference Calle 
On Ways to Slash 
Toll in Traffie 


WASHINGTON.—A national] con- 
ference of scientists, safety and} 
health authorities and public offi- 
cials to explore ways of cutting 
traffic deaths and injuries has been 
announced by Pyke Johnson, gen- 
eral conference chairman and 1960) 
chairman of the Highway Research | 
Board. 

The conference will be held Feb. 
27-March 1 at the Miramar Hotel, 
Santa Monica, Calif., under the 
joint sponsorship of the Bureau of 
Public Roads, the United States 
Public Health Service, and the Au- 
tomotive Safety Foundation, 

It will study ways of applying to | 
traffic situations new electronic 
techniques and equipment, and re- 
cent developments which will en- 
able scientists to bring the driver, 
his vehicle, and his traffic environ- 
ment into the laboratory for study. 

Convinced that this is now pos- 
sible through the simulation of 
driving techniques with unprece- | 
dented realism, the Nationa] Con- 
ference on Driving Simulation will 
seek to develop a complete new | 
research approach for measure- 
ments of such variables as the ef- 
fects of road and vehicle design, 
traffic control, fatigue, emotion, 
drugs, and other physical and phy- 
chological conditions of drivers. 

Driving simulation techniques to 
be considered by the conference 
will include the use of closed-cir- 
cuit television and mechanical and 
electronic equipment permitting the 
creation of infinite traffic situations 
and precise measurement of driver 
Teactions. They will test driver 
training techniques and driver re- 
sponses to a wide variety of condi- 
tions and situations. 


Ford ead Shows Start 


Fifth Season March 22 

DETROIT.—Ford Motor Co.’s 
American Road travelling shows, 
which have been seen by more 
than 12 million people, will begin 
their fifth year of touring shopping 
centers on March 22. 

Since they were started in 1957, 
the Ford shows have appeared at 
101 separate shopping centers. Ford 
will have three identical shows on 
the road. Called “The Magic World 
of Ford,” the shows are built 
around sleight-of-hand and other 
illusions performed by professional 
Magicians. 


Fire Destroys N. C. Deal 
ENFIELD, N. C.—Rothrock Mo- 
tor Co. was destroyed by fire with 
the loss estimated by H. W. Roth- 
rock, owner, at $75,000 to $100,000. 
The blaze was blamed on a faulty 
oil stove in the service department. 
hree used cars were demolished 
and 12 new cars were badly dam- 
aged. 















SNOWED-I 


OPEN FOR BUSINESS 


dee 


Ask other dealers how Childers Car- 


Stay open for business 365 days! 
ports boost their sales. Phone long distance free. (See offer below): 


passenger, it cruises at a 2¥-inch altitude. 





You're out of business when snow, sleet, rain or hail keep away 
prospects. “If you want them to buy, keep their feet dry!” 












Now! CHILDERS Carports Keep Your Cars Springtime Clean On Winter's Dirtiest Days 


... and make your lot a more inviting place to stop, look and deal! 


One of the car lots in the photos above 
made money last winter. The other did not. 
Can you tell which was the profitable lot? 


Sure! It was the lot protected by Childers 
Carports. And Childers Carports may be 
the difference between your lot losing money 
or making a profit this winter. 


Open every day. You see, Childers Car- 
ports turn your lot into an attractive, 365- 
day outdoor showroom. With Childers Car- 
ports protecting your stock, even the heavi- 
est snow can’t cover your cars and put you 
out of business. 


Pay for themselves. And because Childers 
Carports cost only pennies per car per day, 
they quickly pay for themselves in savings 
on clean-up costs alone. In addition, Childers 
Carports cut your costly winter light bills 
50% and more because they concentrate 
your lights directly onto your cars. . . let 
you use fewer lights for a more attractive 
night display. 


Year-round protection. And best of all, 
Childers Carports increase your sales and 
cut your overhead, all-year-round—not just 
in the winter! Dealers everywhere in the 
United States have erected Childers Car- 
ports and are enthusiastic about them. Here 
are a few reasons why: 


1. Every day is a selling day. With your 
cars protected from rain, snow, sleet, and 
blistering hot sun, you can depend on 365 
selling days a year, whatever the weather. 





NO DOWN PAYMENT! 
NO CARRYING CHARGE! 
Take advantage of Childers Special 


payment plan for car dealers. Pay for 
your Childers Carports in easy 
monthly payments! 


2. Big savings on labor cost. Cars protected 
from dust, rain and glaring sun don’t need 
as much cleaning and polishing. Savings 
on labor costs alone will pay for your 
Childers Carports. 


3. Higher prices for cars that are kept 
clean and attractive to buyers. 


4. Cuts light bills 2 or more—because light 
is more easily directed to the cars on display. 


5. More sales and faster turnover. Expert 


dealer accountants say it costs $3 to $4 a 
day to “board” a car—yet Childers Carports 
cost as little as 5 cents per car per day! 


6. Architect-designed to harmonize with 
existing buildings and displays. 


7. Easy to install. Your own men can do 
it with ordinary tools. 


8. Easy to move if you are on leased 
property ... or if you want to rearrange 
your outdoor display. 

Childers Carports offer you four styles 
of roof trim: Panorama in a choice of at- 
tention-compelling colors, distinctive Conti- 


nental, neat Skyline, or conservative Thin- 
line. Choose the style of roof trim you 
prefer—then, as you wish, add whatever 
signs, lights, banners, etc., you feel are 
appropriate for you. 


Call Two Dealers, Free! 

Childers will send you a list of 500 happy 
dealers who have turned their lots into 
year-round, all-weather showrooms, in- 
creased sales and decreased costs with 
Childers Carports. 

After you receive this list, call any two 
dealers. Let them tell you about Childers 
Carports in their own words. Send the bill 
for these calls to Childers. You'll be reim- 
bursed promptly. No obligation. 


You still have time to protect your 
cars this winter with Childers Carports. 
Mail coupon below, today! 


WE PAY FREIGHT TO ANY DEALER IN 
CONTINENTAL U. S. MAIL THIS COUPON TODAY 


Childers Manufacturing Co., Dept. AN-13 
3620 West 11th Street, Houston 8, Texas 
Send me complete information and list of 500 
dealers who have installed Childers Carports. 


Firm ———— 
Name & 


1 
1 
1 
' 
' 
\ 
! 
1 
i 
1 
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Title 1 
Address. : 
1 
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Childers’ representatives located in all principal cities 
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FAST DELIVERY... PROMPT SERVICE 


from your nearest Republic representative 


LOS ANGELES 22, CALIF. 


Petley, Inc. 
5424 E. Slauson Avenue 


OAKLAND 1, CALIF. 


Petiey, Inc. 
899 73rd Avenue 


ATLANTA 8, GEORGIA 


Geo. E. Kinney Bin Co. 


33312 Peachtree St. N.E. 
CHICAGO, ILLINOIS 


S. W. Lemon 
5050 S. Austin Avenue 


INDIANAPOLIS, IND. 


Modern Equipment Co. 
1140 North College 


SOUTH WEYMOUTH, MASS. 






Shepard & La Plante 
72 Pond Avenue 


MINNEAPOLIS 1, MINN. 


Modern Bin Equipment Co. 
734 North Fourth Street 


CHARLOTTE, N. C. 
Steel Bin & Equipment Co. 
601 Sugar Creek Road 


MERCHANTVILLE, N. J. 


Gardner Equipment & 
Service Co. 
Route #38 & Church Rd. 


LONG ISLAND CITY 1,N. Y. 


Automotive Parts Dept. Serv. 


48-18 Northern Bivd. 


OKLAHOMA CITY, OKLA. 
C. B. McMillan Company 
1745 West Grand Street 


BRUNSWICK, OHIO 


Accurate Inventory Service 
Grafton Road, East 


PORTLAND 9, OREGON 
D. R. Munro, Jr. 
1801 N.W. Northrup $ 


PITTSBURGH 12, PA. 


L. M. Kelly 
1407 Brighton Place 


MEMPHIS 4, TENN. 


Claude A. Ward 
212 Towers Building 


HOUSTON 17, TEXAS 
The Zachary Company 
6403 Winfree Street 


SALT LAKE CITY, UTAH 
L. B. Clark 
2790 East 3000 South 


ALEXANDRIA, VIRGINIA 


A. T. Watson 
219 Lloyd Lane 


REPUBLIC STEEL ‘TRE 
BERGER DIVISION “Ss 
1078 BELDEN AVENUE — CANTON 5, OHIO 


PORTABLE 


. - « PERMANENT 


KEY CONTROL FOR 24/36/48 CARS 


Hangs up—locks in desk—goes with you for 


selling. 


Any position keys safe—can't fall off. 
Large number on key tag matches same on 


panel and car sticker. 


Pat. lock—release holder for easy removal and 


replacement of keys. 


Pilfer-proof—no mix-up or tangle of keys. 
Glance tells what keys are out. 
Pat. clip-board back for writing notes/orders. 
Order Direct from 
A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169! 


48 Keys—Silver or Gold 
36 Keys—Silver or Gold 
24 Keys—Silver or Gold 


Add $6.75 for Cabinet w 


SOLVES 
YOUR PLATE 
PROBLEM! 


HURRY! 
Now Available! New, Improved, Foolproof 


DEALER PLATE HOLDERS 


HERE’S WHY EVERY DEALER WILL WANT THEM: 


Af a 


ith padlock. , 


$15.00 
11.50 
7.75 


* PREVENTS LOSS OF PLATES, THEY ARE COMPLETELY SECURE! 


* CLIP ON AND OFF IN A JIFFY! 


JOBBER INQUIRIES 
INVITED 


ie 


IN LOTS OF 12 OR MORE PREPAID 
$1.25 FOR SMALLER QUANTITIES 


Send check with order. 


* FIT ANY BUMPER! 


* STURDY! Made of heavy duty galvanized 


C1 / Bae 


17 ve 


g Please ship us 
a 

1 Name 
Address 
City 


Dealer Plate Holders. 


spring wire with aluminum clips. 
Se ee ee ee ee ee ee ee ee ee ee ee ee 


SHELAR CO. 714 65th Street, Brooklyn 20, N. Y. 


i Enclosed herewith our check for $ 


State 


Seen eeae wl 


REPUBLIC PARTS BINS 


t. 








|ager of Auto Specialties Mfg. Co., 


iF. Cook, 


Auto Personnel 





C. R. Maloney has been promot- 
ed to manager of petroleum com- 
pany sales by Cooper Tire & Rub- 
ber, Findlay, O. He formerly was 
Western division manager and 
worked previously with Goodyear 
and Lee Tires. 

* 


* * 


Costa Named Field Chief 


For Black & Decker Unit 


Charles L. Costa has been ap- 
pointed field manager for the Prod- 
uct Service Division of Black & 
Decker Mfg. Co., Towson, Md, He 
will direct four regional service 
managers who supervise 50 factory 
branches and 35 service stations 
throughout the country. 

The division also named three 
branch service managers. They are: 
James C, Vassell, Lincolnwood 
(Chicago), Ill.; David S. Stevens, 
Seattle, and S. Michael Raymond, 
Des Moines. 

eo ok * 
New President Named 


By Auto Specialties 
Waldo V. Tiscornia has been 
elected president and general man- 


St. Joseph, Mich., 
succeeding his 
brother, the late 
James W. Tiscor- 
nia. 

R. M. Foote has 
been named pres- 
ident and general 
manager of Aus- 
co’s Canadian af- 
filiate, Auto Spe-| 
cialties Mfg. Co. 
(Canada), Ltd., 
succeeding W. H. 
Cantelon, who died while in St. 
Joseph to attend the funeral of Mr. 
Tiscornia. 





W. V. Tiscornia 


K cd co 
Marbon Chemical Names 


Two Vice-Presidents 


Marbon Chemica] Division, Borg- 
Warner Corp., Washington, W. Va., | 
has appointed William A, Suiter)| 
and Rhoda M, Stewart vice-presi- | 
dents. 

Suiter will be responsible for all | 
product sales activities, including 
rubber resins, latex and adhesives. 
Miss Stewart’s duties include pur- 
chasing, traffic and personnel, 

* * * 


Chevrolet Shifts Brown 


Thomas T. Brown has been 
named Buffalo city manager for| 
Chevrolet. He succeeds John H. 
Kirkpatrick, who has been promot- 
ed to zone manager in Richmond, 
Va. Brown had been assistant man- 
ager of Chevrolet’s commercial and 
truck department, 

* * 


7 ok 
Tobin Returns to White 


As Wholesale Vice-President 


P. E. Tobin has been named vice- 
president-wholesale operations of 
White Truck Di- 
vision, White Mo- 
tor Co., Cleveland. 

Tobin is return- 
ing to White after 
two years as own- 
er of his own bus- 
iness in Bloom- 
ington, Ind. He 
joined White in 
1941 and was sales 
vice-president at 
the time he re- 
signed in 1958. Be- P. E. Tobin 
fore joining White he was with the} 
B. F. Goodrich Co. 





* 


Olds Promotes Haight 

W. E. Haight has been promoted | 
to the newly created position of 
assistant director of purchasing for 
Oldsmobile. He had been assistant | 
purchasing agent. 
ok cd ok 


Diamond T Ups Cook 





Diamond T has promoted Harold | 
formerly special sales | 
representative, to assistant sales 
manager. Prior to joining Diamond 
T in 1956, Cook spent 16 years with | 
Reo Motors. 
* * oF 
Chevako and Holzworth 


Promoted by Oldsmobile 
Thomas A. Chevako has_ been} 

appointed director of sales analysis | 

and distribution for Oldsmobile. oat 





joined the division in 1939 and has 


| been Philadelphia zone manager 


the last three years. 

Oldsmobile also named Robert J. 
Holzworth district manager in 
Portland, Me., replacing J. E. Sheff, 
who now is business management 
manager of the Boston zone. Holz- 
worth formerly was assistant of- 
fice manager-car distributor in the 
Buffalo zone. 

* * 


Rose Named Sales Manager 


For Armstrong Hydraulics 

Appointment of William R. Rose, 
as sales manager 
for Automotive 
Shock Absorber 
Division, Arm- 
strong Hydraulics, 
Chicago, has been 
announced by J. 
V. McNeil, gen- 
eral manager. 

Rose will head 
up automotive 
and fleet sales. He 
is a veteran of 20 
years in automo- 
sales. 

* 





tive aftermarket 


Ford International Names 


General Marketing Manager 


The appointment of R. B. Bor- 
ough as general marketing man- 
ager. International staff, has been 
announced by 
John S. Bugas, 
vice-president — 
Ford Internation- 
al Group, Ford 
Motor Co. 

Borough, for- 
merly Ford Phil- 
adelphia_ district 
sales manager, 
will assume re- 
sponsibility for 
direction of the 
marketing activi- R. B. Borough 
ties for Ford International Group, 
including all activities formerly as- 
signed to the Ford International 
staff sales office. 

* 





Cadillac Reassigns Three 
In Field Sales Force 


Three new assignments in the 
field sales force have been an- 
nounced by Cadillac. They are: 

John S. Badger, district sales 
manager in Kansas City; William 
H. Gordon, Omaha district sales 
manager replacing Badger, and 








Daniel G. Adams, who has replace 
Gordon as Pittsburgh district saleg 
manager. 

* * * 


Ford Appoints Scott 


Product Planning Director 


Will Scott has been named execy- 
tive director of the central product 
planning office of 
Ford Motor Cp, 
He also was ap- 
pointed to the 
company’s prod- 
uct planning com- 
mittee and wil] 
serve as vice. 
chairman. 

With Ford since 
1948, Scott will 
provide staff dj- 
rection and cm 
ordination of the 
company’s domestic and foreign 
product planning activities. 

* * * 


Ford Appoints Wiggins 
Washington District Chief 
Appointment of Dennis O. Wig- 
gins as Ford Division Washington 
district sales office manager hag 


been announced 
by O. Fred Yando, 





Will Scott 


Southeastern re- 
gional sales man- 
ager. 


Wiggins, man- 
ager of the Ford 
Richmond district 
sales office since 
April, 1960, suc- 
ceeds Ronald L. 
Phillips, who has 
been placed on 
special assign- 
ment to the Southeastern regional 
sales office in Philadelphia. C. W. 
Ramsay, Ford marketing services 
department manager, succeeds 
Wiggins. 





Dennis O. Wiggins 


* * * 


Mohawk Appoints Davis 
PORTLAND, Ore. — George W. 
Davis has been named Mohawk 
representative for Oregon and 
Washington, with his headquarters 
in Portland. 
ok * * 


Sharpe Named President 
Of Spray-Painting Group 

Kenneth B. Sharpe, executive 
vice-president, Sharpe Mfg. Co., has 
been elected president of the Na- 
tional Spraying Painting and Fin- 
ishing Assn. 

Other newly elected association 
officers are Frank R. Ritt, DeVilbis 
Co., secretary, and Clyde E. Small, 
Campbell-Hausfeld Co., treasurer. 
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From Muffler to Bumper 


Also a Full Line of Accessories 
Write for CATALOG . . Dealer Inquiries WELCOME 


Cable GLOIMP 
Newburgh, N. Y. 


2.0847 
NEW YORK 


UTOMOTIVE IMPORTS 


GH 
GOMERY 


MR. AUTOMOBILE DEALER — 


What if someone told you that you could have made $5,000 more last year. 

If you thought it were true you would feel pretty bad. Don't let another year slip by. 

We have an item here where one man can do the work of two with no more effort. 

A permanent fixture DRIVE MASTER that can be installed on the front end of any 
foreign car such as English Ford, Morris Minor, 
etc., or any compact American car. 





One man uses tow car for transportation to 
pick up car, then in less than a minute clamps 
tow car to rear bumper and is on his way. Saves 
gasoline and manhours. 

If you don't have a small car on your lot, why 
not trade for one that you have hesitated to 
trade for? 

DRIVE MASTER is precision made, arc welded, 
guaranteed for one full year. Useful to auto 


dealers, car rental agencies, finance companies, 


garages, service stations, etc. . 
, don't let overhead force you to 


©. W. METAL PRODUCTS 
3790 N. Arlington Ave. 
Indianapolis 18, Ind. 





. « In your community you are a respected business- 


close your doors. ORDER ONE TODAY! 


List Price, $159.95 
Dealer Net F.O.B., $119.95 
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DETROIT.—A half-century ago, 
one of the nation’s longest and bit- 
terest lawsuits ended in a decision 
that changed the social and eco- 
nomic face of America, The task 
pefore the courts was to determine 
the validity of a patent consisting 
of two drawings and 3% printed 
pages. But the real stake was con- 
trol of the auto industry. 


The lawsuit began in October, 
1903, when George B. Selden and 
his licensee, Electric Vehicle Co., 
filed suit against Ford Motor Co. 
for infringement of Selden’s pat- 
ent. It wasn’t finally decided until 
Jan. 9, 1911, Meanwhile, costs of 
the battle passed the $1 million 
mark, it has been estimated. 


The story of the Selden patent 
battle is the subject of a new book, 
Monopoly on Wheels, written by 
William Greenleaf, a New Hamp- 
shire University professor, and pub- 
lished by Wayne State University 
Press. It is a detailed narrative of 
a major turning point in the devel- 
opment of the auto and in the 
career of Henry Ford. 

The Selden patent purported to 
grant to Selden patent rights to 
all road vehicles powered by 
compression-type internal combus- 
tion engines. Consequently, Selden 
claimed that any manufacturer or 
user of what was then called the 
horseless carriage was an infringer 
unless licensed by the patent holder. 

Selden filed his patent applica- 
tion in the spring of 1879. Had he 
built a workable vehicle powered 
by a gasoline engine at this time, 
he would have earned a place in 
history as a leading pioneer in 
the evolution of the auto. 

Instead, his transactions with the 
Patent Office were shrouded in se- 
erecy for more than 16 years, while 
inventors who knew nothing of 
him or his claim brought the proto- 
type of the modern automobile into 
being. Since an invention dates 
from the time of application for a 
patent and amendments may be 
entered before the patent is grant- 
ed, Selden was in a unique position. 

By delaying issuance of the pat- 
ent, he was able to adjust his 
claims to the changing art of the 
industry, and then have a patent 
issued when the art had developed 
to the stage where the auto was 
commercially feasible. The patent 
was not issued until Nov. 5, 1895, 
and at that point had 17 years to 
Tun, 

Selden’s intent had been to delay 
granting of the patent long enough 
so that it could be used as a sword 
over the head of any manufacturer 
proposing to develop an automobile. 

Selden was unable to do much 
about exploiting his patent until 
1899. He then licensed a group of 
Eastern financiers who were form- 
ing Electric Vehicle Co. to be the 
sole administrators of the patent. 
For this license, he received $10,000 
and a percentage of whatever roy- 
alties could be collected. He was 
now ready to exact tribute from 
manufacturers who were just be- 
ginning to develop the country’s 
auto industry. 

In 1900, the Selden patent syn- 
dicate set out to compel royalty 
payments on every gasoline car 
made, sold or used in the United 
States. It hired a law firm to file 
infringement suits. 

The syndicate hoped for quick 
surrenders, and the lawyers were 


Cadillac Moves 
Three Sales Aides 


DETROIT.—Three personnel 
changes in the Cadillac sales or- 
ganization were announced last 
week by Fredric H, Murray, gen- 
eral sales manager, 

John M. Thomas was appointed 
Denver district manager, replacing 
T. P. O’Hara, who resigned; Robert 
L. Henning succeeded Thomas as 
Milwaukee district manager, and 
Kenneth R. Wolfe was promoted to 
assistant advertising Manager, suc- 
ceeding Henning. 

Thomas joined Cadillac in 1947, 
and Henning has been with the di- 
Vision since 1953. Wolfe started 
With Cadillac in 1955 and most re- 
cently was a business management 
field representative. 





In Book by University Prof... 


Selden Fight Recalled 
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certain no one would contest the 
Selden claims in a full-dress in- 
fringement action, Successful de- 
fense of such an action called for 
staying power and heavy financing. 


Shortly before Ford Motor Co. 
was incorporated in 1903, Henry 
Ford discussed with Electric Ve- 
hicle Co. the possibility of being 
licensed under the Selden patent. 

Upon being refused, it became 
evident to Ford and to others seek- 
ing a license, that Electric Vehicle 
Co. and its licensed associates 
(shortly thereafter to be organized 
as the Assn. of Licensed Automo- 
bile Manufacturers) were attempt- 
ing to monopolize the industry. 
Ford vowed to fight the patent hold- 
er to a finish. 

Ford Motor was sued for in- 
fringement on Oct. 22, 1903. For 
eight years an intense trade war 
was waged by Ford Motor and the 
Selden interests. 

By 1907, both sides had developed 
their principal exhibits. Selden had 





a car built incorporating the fea- 
tures in his patent, and Ford had 
a car built using features patented 
by French inventor Etienne Lenoir. 
The Lenoir invention had preceded 
the Selden patent by several years. 

When the two vehicles were 
taken on test runs, the Selden car 
failed miserably, and the Ford 
model based on the Lenoir patent 
performed beautifully for its time. 
Ford’s purpose was to show that 
Selden had not patented a work- 
able car, and that even if he had, 
it was not the first workable auto 
patented. 

In 1909, a federal district judge 
ruled in favor of the Selden syndi- 
cate. Ford wired his dealers that 
the “Selden suit decision has no 
effect on Ford policy. We will fight 
to a finish.” 

In 1911 a three-judge appeals 
court reversed the lower court. 
The whole industry was freed 
from the necessity to pay royal- 

ties on autos, and a serious threat 
to its development was removed. 


It has been estimated that roy- 
alties paid before the patent was 
held invalid amounted to about $5.8 
million. Of this amount, Selden is 
believed to have received about 
$200,000. 





Ford ‘Exhibit’ in Patent Fight 

In his court fight to prove George B. Selden’s patent invalid, Henry Ford had this 
“exhibit prepared in an effort to show that a workable auto had been devised prior 
to Selden's patent application in 1879. The car, equipped with an engine invented by 
France's Etienne Lenoir and patented in 1860, surpassed a Selden “exhibit” in a per- 
formance test. 





LET US SHOW YOU HOW MUCH FASTER YOU CAN INSTALL 
A STROMBERG-CARLSON CUSTOM AUTO RADIO 
Here’s our claim. Stromberg-Carlson custom auto radios 
are the easiest and fastest to install on the market... 
really slash your “get-ready” costs ... sweeten your profit 


on every set sold. 


Make us prove it—right in your own shop. Let Stromberg- 
Carlson arrange a speed trial, using your own people, 
staking our radios against anyone else’s. And we’ll take 


on all comers! 


There’s nothing up our sleeves. The Stromberg-Carlson 
engineers have simply designed a trim, compact auto radio 


that slips in faster, connects up easier. For instance, one 
wire synchronizes dial light with dashboard dimmer, on 
most models. No time-consuming modifications are needed 
to trip the front and rear deck antennas. There are simple, 
built-in connections for the rear deck speaker. 

To arrange a trial... and to learn all about the incom- 
parable tone and quality of Stromberg-Carlson custom 
auto radios, about the sales power of a high-prestige radio 
backed by a generous warranty, and about the “one- 
trip” Service Program for auto radio owners — write: 
Commercial Products, Box BC-4, 1402 North Goodman 
Street, Rochester 3, N. Y. 


“There is nothing finer than a Stromberg-Carlson” 


STROMBERG -CARLSON 
a oivision ofr GENERAL DYNAMICS 
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By Martin L. Whitmyer 
Staff Writer 


Val Corradi, a senior vice-presi- 
dent of D. P. Brother & Co., De- 
troit, has warned magazine publish- 
ers against “side street advertisers” 
whose practices can threaten a 
magazine’s prestige and decrease its 
appeal to reputable advertisers. 

Speaking at the Midwest Con- 

ference of the Magazine Publish- 
ers’ Assn. in Chicago, Corradi 
urged the publishers to maintain 
high standards that enable them 
to police their pages against 
questionable product presen- 
tations. 

Corradi also suggested that more 
of the major magazines “open up 
new incentives to advertisers by ap- 
pealing to the pocketbook.” He urg- 
ed them to “seriously examine bleed 
charges’—the extra charges most 
magazines levy on so-called bleed 





Roney Reelected Head 


Of Plymouth Dealers 


DETROIT.—David T. Roney, 
Roney Motors, has been reelected 
president of the Plymouth Dealers 
Assn, of Greater 
Detroit. 

Other officers 
are F. O. Rati- 
gan, treasurer-di- 
rector; Joseph P. 
Thompson, secre- 
tary - director; 
William P, Kerr, 
director; William 
Burton, director; 
William MHosack, 

ti advertising com- 
David T. Roney mittee chairman, 
and S. L. Brand and Richard E. 
Genthe, advertising committee 
members. 





Caution for Corradi .. . 


Auto Advertising 
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| ads, whose art work extends to the 
|edge of the page, with no white 
margin. 

“The penalty costs for bleed,” 
Corradi said, “only result in fewer 
insertions. Why not cultivate more 
frequency by giving the advertisers 
a chance to order more pages and 
achieve maximum visibility for his 
advertising dollars?” 

Corradi also cautioned against 
the “traffic jam” being caused in 
some publications by a growing 
trend toward the use of inserts. 

“Let’s not forget the funda- 
mental that magazines are print- 
ed to read all the way from cover 
to cover—to benefit all advertis- 
ers, not to be ‘Jack-in-the-Boxes’ 
that pop postcards and tear-out 
booklets to readers on every other 
page,” he said. 

“Remember, too,” Corradi said, 
“one of your greatest assets is the 
money your readers part with to 
buy your product. Because they 
buy it, we buy it with more respect. 
They see our ads as part of a read- 
ing and learning experience, not an 
intrusion.” 





* * * 


Pontiac Pushes Tempest 


Pontiac will run an extensive 
television and print campaign based 
on the fact that its 1961 Tempest 
has received the Motor Trend mag- 
azine “Car of the Year” award. 

Single page, black and white 
bleed ads will appear in Life, Post, 
Look, Sports Illustrated, New York- 
er, True, Esquire, Holiday, Sunset, 
Popular Mechanics, Popular Science 
Monthly and Mechanix Illustrated. 

Different consumer ads will ap- 
pear in the April issues of Hot Rod, 
Motor Trend and Motor Life. 
Dealer-oriented black and white 
' page ads have also been scheduled 
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REPUBLIC METAL LUMBER 


provides custom-built racks 
for hard-to-store items... 


It is easy to design and build custom-tailored tire racks, 
display racks, storage racks, and hundreds of other framing 


assemblies, when you 


use Republic METAL LUMBER®. 


Simply measure, cut, and assemble with Republic 
NYLOK® self-locking fasteners. Slotted angle pattern 


provides flexibility in 


design. Produced from cold rolled 


steel to assure uniformity of strength to gage ratio. Bond- 
erized for complete protection of all exposed surfaces. 


bh 


Available in two gages, two widths, in standard bundles 
of 10-foot and 12-foot lengths, fasteners included. Call 


) your Republic representative, or write direct. 


REPUBLIC STEEL | 


EPUBLIC 


BERGER DIVISION os 
1078 BELDEN, AVENUE — CANTON 5, OHIO 











in AuTomoTive News and the NADA 
magazine. 

Newspaper ads announcing re- 
ceipt of the award will be sched- 
uled in approximately 3,300 news- 
papers across the country. 

A television commercial in which 
the editors of Motor Trend explain 
why the Tempest has been selected 
“Car of the Year” is being aired on 
“Surfside 6,” which is seen on the 
ABC-TV network. Mention of the 
award will also be made in other 


Pontiac TV commercials. 
af x * 


Daily News Shows Gain 

The Philadelphia Daily News 
showed a 20.8 percent increase in 
advertising linage for 1960, accord- 
ing to Natt S. Getlin, advertising 
director. 

The tabloid’s total linage for the 
year increased to 10,834,840 lines, a 
gain of 1,867,438 over 1959, accord- 
ing to Media Records. 

* * ok 


New Seattle Times Plan 

New frequency-volume and bulk 
discount plans have been announced 
by the Seattle Times. 

The new schedules apply to con- 
tracts of 13, 26, 39 and 52 weeks, 
and are retroactive to Jan. 1 on 
contracts signed before April 1, 
Ruseel W. Young, advertising man- 
ager, announced. Base rates remain 
unchanged. 

Multiple products of one adver- 
tiser, placed through multiple agen- 
cies, may be combined for discount 
purposes, Young said. 

The discounts are available on 
Run of Paper, Sunday TV Tabloid 
and Sunday Letterpress Magazine 
sections. 

* * * 


3 Clients for McCaffrey 


McCaffrey Advertising, Minneap- 
olis has been appointed agency 
for a group of dealers in Shako- 
pee, Minn. They include Brambilla 
Chrysler-Plymouth, Ryan Ford and 
Malkerson Olds mobile-Pontiac- 


Chevrolet. 
* * * 


‘| Fisher Continues Program 


Fisher Body Division of General 
Motors has inaugurated a second 
saturation campaign of radio spot 
announcements in 50 top U. S. mar- 
kets. 

The theme of the radio spots is 
“Body by Fisher makes it a better 
buy,” and highlights the extra val- 
ues including Magic-Mirror finish, 
Texas Size trunks, Life-Span build, 
Year-Round ventilation, and other 
extras which Fisher Bodies offer 
the car buyer. 

A magazine campaign comprises 
full-color pages with a_ special 
spread which featured Fisher Body 
on GM’s new-size cars at announce- 
ment time. 

In addition to the print and radio 
campaigns, Fisher Body also has 
strengthened its 1961 program with 
a strong point of sale program 
among GM. dealers. This includes 
lighted expressway billboards in 
major markets and special dealer 


showroom displays, 
* * * 


More Data from ANPA 


“Magazine Circulation by Coun- 
ties’ has been issued in a revised 
edition by the Bureau of Advertis- 
ing of the American Newspaper 
Publishers Assn., with an added 
supplement showing state and 
regional analyses of the data. 

The books show, for every one of 
the 3,072 counties in continental 
United States, the county’s family 
population and the circulation of 
each of the following 14 magazines: 

American Home, Better Homes 
and Gardens, Good Housekeeping, 
Holiday, Life, Look, McCall's, News- 
week, Parents’, Reader’s Digest, 
Saturday Evening Post, Time, True 
Story, and Vogue. State totals, with- 
out county breakdowns, are shown 
for Alaska and Hawaii. 

Copies of the studies are avail- 
able to advertisers and agencies on 
request, from the Bureau’s offices 
in New York, Chicago, Detroit, San 


Francisco and Los Angeles. 
K oe * 





Farm Group Expands 


The Home State Farm Paper 
Group, formerly Capper-Harman- 
Slocum, has acquired the Kansas 
Farmer and the Missouri Ruralist 
and all the stock in Home State 
Farm Publications, Inc., formerly 
held by Capper Publications, Inc., 
Topeka, Kans. The purchase price 
was not disclosed, although it was 














termed a multi-million dollar trans- 
action. 

The new president, formerly vice- 
president and senior minority di- 
rector of Home 
State Farm Pub- 
lications, Inc., is 


jr. Milholland will 
be headquartered 
in Cleveland. 

Milholland 
the son of the 
late Judge James 
Milholland of 
Pittsburgh, who 

4 with the late 

J. Mitholland Jr. George Slocum, 
founder of AvuTomoTiveE News, and 
Arthur Capper, Topeka, organized 
Capper-Harman-Slocum, Inc., in 
1928 as publishers of the Ohio 
Farmer, Pennsylvania Farmer and 
Michigan Farmer. 

In February, 1960, the Home State 
Farm Paper Group acquired con- 
trol of the Indiana Farmer, the 
Kentucky Farmer and the Tennes- 
see Farmer & Homemaker. With 
the acquisition of the Kansas and 
Missouri farm papers, the Group 
becomes the largest publishers of 
state farm periodicals in the United 
States. 

Other officers of the group are 
Thomas D. Harman, executive vice- 
president; Ray T. Kelsey, vice- 
president and general manager; Ed- 
ward E. Morris, vice-president and 
controller; Maurice B. Crane, cir- 
culation vice-president; Ernest E. 
Porter, vice-president and business 
manager, and Kenneth H. Constant, 
advertising vice-president. 

* * * 


Record Mercury Campaign 
Biggest direct mail campaign in 
the history of the Mercury was 
launched last week by Lincoln- 
Mercury Division. 
The direct mail promotion is a 
two-part campaign based on two 


separate mailings over the next}. 


five months. More than five million 
mailings to owners of regular-size 


THE DEPENDABLE 
“LONG SERVICE” 
POWER TAKE-OFF 









Take-Off by name! 


VICKERS 


James Milholland| 


is| 


| Comet story. 








INSTALL 
AND FORGET 


It’s that simple... 
the Tulsa Power Take-Off, with full 
assurance of its complete dependability 
and long life. Tulsa Power Take-Offs are 
lighter, stronger, quieter—yet competitively 
priced. They're always available — for prac- 
tically any application — through the sales- 
service facilities of our 
and distributors. Ask for a “TULSA” 






TULSA PRODUCTS DIVISION 


INCORPORATED 
Division of Sperry Rand Corporation 
731 E. First Street 
TULSA 20, OKLAHOMA 







ty 


cars will present the Mercury and 


The first mailing will provide an 
opportunity for every recipient to 
win a prize merely by visiting g 
Mercury-Comet dealership, or to 
choose from a selection of gifts in 
states where the prize-programs are 
not permitted. 

The second mailing will provide 
recipients with an opportunity to 
win one of 50 new Mercuryg or 
Comets by again merely visiting g 
dealership to validate a sweepstake 
entry, or by entering a skill contest 
in states which do not permit 
sweepstakes. 

>. * 


Post Growth Charted 


The Saturday Evening Post re- 
ports for 1960 advertising revenue 
topping $100 million for the first 
time, to reach an estimated total of 
$105,004,626, wp $7,390,184 from the 
$97,614,442 total for 1959. 

Peter E. Schruth, advertising 
director, said that circulation of 
the Post for 1960 also was the 
highest ever recorded. Post cir- 
culation set a new record high 
of 6,500,000 copies with its Oct. 
29 issue. 

* % cd 


Personnel Changes 


Baron K. Bates from public rela- 
tions department of Plymouth Dj- 
vision to public relations depart- 
ment of Volkswagen of America... 
George Oswald from Kenyon & 
Eckhardt to Geyer, Morey, Madden 
& Ballard as senior vice-president 
... Lloyd Wendt from Sunday edi- 
tor of the Chicago Tribune to editor 
of Chicago’s American . . . Richard 
Hainey from Tribune editorial] staff 
to executive editor of the American, 
replacing Edward P. Doyle, who 
has resigned . . . Robert Baumler 
from New York advertising man- 
ager to Eastern advertising man- 
ager of TV Guide, succeeding Ken- 
neth Friede, who has been named 
Middle Atlantic regional manager 
. Richard D. Bischoff, Eastern 
manager, to vice-president of Stan- 
ley Publishing Co. 









install and forget 










world-wide dealers 
Power 












__CyJT REPORT 











Alan G. Rude: 
President of 
Universal C.I.T 
Credit Corporation 


SELLING THE TRADE-IN AT A GOOD PRICE 


» Last week I was reminded again that sound used car 
merchandising is the cornerstone of a dealer's profits. The thing 
which brought this to mind was another good selling idea I heard 
from the field. 

The idea is this: After the deal is closed, the salesman 
asks the owner of the car taken in trade to rate the car—good 
points and bad. 

The dealer studies the rating, corrects any defects in the 
car, then puts the rating in the glove compartment. The salesman 
uses it when he is ready to close a sale. Then, and only then, he 
shows it to his prospect, points out the owner's evaluation and the 
corrections made, and closes the sale at a good price. — ) 

» As you and I know so well, profits on the sale of a new car 
depend on the price you get for the trade. That's why I'm always 
especially interested in ideas for sound used car selling. 

That's why, too, C.I.T. personnel are trained to give used 
car purchasers the identical courteous treatment they give to new 
car purchasers. 

y} Helping dealers boost profits on used car sales is a 
continuing part of C.I.T. planning. Here are just two of the ways 
we help along these lines: 

(1) Our Used Car Sticker Program provides you with a sticker 
for every domestic car you may take in trade. The sticker lists 
the same superior features that were used to sell it as a new car— 
and which can be used effectively selling it as a used car. 

(2) Our 4-star Program applies to used car as well as new 
car selling—offers you a system of proven profit control, includes 
hard-hitting sales training for your salesmen. 

») Straight down the line, Universal C.I.T. is ready to help. 
Your local Universal C.I.T. District Manager will be happy to give 
you all the details. 


Cordially, 
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Auto Views Expressed by National Show Visitors . . . 





Quality Called Buyer’s Chief Aim 


DETROIT.—Quality and operat- 
ing costs are the most important 
considerations in deciding on the 
car to buy, according to National 
Auto Show visitors who answered 
questionnaires at a consumer-re- 
search exhibit, 

This exhibit, part of the giant 
“Auto Wonderland” display, was 
designed to demonstrate the in- 
dustry’s interest in obtaining the 
public’s views as an aid in build- 
ing cars which would be most ac- 
ceptable to potential customers, 

Almost 41 percent of the re- 

spondents called quality the chief 
factor in making the decision, with 
low operating cost ranking second 
with about 25 percent. 

Other factors listed were low 
purchase price (12.2 percent), at- 
tractive appearance (10.2), comfort- 
able ride (6) and roomy interior 
(5.4). 

The hardtop and other sedans 
were the most popular “next-car” 
choices. 

The hardtop was the choice of 
26.8 percent of those replying while 


23.6 percent designated other se-! 





dans. Convertibles were liked by | 
20.6 percent, and the station eee 
by 19.9 percent. 

Forty-one percent of the re- 
spondents said their present cars 
were sedans, and 33.9 percent re- 
ported they were driving hardtops. 
Only 7.7 percent owned convert- 
ibles. 

More than half (55.5 percent) 
said their next car would be in 


Waddoups Heads 


Phoenix Dealers 


PHOENIX.—C, W. Waddoups jr., 
Rudolph Chevrolet, has been elect- 
ed president of the Phoenix New 
Car Dealers Assn. 

Other new officers are George 
Childress, Childress Buick, vice- 
president, and Ray Korte jr., Ray 
Korte Rambler-Jeep, secretary- 
treasurer. 

In addition to the officers, associ- 
ation directors are Ed Fitzgerald, 
Courtesy Chevrolet, and Dean 
Coulter, Coulter Cadillac. 











Adjusting shelves to solve new 
inventory problems is easy. 
Simply lift, pull, and reposi- 
tion. Republic Flexi-Bilt Parts 
Bins are a lifetime investment. 


REPUBLIC PARTS BINS 


and planned storage speed service 


Republic Parts Bins and Planned Storage speed 
parts service, get customers in, and out in a hurry. 
By utilizing available storage space to maximum 
efficiency, you control stock turnover and keep 
capital circulating and growing. 

Republic Flexi-Bilt Parts Bins are designed and 
installed so that you can tell at a glance when to 
order, what to order. Call your Republic represen- 
tative, or write direct. 


REPUBLIC STEEL 


BERGER DIVISION 


: 
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DO CARPORTS HELP SELL TRUCKS TOO? As Massy Motors in New 
Orleans can tell you from experience, the answer is YES! Their eyecatching 
Childers Carport puts their trucks in an inviting outdoor showroom. Clean- 
up costs are slashed. Lighting bills can be cut in half. Childers Carports 
can actually pay for themselves. Learn how on Page 43. 














the same price class, while 19.1 
percent reported they would pay 
more and 16.9 percent said they 
would pay less. 

Those who had opinions on two- 
car ownership were mostly in favor 
(57 percent) of having one stand- 
ard model and one compact. Two 
standard cars were favored by 23.9 
percent, and two compacts by 7.1 
percent. 


Almost 70 percent thought the |’ 


compacts were “about right” in 
size, Fifteen percent said they were 
too small, and 11.2 percent called 
them “still too big.” 

Emphasizing that the exhibit was 
primarily for demonstration pur- 
poses, a spokesman for the Auto- 
mobile Manufacturers Assn., which 
sponsored the show, said “the data 
summarized from these question- 
naires is considered as an interest- 
ing byproduct which should be in- 
terpreted with care. 


“Because of the absence of any 
effort to screen participants, the 
results in the summaries ... are 
not to be considered representative 
of the total population or even the 
people who attended the auto 
show,” he said. 


Four-Door Six 
Best Seller for 
Studebaker Lark 


SOUTH BEND. — A four-door 
sedan with a six-cylinder engine, 
automatic transmission and brown- 
ish-gray in color is the prime pref- 
erence of Stude- 
baker Lark buy- 
ers, L. E. Minkel, 
Studebaker-Pack- 
ard Corp. mar- 
keting vice-presi- 
dent. said last 
week. 

“An analysis of 
1961 Lark sales in 
comparison with 
1960 model sales 
reveals an in- 
creasing popular- 
ity of sedans and four-door station 
wagons, Studebaker’s new ‘Skybolt’ 
112-horsepower six-cylinder en- 
gines, automatic transmissions and 
neutral body colors,” Minkel said. 


The three leaders in body styles 
continue to be four-door sedans, 
two-door sedans and four-door sta- 
tion wagons. In 1961 sales, however, 
the new Lark Cruiser occupies 
fourth place. The Cruiser, a four- 
door luxury-styled sedan with a 
113-inch wheelbase, is now account- 
ing for almost 10 percent of Stude- 
baker car sales. 

“Six-cylinder models currently 
represent 62.5 percent of Lark sales 
as compared with 53.4 percent for 
the 1960 model year,” Minkel said. 
Automatic transmissions are now 
desired in 50 percent of Lark mod- 
els, an increase of almost 10 per- 
cent over the total for 1960 models. 

In body colors, the brownish-gray 
shade, known as autumn haze, is 
slightly ahead of ermine white in 
current customer preferences, Vel- 
vet biack has moved from fifth 
place last year to third place, fol- 
lowed by Riviera blue, a tint. 

In contrast, during 1960, the four 
most popular colors were all tints 
of white, blue, beige and green. 








L. E. Minkel 


Government Buys 


922 Ford Wagons 


DEARBORN.—Ford Division has 
been awarded a second large gov- 
ernment vehicle contract. 

On the heels of a _ $3.5-million 
order for 923 buses is an Ordnance 
Tank Automotive Command con- 
tract calling for 922 station wagons. 
Nine Ford assembly plants will 
share in the $1,623,406 contract, to 
furnish 831 nine-passenger Country 
Sedans and 91 four-door Ranch 
Wagons for the Air Force, Depart- 
ment of Defense and Navy. 

Assembly plants involved and 
their degree of participation are: 
Atlanta, $168,006; Chester, $339,696; 
Dallas, $190,056; Dearborn, $245,655; 
Los Angeles, $355,309; Louisville, 
$3,512; Mahwah, N. J., $214,903; 
Norfolk, $33,086, and Twin Cities, 
$73,183. Deliveries are to start with- 
in 60 days. 








A Shirtsleeve Session— 

It was a real ‘‘shirtsleeve’’ session when the directors of the Kansas City Regional 
Valiant Advertising Assn. got together to discuss upcoming advertising plans. From 
left are Frank McGonagle, N. W. Ayer regional account executive; Bill Goodro, Denver, 
VAA president; Ray Cox, Tulsa, Okla., advertising committee chairman; Claire Hyter, 
Hutchinson, Kans., VAA attorney; Gale Cable, Springfield, Mo., vice-president; R. C 
Taul, North Kansas City, Mo., treasurer; Earl Kirk, Hutchinson, secretary; Joe Thesing, 
Plymouth-DeSoto-Valiant regional sales manager, and Leroy Mead, St. Joseph, Mo. 


Lawsuits Affecting Dealers ... 


Court D 


By Leo T. Parker 
Attorney at Law 


CCORDING to a late higher 

court decision the seller of a 
motor vehicle is obligated to give 
a clear title to a purchaser who has 
complied with the terms of either 
an oral or written contract. 

For illustration, in Gross v. John- 
son, 330 S. W. (2d) 933, it was 
shown that one Johnson purchased 
a motor truck from a dealer named 
Gross, There was 
no written con- 
tract signed but 
under an oral ar- 
rangement Gross 
retained the title 
and was paid at 
the rate of ten 
cents a ton for 
every ton of coal 
Johnson hauled. 
According to 
Johnson he was 
not behind on any 
payment when Gross seized the 
truck at night from the lot where 
Johnson had left it because of a 
broken spring, and because Gross 
had refused to give him a bill of 
sale so that he could procure a 
license in order that it might be 
used on the public highway. 

On the other hand, Gross testi- 
fied Johnson was $486 in arrears 
in his payments to him. He also 
testified that Johnson was to have 
signed a written contract, but 
never did and that was the rea- 
son he refused to deliver a bill 
of sale to Johnson. 

The jury believed that Johnson 
was in the right and held that 
Gross must pay damages to John- 
son and give him a clear certificate 
of title. The higher court approved 
the verdict, and explained that ir- 
respective whether the purchase 
contract was oral or in writing 
Gross was bound to give to Johnson 
a clear certificate of title, saying: 

“Faced with such conflicting evi- 
dence, the jury resolved the con- 

flict in favor of Johnson (buyer).” 
* * ES 


When Is It Forgery? 

ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: If a person signs 
a false name to obtain illegal pos- 
session of an automobile, should he 
be prosecuted for forgery, or ob- 
taining money under false pre- 
tenses? 

According to a late higher 
court decision the offense of 
“false pretenses” can be readily 
proved without introduction of 
complicated testimony. 

For illustration, in State v. Mary 
Vatsis, 351 Pac. (2d) 96, the testi- 
mony disclosed these facts: A man 
named John Vatsis owned and op- 
erated an automobile dealership, 
known as V & H Motor Co., in 
Price, Utah. Mary Vatsis, his wife, | 
acted as office manager, kept the 
books and sold automobiles. The 
motor company had an arrange- 
ment with Commercial Credit Corp. 
whereby the latter would purchase 
from the company conditional sale 





Leo T. Parker 





ecisions 


contracts for the sale of automo- 
biles, 

Commercial Credit Corp. pur- 
chased from the motor company a 
contract wherein V & H Motor Co. 
appeared as seller and one Ann 
Troulis as buyer of a certain Buick 
automobile. Commercial Credit paid 
the sum of $2,175 for the contract. 

cs * * 


i SUBSEQUENT litigation, Mary 
Vatsis admitted that she signed 
the name of Ann Troulis to the con- 
tract and that the Buick automo- 
bile was later sold to a third per- 
son who paid cash therefor and 
received title to the car. 

The court convicted Mary Vatsis 
of the offense of obtaining money 
under false pretenses. The court 
said: 

“If the defendant (Mary Vat- 
sis) had been charged with the 
crime of forgery, the State would 
have to prove not only that Ann 
Troulis did not sign the docu- 
ment, but also that her name 
was signed without authority. 
However, in the instant case 
Mary Vatsis was charged with 
obtaining money by false pre- 
tenses.” 

This higher court went on to ex- 
plain that a person is guilty of 
obtaining money under false pre- 
tenses if the testimony shows that 
he made (1) a false or fraudulent 
representation; (2) made it know- 
ing it to be such; (3) with intent 
to cheat or defraud the person to 
whom the representation was 
made; (4) an actual fraud must 
have to be perpetrated in the sense 
that something of value was ob- 
tained and the victim lost some- 
thing of value; and (5) the repre- 
sentation must have induced the 
owner to part with his property in 
the sense that the owner parted 
with his property in reliance upon 
the truth of the representation. 








Album Presents 
Vintage Autos 


DETROIT.—Stunning is the word 
for Early Motor Cars, an artistic 
exercise in graphic arts disguised 
as an album for auto nuts with 
money, 

So sophisticated that the giant 
pages (13% by 18% inches) aren't 
numbered, the book presents 12 
vintage cars in full-color, full-page 
plates, with descriptive text by 
George A. Oliver on facing pages. 
The book is published at $20 by The 
Stephen Greene Press, Brattleboro, 
Vt. 

The album is printed and bound 
in Great Britain and nine of the 12 
cars presented are of European vin- 
tage. Only American cars included 
are a 1904 Oldsmobile, 1905 White 
and 1915 Model T Ford, presented 
appropriately enough in black. 

Persons who spend $20 for the 
book may find themselves parting 
with even more money for picture 
frames, 

—Rosert M, LIENERT 
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Across the Nation... 





FORT DODGE, Ia.—R. B. Clark, | 
owner of R. B. Clark Motors, Inc.| 
(Pontiac-GMC-Vauxhall), 728 First 
Ave. N., has purchased Tom Kelly 
Buick, 910 First Ave, N. Clark said 
the Buick operations have been 
moved to the Clark Motors Bldg. 


* * * 


Vandagriff Opens Firm 
HOLLYWOOD, Calif.—cC. W. 
Yandagriff has formed Hollywood 
Sport Cars, Inc., at 5766 Hollywood 
Blvd. The firm will handle the 
British Motor Corp. line of cars. 
* * * 


Ogle Becomes President 


INDIANAPOLIS. — Robert Ogle 
has assumed the presidency of Ogle 
Buick, Inc., Indianapolis. The deal- 
ership formerly was Og]1e-Dellen 
Buick, Inc. 

ok * * 


Dellen Takes Over Deal 


INDIANAPOLIS.—Robert F. Del- 
len, former head of Ogle-Dellen 
Buick, Inc., has taken over Nanki- 
vel Oldsmobile here and has 
changed the name to Dellen Olds- 
mobile, Inc. James Nankivell will 
return to Miami to take over Dick 


Fincher Oldsmobile, Inc. 
* * * 


Baird Motor Co. Sold 
CARTHAGE, Mo. — Controlling 


Auto Dealer Changes 





interest in Baird Motor Co. (Ford), 
at Fourth St. and Garrison Ave., 
has been sold by Mr. and Mrs. 
Ralph Baird to Mr. and Mrs. Scott 
Campbell and Mr. and Mrs. Win- 
ston M. Carter. Campbell has been 
with the company since 1941 and 
Carter since 1945. 
* * * 
Willys Signs Halff 
SAN ANTONIO.—Hugh Halff jr., 
owner of Superior Jeep Co., San 
Antonio, has been awarded a Willys 
franchise. Ted P. Mahone is gen- 
eral manager. 
Sd * * 


Hagood Sells Chevy Deal 


ROYSE CITY, Mich.—Dick Ha- 
good has sold Superior Chevrolet 
Co. to Carl Edwards, Whitewright, 
and Jack Rodgers, formerly of Fort 
Worth. Edwards also operates a 
dealership in Whitewright. 

ok * * 


Willys Signs Glen Thomas 


TRUTH OR CONSEQUENCES, 
N. M.—Glen Thomas Auto Sales 
has been appointed Willys Jeep 
dealer for Sierra County. 

* * * 


Madison Adds BMC Line 


COVINGTON, Ky.—Madison Mo- 
tors, Inc. (Renault-Peugeot), 1616 
Madison Ave., has added the Brit- 
ish Motors Corp. line of cars. The 
firm is headed by Phil Rosenberg. 

* 


* * 


Johnson Opens U. C. Annex 


HARTFORD.—J. R. Johnson, 
Inc. (Chrysler- Plymouth - Valiant- 
Imperial), has opened a used-car 
annex on Hudson St. in downtown 
Hartford. 


* * * 


South Delta Motors 


ROLLING FORK, Miss. — South 
Delta Motors, Inc., has been award- 


Consolidated net sales of General 
Tire & Rubber Co. reached a record 
$753,947,649 in 1960, according to T. 
F. O’Neil, vice-chairman, and M. G. 
O'Neil, president. 





The total was $77,005,516 greater 
than sales of 1959, previous high 
year. 

Net earnings were $22,785,082, 
which were exceeded only by the 
1959 record of $26,624,080. During 
1960 General spent nearly $26 mil- 
lion in capital investment. 


* * * 

McLouth Steel Reports 
Record Sales, Earnings 

McLouth Steel Corp. announced 
Tecord sales and earnings in a pre- 
liminary report for the year 1960. 
Net earnings amounted to $16,419,- 
co compared with $10,058,000 in 
959. 

Sales for the year reached $216,- 
449,000, compared with $176,811,000 
m the previous year. 
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ed a Chevrolet franchise. Spencer 
B. Powers, Gordon L. Quarm and 
L. T. (Dooner) Wade jr., officers of 
the firm, have announced formal 
opening activities will be held in 
October. 


* * * 


Jaguar Adds 2 Outlets 
NEW YORK.—Jaguar franchises 


| have been granted to Sports Car 
| Center, Inc., 3650 Bird Rd., Miami, 


Fla., and Bayshore Motors, Inc., 
2100 Market St., Baytown, Tex. 
* * 


* 


Johnson Joins Cadillac Deal 


INDIANAPOLIS. Harold D. 
Johnson, former partner in Wiles- 
Johnson Motors, has joined the 
sales staff of Hoosier Cadillac Co. 
He is a past president of the Indi- 
anapolis Auto Trade Assn. 

* * * 


Salmon Buys Collins Ford 

WATERBURY, Vt.—W. E. Col- 
lins & Sons, Inc. (Ford), 53 N. Main 
St., has been purchased by William 
Salmon, vice-president, C. P. Smith 





Jr. (Ford), Burlington. The com- 
pany will be known as Salmon Ford 
Sales, Inc. 

* * 


Russell Opens Hartford Deal 


FARMINGTON, Conn. — Russell 
Pontiac Co. has opened a Pontiac 
outlet at 625 New Park Ave., Hart- 
ford. There will be 85,000 square 
feet of space and a sales lot for 
300 cars, 

* * * 


Miers Adds GMC 


OTTUMWA, Ia. — Miers Buick- 
Pontiac has been franchised to 
handle GMC trucks. 

* 


* * 


Hillman in Houston 
HOUSTON. — Newest Rootes 
Group dealership here is Hillman 
City, 11138 S. Post Oak Rd. L. F. 
Schwartzkopf is general manager. 
* cs cd 


Garrison Opens Deal 
RAWLINS, Wyo.—Ted Garrison's 
Uptown Motors (Rambler) has 
been opened here. 
og * ~ 


Patterson Sells to McAfee 


MIAMISBURG, O. — Robert M. 
McAfee has purchased Patterson 
Pontiac, Inc., from Joseph N. Pat- 
terson. McAfee, who has been as- 
sociated with the firm as general 





| Milner's Latest— 


| Sale of Anthony Abraham's Chevrolet 
| dealership to Dumas Milner, owner of 
|a Southern dealership network, was con- 
| summated in Miami last week. Milner, at 
| left, receives the dealership key from 


dealership manager. 
manager since its inception, has 
changed the firm’s name to McAfee 
Pontiac, Inc. 

* * af 


Wilkinson Moves 


MILLEDGEVILLE, Ga.—Wilkin- 
son Motor Co. (Ford) has moved 
into a new building at North Col- 
umbia, S. C., where the company 
has an enlarged used-department, 





| Abraham. Looking on is Ray C. Griffith, | 
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plus a large end-to-end service de- 
partment. Previously, the dealer- 
ship was downtown. 


* ” * 


Beamer Buys Ford Deal 
KEYSER, W. Va. — James L 
Beamer has purchased Gortner 
Ford Sales here. The firm will be 
known as Jim Beamer Ford Sales, 
Inc. 
+ * + 


Edmark Adds 2 Lines 


CALDWELL, Id. — Thomas L. 
Edmark, who handles Lincoln, 
Mercury, Comet and Rambler here, 
has purchased the Oldsmobile-Pon- 
tiac dealership from Jason Smith. 
He will shortly erect a new build- 
ing to handle all lines. 

* cs * 


Stephens Buick Adds Jaguar 


ABILENE, Tex. — Stephens 
Lone Star Buick Co., 101 N. Leg- 
gett St., has taken on the Jaguar 
line. John B. Stephens is presi- 
dent of the dealership. 


* * * 


Open House at Lakeview 

BURLINGTON, Vt. — Lakeview 
Buick here held an open house to 
celebrate its newly designed show- 
room, new service center and used- 
car lot. Dick Posey is general man- 
ager. 
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EXTRA LIP 
CONCEALS OLD 
ROCKER PANEL 





BODY PANEL TALK No. f 






OLD ROCKER 
PANEL LEFT 
EXPOSED AND 
UNSIGHTLY 













THERE’S A BIG DIFFERENCE in body replacement 


panels. Let’s take a rocker panel, for example. New Slip-On 
Panels have an extra lip that wraps around and covers the 
underside of the old rocker panel. Does not leave a raw metal 
edge as some replacement panels do. This completely con- 
ceals damaged or rusted panels.Attention to details like this 
is why Slip-On Panels are preferred by autobody men who 


want the best! 






ll GET YouR Bopy Fit assoLuTELY FREE 


SLIP-ON CORPORATION subsidiary of George H. Schofield & 
Associates Inc., 9523 Detroit Ave., Cleveland 2, Ohio. 


Send complete data on how | can get body fill free with Slip-On 


SLIP-ON PANELS are endorsed by 


Panels. 


leading automotive manufacturers. 
Write for full details today. 









Name sini 
Company——__ 


Address 





City 


Zone 


|_| | am a jobber interested in full details. 


State 
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in the United States 
can you reach 





newspaper readers in 
a rich, million-plus 
metropolitan area 
with one newspaper 
at one low cost. 


ONLY IN 
MILWAUKEE 
ty IN 


JOURNAL 


Only eight U.S. cities 
have a bigger daily pa- 








per than The Journal. 
And in none of these 
big markets can you 
get such complete one- 
paper coverage. 

When picking big 
newspaper markets re- 
member the best buy in 
buy-lines... 


THE 
MILWAUKEE 
JOURNAL 


375,950 daily — 513,647 Sunday 


Member of Million Market Newspapers, Inc. 


New York «+ Chicago « Detroit 
Los Angeles + San Francisco 
Ad 2-61 
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Sales Conditions in Various Areas... 


Auto Market Reports 





Columbus, O. 

New-car sales in Columbus, O., 
and Franklin County totalled 1,754 
in January, compared with 2,106 a 
month earlier and 2,180 a year ear- 
lier. 

These figures included 97 imports 
in January, 74 in December and 
147 in January a year ago. Of the 
97 imports registered in January, 
75 were Volkswagens, compared 
with 37 a month earlier and 52 a 
year earlier. 

By makes, January registra- 
tions were: Chevrolet, 360; Ford, 
342; Falcon, 150; Corvair, 114; 
Pontiac, 105; Dodge, 96; Oldsmo- 
bile, 88; Volkswagen, 75; Plym- 
outh, 64; Rambler, 63; Buic:., 58; 
Comet, 49; Cadillac, 43; Mercury, 
32; Valiant, 29; Chrysler, 28; Stu- 
debaker, 15; Lincoln, 11; Willys, 
6; Metropolitan, 4; Renault, 3; 
Simca, 3; Austin, 2; DeSoto, 2; 
English Ford, 2; Morris, 2; Opel, 
2; Imperial, 1, and miscellane- 
ous, 5. 

New-truck registrations amount- 
ed to 213 in January, compared 
with 168 in December and 161 in 
January, 1960. By makes, the Jan- 
uary count this year was: Ford, 
139; Chevrolet, 43; International, 
14; GMC, 4; Dodge, 3; Volkswagen, 
3; Divco, 2; Reo, 2; Willys, 2, and 
Mack, 1. 








* * * 


Youngstown, O. 

January sales of new cars in 
Mahoning County (Youngstown), 
O., numbered 567, compared with 
666 in December and 817 in Janu- 

ary, 1960. 

Used-car sales totalled 1,122, com- 
pared with 970 a month earlier and 
1,565 a year earlier. 

New-car registrations in Janu- 
ary were divided as follows: Ford, 
108; Chevrolet, 89; Pontiac, 66; 
Corvair, 39; Rambler, 37; Falcon, 
36; Oldsmobile, 34; Dodge, 33; 
Buick, 26; Volkswagen, 18; 
Plymouth, 16; Cadillac, 12; Chrys- 
ler, 12; Comet, 10; Valiant, 10; 
Mercury, 6; Studebaker, 4; Lin- 
coln, 2, and miscellaneous, 9. 
New-truck registrations number- 

ed 66 in January, compared with 41 
in December and 68 in January, 
1960. By makes, they were: Ford, 
21; Chevrolet, 17; GMC, 10; Willys, 
7; Dodge, 3; International, 3; Dia- 
mond T, 2; Mack 2, and White, 1. 

* * * 


Salt Lake City 


A total of 464 new cars were reg- 





istered in Salt Lake City in Janu-| the background by more economical 
ary, with the market shared as fol-| mass production and low-cost sheet 
steel and alloys capable of taking 
deep draws 
group continued. 


lows: 

Ford, 117; Chevrolet, 35; Buick, 
41; Plymouth, 41; Mercury-Comet, 
39; Pontiac, 36; Oldsmobile, 21; 
Rambler, 20; Dodge, 14; Cadillac, 
6; Lincoln, 3; Studebaker, 3; 
Chrysler, 2; Imperial, 2; DeSoto, 
1, and miscellaneous, 33, 


according to make, were: Ford, 58; 
International, 30; Chevrolet, 24; 
GMC, 18; Dodge, 7; Willys, 3; 
White, 1, and miscellaneous, 1. 


White, Peerless, Pope-Toledo and 
White Steamers used aluminum 
bodies, the association said, and by 
1914 auto makers took 25 percent 
of total aluminum production. 


comeback in the auto industry in 
recent years, it said, moving from 
an average of 12 pounds of the 
metal per car in ’48 models to 63 
The 142 new-truck registrations,| pounds in the ’61s. 


than half of the year-ago figure. 
Some losses by makes have been 
extensive. For example, English 
Ford was off from 381 to 38, Re- 
nault from 43 to 9, Fiat from 52 to 
9 and Opel from 28 to 6, On the 
other hand, Volkswagen was up 
from 52 to 115 and Simca from 9 
to 81. 

In the compact field, Falcon was 
tops with 365. Rambler was second 
with 325 and Corvair third with 
197. Comparing January with a year 
ago, Chevrolet gained 697 units and 
Pontiac, 67. Ford lost 220 (although 
gaining 202 in the Falcon), Stude- 
baker dropped from 79 to 34 and 
Plymouth-Valiant lost 96 units. 

Domestic truck registrations in 
January were up to 306, compared 
with 279 a year ago. Chevrolet led 
Ford, 127 to 95. 


—TreEscot GoopE 
a 


New Orleans 

January new-car sales in New 
Orleans amounted to 1,594, com- 
pared with 1,881 in December and 
2,233 for the like period of last year. 
Truck sales totalled 218, against 143 
a month earlier and 218 a year ear- 
lier. 

Passenger-car sales by makes 
were: Chevrolet, 489; Ford, 261; 
Falcon, 139; Oldsmobile, 104; 
Pontiac, 72; Corvair, 62; Ram- 
bler, 60; Buick, 50; Volkswagen, 
47; Comet, 44; Plymouth, 37; 





Aluminum Milestone 


NEW YORK.—Aluminum has 
played an integral part in the de- 
velopment of civilization in the 75 
years since Charles Martin Hall 
unlocked the secret of the metal’s 
abundance, according to the Alu- 
minum Assn, 

Every plane since the first 
flight by the Wright brothers has 
had some aluminum parts, it was 
pointed out, and the metal had 
automotive applications as early 
as 1903. 

In that year such cars as the 


But the metal was pushed into 


in wide sheets, the 


Aluminum has made a strong 


A figure of 115 pounds is pre- 
dicted for 1965, and 300 pounds 
would not be extraordinary by 
1970, the association said. 





LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 






Chrysler, 36; Mercury, 33; Stude- 
baker, 30; Cadillac, 29; Dodge, 20; 
Valiant, 19; Tempest, 13; Lincoln, 
12; Mercedes-Benz, 5; Metropoli- 
tan, 4; Imperial, 3; DeSoto, 2; 
Willys, 2; Simca, 2; Triumph, 2; 
Volvo, 2; Jaguar, 2; Fiat, 2; 
DKW, 2; English Ford, 2, and 
miscellaneous, 7. 

Truck sales by makes were: 
Chevrolet, 87; Ford, 74; Interna- 
tional, 22; GMC, 14; Volkswagen, 
9; Dodge, 6; White, 3; Willys, 2, and 
Mack, 1. 






Model S-48 Shown on Corvair 
Dealer Cost, $23.70 
(Clamp-ons from $14.85) 

Send for Details on Your Make 


CAMELL -. 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J, 
DISTRIBUTOR INQUIRIES INVITED 





—GorpoN HEBERT 
* a + 


Toledo 


New-car registrations in Lucas 
County (Toledo) in January num- 
bered 1,121, compared with 1,358 in 
December and 1,471 in January, 
1960. 

By makes, registrations were: 
Chevrolet, 279; Ford, 252; Oldsmo- 
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DON’T REPLACE 


WINDSHIELDS 
DUE TO 
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Industry Marks 75th Anniversary... 











bile, 89; Pontiac, 74; Buick, 58; 
Rambler, 50; Cadillac, 47; Plym- 
outh, 46; Dodge, 44; Comet, 42; 
Volkswagen, 36; Chrysler, 28; Mer- 
cury, 19; Renault, 6; Lincoln, 4; 
Studebaker, 4; Austin-Healey, 3; 
Imperial, 1, and miscellaneous, 13. 
New-truck registrations totalled 
136, compared with 118 a month 
earlier and 126 a year earlier. By 
makes: Ford, 40; Chevrolet, 39; 
GMC, 35; International, 12; Mack, 
4; Dodge, 3, and White, 3. 
—Enrnest C. KisH 





6-Oxz. Buffing Compound 
Special Buffing Wheel Used $15 
In Y,g-Inch Drill 

Send Check or Money Order to: 
L & M COMPANY, P. O. Box 57 
ATLANTIC BEACH, L. I., N. Y. 


















Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 


adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 102-C 


PRESTON’S, 102 Main St., Greenport, N.Y. 


transportation and storage, the 
group added. 

The growth of the metal’s use 
dates to the development of the 
electrolytic reduction process by 
Hall in 1886. Today in the United 
States, six primary producers op- 
erate 22 reduction plants near 
sources of hydroelectric and therm- 
ally generated power in 13 states. 

These plants’ total production 
reached a record high of 2,014,499 
tons last year, the association 
said, and their productive capac- 
ity stands at 2,468,750 tons. 

The aluminum industry will mark 
its 75th anniversary at a celebra- 
tion Thursday (Feb, 16) at Oberlin 
(O.) College. The speaker will be 
James C. Hagerty, former White 
House press secretary and now a 
vice-president of American Broad- 
casting Co. 

Oberlin was chosen for the cele- 
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Birmingham, Ala. 

New-car sales in Birmingham, 
Ala., in January totalled 1,077, com- 
pared with 1,310 in December. 

Sales of compacts held up well. 
Most of the loss was in Buick, Olds- 
mobile and Pontiac. A number of 
imports showed no registrations, 

By makes, sales were: Chevrolet, 
299; Ford, 170; Falcon, 108; Pontiac, 
69; Buick, 61; Corvair, 57; Oldsmo- 
bile, 51; Rambler, 43; Dodge, 38; 
Comet, 30; Cadillac, 26; Plymouth, 
26; Volkswagen, 21; Valiant, 18; 
Chrysler, 14; Mercury, 11; Stude- 
baker, 5; DeSoto, 4; Lincoln, 4; Im- 
perial, 3; MG, 3; Morris, 3; Renault, 
3; Austin-Healey, 2; English Ford, 
2, and miscellaneous, 6. 


Stuart RIppLe 
ok * * 


Miami 

Registration figures for Dade 
County (Miami) show 4,350 new 
cars titled in January (3,991 domes- 
tic and 359 imports), compared with 
5,665 in January last year (4,898 
domestic and 767 imports.) 

Imports took 8 percent of the 
January market and domestic com- 
pacts accounted for almost 36 per- 
cent. 

Import volume has fallen to less 


Aluminum also is being used 
more in railroad and maritime 
transportation, in space vehicles 
and the growing science of cryo- 
genics, the ultra-low temperature 


technique of liquefying gas for easy 
* * * 





Aluminum Relics— 


These are original specimens of pure 
aluminum produced by Charles Martin 
Hall's electrolytic reduction process in 
1886. The metal was rare and costly when 
Hall conducted his experiments in his home 
town of Oberlin, O., shortly after gradua- 
tion. from Oberlin College. 





of Commerce of the United States 
has offered to help any depressed 





community in the country start its 
own program to attract new indus- 
tries, create new jobs and improve 
blighted areas. 

The offer was made by Arthur H. 
Motley, chamber president and pub- 
lisher of Parade magazine. 

The chamber’s community self- 
help program is operating in Erie, 
Pa., and starting in four other 
cities, Motley said. The chamber 
staff is available to help other com- 
munities start this program, he 
added. 

The federal government is coop- 
erating with states in technical pro- 
grams like vocational retraining, 
Motley said. 

“Most people in depressed areas 
are the unfortunate victims of 
progress, but they must adjust,” he 
said, “because progress means that 
the old must give way to the new. 
We must all accept the fact that 
while change means that many peo- 
ple benefit, change also means that 
some people get hurt. 

“The coming of the automobile 
opened up a vast number of new 
opportunities and jobs, but it was 
hard on the workers and investors 
in livery stables and harness busi- 
nesses.” 





: THE ONLY Ek 
MEDIUM PRICED 
STEAM CLEANER 
FOR THE 
INDUSTRY 






SELLS FOR ONLY 


$399 


ie) re Ta da 


Slightly higher in the west 
Including rubber tires and hot water 
rinse attachment. . 


DEALERS WANTED! 


Exclusive Territories now available. 


Mail coupon for further information. 
ee 


Send to: Electronics, Inc., 3526 East 
Cherry Street, P. O. Box 150, Ver- 
million, South Dakota. 
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fsed-Car ‘Clock-A-Thon’ 

ALPH-PONTIAC, INC., Roches- 
TF ter, N. Y., stimulated used-car 
pusiness with a “Clock-A-Thon” 
promotion conducted on a Saturday 
from 7 a.m, to 6 p.m. 

A featured used car was put on 
gale each hour on the hour during 
the 12-hour promotion. The cars 
were on display Friday and shop- 

rs were invited to “come in and 
jook them over” before they were 
placed on sale the following day. 

The dealership launched the 
event with a newspaper ad set up 
in the form of a clock and featur- 
ing the “Clock-A-Thon” theme, In 
addition to the featured specials, 
there were 100 other used cars on 
sale. 

Among drawing cards used by 
Ralph-Pontiaec for the promotion 
were terms of no money down, on- 
the-spot financing and no payments 
for 2 month and a half. Shoppers 
5 were invited to test-drive used cars 
for one day without obligation. 

* * * 





Caps, Gowns and Cars 
A “CAP AND GOWN CONTEST,” 


with a one-year college scholar- 
21 Auto Dealers 
To Vie for Awards 


On Brand Names 


NEW YORK. — From the thou- 
sands of dealers enrolled through 
members of Brand Names Founda- 
tion in that organization’s “Brand 
Selling’ program, 443 stores have 
been chosen to compete for the 
160 “Brand Name retailer-of-the 
year” awards in 24 categories, in- 
cluding 21 auto dealers. 

Competing again this year are 
two Certificate of Distinction win- 
ners in previous competitions. They 
are Taylor Motor Co., Inc., King 
William, Va., in 1947 and 1958, and 
Lipman Motors, Inc., Hartford, in 
the 1959 competition, 

Others in the auto dealers cate- 
gory vying for top honors are: 

Beasley Ford Co., Columbus, O.; 
Bigelow Motors, Belleville, N, J.; 
Brand Motors, Los Angeles; Brost 
Motors, Inc., Buffalo; Capitol Mo- 
tors, Indianapolis; Downtown Chev- 
rolet Motors, Inc., Cleveland; Fol- 
lestad Rambler, Inc., Everett, Wash. 


Galles Motor Co., Albuquerque, 
N. M.; Knoxville Buick Co., Inc., 
Knoxville, Tenn.; Krause Oldsmo- 
bile, Milwaukee; Mierley Motor Co., 
Altoona, Pa.; Ferris Miles, Redwood 
City, Calif.; Sam Montgomery Olds- 
mobile Co., Houston; Noble Motor 
Co, Danville, Ill.; Tony Piet Motor 
Sales, Inc., Chicago. 

Scott Chevrolet, Oklahoma City; 
Glenn E. Thomas Co., Long Beach, 
Calif.; Van Curler Motor Co., Inc., 
Schenectady, N. Y., and Weaver- 
Beatty Motor Co., Denver. 

These merchants will make de- 
tailed presentations of their adver- 
tising and promotion of manufac- 
turers’ advertised brands during 
1960. Winners will be honored at 
the Awards Banquet in the Grand 
Ballroom of the Waldorf-Astoria 
May 4. 


| 








Johnson Heads 


Indianapolis Assn. 


INDIANAPOLIS. — David John- 
son, vice-president, Johnson Chev- 
tolet Co., has been elected president 
of the Indianapolis Automobile 
Dealers Association. He succeeds 
William A. Grawemeyer, president, 
Indianapolis Rambler, Inc. 


Jerry Alderman, president, Jerry 


Alderman Ford Sales, Inc., was 
named vice-president. Clifford J. 
Hart, president, Hatfield Motors, 


Inc. (Ford), was reelected treasurer, 
and Eldon Palmer, president, Palm- 
er Dodge, Inc., was named sec- 


retary. 

New directors are John W. 
Hedges, president, Hedges Pontiac, 
Ine; Emil J. Voelker, president, 
Superior Chevrolet, Inc. Grawe- 


meyer was reelected to the board. 
Thomas E. Hanika is executive 
Vice-president. 
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How They're Pushing Sales... 


Dealer Ad Ideas 





ship for a high school junior or 
senior, was staged by H. E, Mc- 
Gonigal, Inc. (Buick-Cadillac), Ko- 
komo, Inc. The scholarship con- 


Chevy Enlarges 


Two Warehouses 


DETROIT. — Chevrolet has an- 
nounced plans to enlarge its parts 
warehouse in Van Nuys, Calif., and 
the major supply depot in Hazel- 
wood, Mo., near St. Louis. 

The 76,800-square-foot addition to 
the Van Nuys structure will en- 
large it by two-thirds, The addition 
to the warehouse, which is adjacent 
to the division’s assembly plant, is 
expected to be completed late next 
summer. 

About 180,000 square feet of space 
will be added to the Hazelwood 
depot, bringing total storage area 
there to more than half a million 
square feet, 








sisted of $500 for tuition and $1,000 
for room and board, 

Contestants registered at the 
dealership, and the winner was 
determined on a point basis. 
Adults could cast a one-point vote 

by visiting the dealership, and a 
demonstration ride entitled the 
rider to cast a five-point ballot. A 
used-car purchaser could give 10 
votes to the candidate of his choice, 
and a new-car buyer could cast 20 
votes. 
+ * * 


Making the Marks 


ig’ A STRIKING newspaper ad, 
Lloyd McKee Motors, Inc., (Ply- 
mouth) showed what the 6,039 cars 
it has sold in its 3% years in busi- 
ness “looks like.” Each car got a 
mark and the block took up 13 
inches of a three-column ad. Head- 
ed “WORTHY of Your Complete 
CONFIDENCE,” the ad said. “The 
folks at Lloyd McKee’s don’t kid 
themselves that people bought that 
many cars because of their pretty 
smiles or red hair. They realize that 
the Best Deals for the highest qual- 
ity cars, served with genuine per- 
sonal interest before and after the 
sale, has made it possible .. .” 

McKee’s usually includes in any 
ad: “Get the best deal you can and 
we'll beat it.” 


51 





Tirelight— 

A time exposure and translucent tires with lights inside produce these swirls of 
light as four cars circle a field in front of Goodyear Tire & Rubber Co., Akron, O. 
Strictly an experimental product at this stage, the tubeless tires were developed by 
Goodyear as an approach to building tires without the fabric necessary to give con- 
ventional tires their shape and strength. They are made of a synthetic rubber called 
Neothane, which is poured into molds in liquid form. Bulbs mounted on the inside 
of wheel rims make them shine in the dark. 


1 Greater customer satisfaction 
because Kendall Dual Action of 
fers complete engine protection, 
reduces wear and costly repair — 
all at the ‘‘regular oil’ price 


4 More Repeat Business, more 
opportunities to sell your other 
products and services through 
regular contact with satisfied 
customers. 


Ask your Kendall Distributor 
about Dual Action 





KENDALL REFINING COMPANY 
Bradford, Penna. 
Lubrication Specialists since 1881 











How Much? 


That’s the Big Question 


In the Suburbs 


MINNEAPOLIS. — “Today’s car 
buyer is more sophisticated, espec- 
ially here in the suburbs where we 
have more young people,” accord- 
ing to Jack Krenzen, sales manager 
of Suburban Chevrolet Co. in sub- 
urban Hopkins, Minn. 

“People today are more price 
conscious than I’ve ever seen them,” 
he declared. “They don’t take into 
consideration the resale value of 
the car they are buying. Just a 
few years ago this was the most 
important factor.” 

The day when a man of the 
house walked in, bought a car and 
took it home to show his wife is 
also becoming a thing of the past, 
according to Krenzen. 

“When things get a little tight, 
the wife usually has more to say 
about how the money is spent,” he 
said. “I'd say women are a greater 
factor now in purchasing a car than 
they were six months ago.” 

And the wife is no longer as con- 
cerned about color and other frills, 
Krenzen emphasized, “How much?” 
is the big question now, he said. 
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In the Letterbox 


(Continued from Page 18) 


$15,000. Big 18-room house—like a 
country club without members. 

I’ve been told that one of my 
offspring said I was in a second 
state of childhood. I hope it’s so 
for I'm so happy with all the 
things I have to keep me happy 
and making life worth while plus. 

Received my AvTomotTive News 
today and it is sure amusing to 
read some of the childish remarks 
made by factory top brass. 

I’m a retired Buick-Pontiac deal- 
er, Evanston and Highland Park, 
Ill., 1920-1955. I retired when the 
big three began to retail their prod- 
ucts to the dealers and the dealers 
were supposed to wholesale their 
products to the public on a non- 
profit basis. 

Now Colbert, president of Chrys- 
ler, says in one of your stories that 
Chrysler field men are sent out to 
help dealers sell more cars. All fac- 
tory brass and field men have 
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never sold a car in their lives at 
retail, so how childish a remark 
that field men could help dealers 
sell cars. In my 35 years all field 
men ever did was to come out and 
demoralize the dealer, Factory 
folks don’t have the slightest idea 
of how their products are so-called 
retailed. 

Then Colbert predicts how many 
cars the dealers will wholesale in 
61. None of us know what the fu- 
ture will be. Another story: A top 
brass factory man says he will 
stick with six-passenger cars. I 
have nothing to do since retiring 
and I’ve made several surveys for 
hours on Eden’s Expressway on six- 
passenger cars with six poor, un- 
comfortable, hard, rock and roll 
seats, 

Sixty-five percent of all cars 
have one or two passengers; 34 
percent have three, four or five 
passengers and one percent, 
minus a fraction, have six pas- 
sengers riding in a car. ’m 72 
years old and don’t recall ever 
having six passengers in my car. 
In several states they have a law 
that but two passengers ride in 
the front seat. Three passengers 
makes two passengers instead of 
one to distract the mind of the 
driver. 

Even at age 72 put Marilyn Mon- 
roe and Ava Gardner in the front 

seat with me and all three of us 
would be killed before I reached 
a half mile down the road. How 
stupid-thinking these factories are. 
All imports have but four comfort- 
able seats for four passengers, 
bucket seats in front comfortable 





Largest Stock 


BRITISH CAR PARTS 
HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 

TERRY—Valve Springs 
PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 
GLACIER—Engine Bearings 
VANDERVELL—Engine Bearings 
RANSOME & MARLES—Ball & Roller Bearings 


in the 


GERM : 
KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 

F & S—Clutches 

REINZ—Gaskets 

SIMRIT—Oil Seals 
SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns me 
BOSCH—Spark Plugs & Ignition 
TEXTAR —Brake and Clutch Linings 


WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 


e other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs 





@ other top lines 


U.S.A. 


AN CAR PARTS FRENCH CAR PART. 
MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
ALLINQUANT—Shock Absorbers) 
COUSSINETS MINCES—Engine Bearings 

SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 

SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 


PECASEAUX—Lamps, Plastic Parts 


@ other top lines 


SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor listed below. 
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for the man who wrote the check 
for the car. 

I have a Corvair Monza, the first 
car made in America with bucket 
seats for comfort to the purchaser. 
However, on this Monza with most 
comfortable seats in history they 
used a 13-inch wheel; height of 
car 53 inches. The owner must 
crawl on his hands and knees in 
order to enter the car, and if you 
are six feet tall your head rubs 
the ceiling of the car. 

Now a Volkswagen is 59.1 inches 
high on 15-inch wheels with two 
comfortable seats bucket-type, two 
rear seats are comfortable. But if 
Volkswagen had 13-inch wheels and 
53-inch height, you could not give 
the car away free. Thirteen-inch 
wheels and car too low is _ sales 
resistance plus for the dealer. Tell 
this to factory brass and he would 
accuse you of being a mental case. 
All imports have but four passenger 
good seats with two good head- 
lamps and two tail lights good. 

American cars have four head- 
lights to buy and maintain and 
a flock of tail lights, anywhere 
from four to eight. Now the Lord 
gave humans but two good eyes, 
same for animals of the kingdom 
and fish in the sea. So why not 
two headlamps good on American 
cars like all import cars, two 
good headlights and two bucket 
seats which afford comfort to the 
owner. Not so much stress on 
seats for hitchhikers and critical 
friends who do not pay for the 
car or the gas it takes to make 
it run. 

The reason imports sell well is 
because the maker caters to the 
purchaser. American car makers do 
everything possible to make it hard 
for the purchaser to enter their 
American car—poor hard seats, 
seven to eight miles on a gallon 
of gas with 300-400 horsepower to 
go 25-35-45-65 miles per hour. Sixty- 
five miles per hour is top speed 
in most states. A Volkswagen has 
40 horsepower, 32 miles per gallon. 

I had a 300-horsepower car 
American built—went out for dinner 
with full tank of gas. The trip was 
an even 90 miles. I filled the tank 
next morning for $4.51, sold the 
$4,700 car the same day to a guy 
for $3,700. In other words, the man- 
agement, planners and designers of 
the big three make cars idiot style 
to suit their taste and would not 
lower their dignity to make a car 
that their customers would like and 
can afford to have. 

Cars in the old days were like 
shirts—small, medium, large, extra 
large. Today, Chevrolet, Plymouth 
and Ford are the same size as Lin- 
coln, Cadillac, Imperial. The whole 
thing adds up to stupidity plus, like 
a king’s castle in Poland with 500 
bedrooms and one bathroom down 

at the end of the hall. 

Another story by some factory 
brass was what happened in the 
30s when a car, small LaSalle and 
Rockne, came out and passed into 
oblivion over night. But this top 
brass man didn’t mention that 
back. in the mid-twenties when 
strong makers of Cunningham, 
Locomobile, Peerless, Stutz, Auburn, 
Pierce-Arrow, etc., all went broke 
over night, when their cars were 
made so big you needed a step- 
ladder to get in their cars, Twelve- 
cylinder-16-cylinder engines. 

Even Cadillac and Lincoln went 
broke making these big crates 
with no appeal or economy. The 
remains of the latter two cars, 
Cadillac and Lincoln, were picked 
up by GM and Ford. Big cars 
are not on the way out—they are 
out right now as far as most 
dealers are concerned, Many 
dealers fail each year. And when 
all dealers fail because they have 
undesirable cars to sell what be- 
comes of the stupid factory 
brass? 

Many big-car owners buy a small 
import for their second car but 
shortly after delivery of the import 
the import car becomes the num- 
ber one car and the big-dog Ameri- 
can Special becomes the number 
two car and is used on occasion— 
wedding, funeral, throwing the dog, 
etc. A big car is like a 20-room 
house. In the old days a chauffeur 
was hired to wrestle a big-dog car. 
Servants looked after the 20-room 
house. A chauffeur received $100 
a month plus room and board, 
servants were $15 a week. Today’s 
chauffeur is paid $250 plus per 
month, servants $12-$15 per day. 

So the guy or owner of a big car 
wrestles and tries to park the car 
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himself and you will notice when 
trying to park your car the big-car 
owner’s is parked cockeyed because 
they don’t know how to drive. And 
that’s the reason for thousands be- 
ing killed and injured every year, 

The big three are the only mak- 
ers of products that kill 40,000 cus. 
tomers a year for the last decade, 
Also 350,000 customers are injured 
for life each year for the last dec. 
ade. No wonder sales are slipping 
and thousands of factory workers 
are being starved by their stupid 
superior super men, 

Charles Wilson said what’s good 
for GM is good for the people, 
What a donkey ass remark. Now 
the 10-day president of Ford and 
ill-deposed Republican stated that 
if people would stop buying im- 
ports things would be different, 
Same for him—donkey ass re- 
mark. If he and GM made ears 
that people wanted and could af- 
ford to buy and operate there 
would have been no imports to 
contend with in the first place. 

So the man with the big house 
and big car. He shuts the 20-room 
house down because he has no 
servants, and he and his wife live 
in the kitchen and breakfast nook 
and sleep in servants’ bedroom. 
They put the big car on jacks and 
ride the import, the number one 
car that fits most pocketbooks to- 
day. 

Winston Churchill says it’s a les- 
son to know that even fools are 
right sometimes. I’m a fool but did 
allright when I quit a nonprofit 
dealership. Along with factory brass 
most dealers, especially in rural 
areas, cannot understand why peo- 
ple are growing tired of big Great 
Dane dog fourflushers’ delight spe- 
cials made by the big three. 

But the main reason is the cost 
of operation of a big car. Factory 
folks and dealers come to their 
place of business each morning 
and a flunky grabs their car, gasses 
it up, washes it and sets it out on 
the lot. The dealer and factory 
brass have credit cards and all car 
expense is a deductible business ex- 
pense. 

But people who buy and own big 
cars don’t have this privilege and 
every other day the owner parts 
with a five dollar bill and $2.50 for 
wash a week. It’s a different story 
so he buys a car that fits his pocket- 
book. That’s why cars should be 

made like they were 30 years ago, 
like shirts—small, medium, large, 
extra large—and sold for profit. 

Thirty years ago Ford, Chevrolet, 
Plymouth were small; B-O-P and 
Mercury were medium and large. 

For instance, Buick Special was 
medium and Buick Roadmaster was 
large. Cadillac, Imperial, Lincoln 
have always been extra large. Cars 
like Pontiac, Oldsmobile, Mercury 

were mediums in the old days. 

I close with bitterness toward 
anything big that should not be 
too big. I despise big fat cars to 
gas up; I despise big fat females 
to gas up; I despise big fat 20- 

room houses to gas up. When 
these items get out of proportion 
and lose their appeal and afford 
no comfort or pride to its owner, 
then I get a new deal to my lik- 
ing. 

I could go on for a week. I can 
say one thing. I’m so grateful the 
Lord got me into the auto business 
at the right time and got me out 
at the right time.—Joun T. Fitz- 
cipBons, Goulds, Fla. ; 

P. S—In 1925 I made $60,000 in 
five years. Bought Buick branch in 
Evanston in 1925 and in 1930 it 
was worth $600,000. Never had 4 
losing year during the Roosevelt 
administration. Only businessman 
on Chicago’s north shore who was 
a Democrat. In 1932 I took in Pon- 
tiac, Sold about 35,000 cars in 35 
years—would not give free as much 
as a valve stem to make a sale. 

Had 52-people service depart- 
ment. Took care of all fixed ex- 
pense, made $100 to $200 on all used 
cars taken in trade. Factory peo- 
ple hated my guts—an uneducated 
Irish dumbbell. But I followed 4 
saying by Seneca, “Persistent kind- 
ness conquers the ill-disposed.” 

I was kind to factory folks, My 
employes, the customers, especially 
hard-to-conquer 35,000 ill-disposed 
Republicans. And it paid off. My 
Trish luck was not as good as Ken- 
nedy’s or Grace Kelly’s dad but it 
was good enough and I’m grateful 
to God for my security and being 
able to care for my dear mother 
who died two years ago at the age 
of 94. 
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To Weather Those Storms . 
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“Dealers Snowball Winter Sales 


‘ontinued from Page 1) | 


dealers irged prospects to see the | 
man With the red mittens. They | 
promised, We'll cook you upa deal 
that will ‘arm you up. 

Al Ives Ford, Buffalo, used a pot- 
pellied stove as art work and pro-| 
claimed itself the “hottest dealer in | 
town,” and another Buffalo mer-| 
chant declared, “Don’t hibernate for 
six weeks like the groundhog. Win- | 
ter can be enjoyable in a Kenmore | 
Motors used car.” 

* * * | 

EORGE CARROLL Chevrolet, 

Dunn, N. C., staged a “Dutch 
auction” to Move a 56 Cadillac. 
The price dropped $50 per day. 
Ralph Pontiac, Rochester, N. Y., 
conducted a 12-hour “clock-a-thon” 
with a used car going on sale at a 
special price every hour on the 
hour. 

Leftover ’60 models continue to 
plague some dealers. Dodge City, 
Tucson, mentioned “used-car prices 
on new ’60s,” and Hull-Dobbs, Mem- 
phis, offered a stock of ’60 Ford | 
demonstrators with a starting price | 
of $1,595. 

Lynch-Davidson and Duval Mo- 
tors, Jacksonville (Fla.) Ford 
dealerships, had new ’60 models 
in the $1,690 price range, 

“Flora Falcons” were offered by 
Louisville Motors, Louisville. The 
cars were driven by residents of | 
Flora, Ill., during Ford Division’s | 
national press preview there last 
September. 

Louisville Motors said it had 26| 
of the cars—all four-door sedans. 
They were priced at $1,775, includ- | 
ing heater, windshield washers, 
padded dash and seat belts. 


* * * 


N MEMPHIS, Union Chevrolet 
announced a “career girl” pro- 
gram to sell cars to working 
women, Prospects were invited to 
phone a “career girl consultant” at | 
the dealership for details. 
A wrist watch was given to new| 
or used-car purchasers by Common- | 
wealth Ford, Richmond, Va., and} 
Bliss Motor Sales (Ford), New Cas- | 
tle, Pa., offered optional equipment | 
at a penny per item to new-car 
buyers. 
Spitzer Motors and Tutan Mo- 
tors, Miami Dodge outlets, used | 
a 12-page advertising section to 
compare Lancer and the other | 
compacts. The rundown included 
pictures, prices, specifications and 
equipment of all makes, 

Gimma Chrysler, New Orleans, 
gave 100 gallons of gasoline with 
new cars, Like Chrysler dealers in| 
other areas, Gimma is accenting 
the lower-priced Newport line. A 
Newport four-door sedan with auto- | 
matic transmission, heater, white- | 
walls and other extras was listed 
at $2,994. 

* * * 

N OTHER price ads, Loving 

Chevrolet, Silver Spring, Md., of- 
fered a Biscayne two-door at $1,787; 
Bolton Ford, New Orleans, men- 
tioned Falcons for $1,763, and Hem- 


Hercules Sells 


Kingham Trailer 


GALION, O.—Kingham Trailer 
Co., Inc., Louisville, a wholly own- 
ed subsidiary of Hercules Galion 
Products, Inc., has been sold for 
an undisclosed sum to the Trans| 
Equipment Corp., Columbus, O., ac-| 
cording to A. Dangler jr., Hercules | 
Galion president. 

The sale included the Louisville | 
factory, inventory, equipment, and} 
Kingham name and goodwill. Her-| 
cules Galion will continue the man- 
ufacture at Galion of dump trailer 
chassis formerly produced by King- 
ham. All other products of the sub- 
Sidiary were included in the sale. 








Rambler Sales Up a Bit 

In First Feb. Period 
DETROIT.—Rambler retail sales | 

totalled 6,935 in the first 10 days of | 

February, compared with 6,877 in| 

the corresponding January period. 
Retail sales in the final 10-day | 


Period of January were 8,795 Ram- | 
blers, 


phill Ford, Houston, put a $1,795 
tag on compacts. 

Mercurys were priced at $2,150 
by Clay-Dutton, New Orleans, and 
at $2,195 by Volpe, Rochester, N. Y., 
and Roscoe L. Powers, Inc., Green- 
ville, S. C. 

Renault’s $200 price cut trig- 
gered an advertising barrage 
throughout the country. One of 
the more interesting presenta- 
tions appeared in a Detroit news- 
paper. 

A factory ad mentioned the price 
reduction and spotlighted the new 
East Coast port-of-entry price of 
$1,385 for the Renault Dauphine. 
Next to it was an ad inserted by a 
Alemite Occupies New Home 


CHARLOTTE, N. C.—Alemite Co., 
a division of Shaw Distributing Co., 


|has moved into new offices and 


warehouse at 3922 Greensboro St. 
H. D. Hout is sales manager of the 
firm. 


local dealer. It offered the same car 


|for $1,299, including free gas for 
| 8,000 miles. 


* * * 


ALLEY CHEVROLET, Atlanta, 

repeated its “Good Ole Days” 
sale of groceries—a dozen eggs for 
35 cents, a pound of bacon for a 
quarter, a can of pork and beans 
for a dime and a loaf of bread for 
a nickel. 

The first such sale, conducted 
early this year, was highly suc- 
cessful. “We sold more cars than 
on any day since last May,” said 
Harold Gray, sales manager. 

Ad Manager Benny Carlton sup- 
plied a few statistics on Nalley’s 

grocery business. 

“There was no obligation to buy 
a car or take a ride,” he said, “but 
we had more people here than we 
could handle. We sold 3,200 loaves 
of bread, 110 cases of eggs, 90 cases 
of pork and beans and 2,165 pounds 


First St. Louis Ford Since 1943— 
( 1s Production of Ford cars was resumed in the St. Louis area last week, and this Galaxie 
of bacon-—in addition to Chevys and | was the first Ford to roll off the line there since 1943. Frank E. Wilde, plant manager, 





Corvairs,” 





DUANE (LEFT), WALTER AND DON LONGACRE, FREMONT, NEBRASKA 


“Our gallonage has almost 
tripled since we went with 
Texaco in 1951. That goes for 
our TBA and service busi- 
ness, too. People like Texaco 
Products. Our Texaco credit 
card sales alone are about 
$1,500 a month. And, we like 
to do business with the Texaco 
people — they are cooperative 
and always ready to help. It 
has paid us well to sell the 
best — Texaco.” 


WHY THERE’S A PROMISING 
FUTURE WITH TEXACO 


Here are 6 reasons why Dealers and 
Distributors grow with Texaco. 


1. The best retailer policy — Texaco 


helps its Dealers. 22,502 Dealers have 
been with us for more than 10 years. 
2. Texaco is jobber-minded. Proof: 
842 Consignees and Distributors 
have been with us over 20 years, 
some over 45 years. 

3. The best opportunity to cash in on 
“touring” business — because when 
Texaco customers are touring they 
like to stop at Texaco stations. This 
means you have more than 40,000 
other Texaco Dealers helping you. 
4. The best customer credit card—in 
fact, the only petroleum credit card 
honored under one sign throughout 
the entire United States, and in 
Canada, too. 

5. The best national advertising pro- 
gram, year after year... constantly 
selling Texaco Products and Dealer 
service. The best sales promotional 
material to help build customers. 








left, is shown with Thomas Brand, production manager. 








6. The best petroleum products, 
known and accepted nation-wide. 
Continuous research and develop- 
ment insure that Texaco will always 
have outstanding products. 

TUNE IN: TEXACO HUNTLEY-BRINKLEY REPORT — 


MON. THROUGH FRI., NBC-TV. ALSO — METROPOLI- 
TAN OPERA RADIO BROADCASTS ON SATURDAYS. 


SALES MANAGER, TEXACO INC. AN-2 
135 EAST 42nd STREET, NEW YORK 17,N. Y. 





| would like to get complete information about the pos- 
sit y of teaming up with Texaco as a [_] pi stributor 
[j« t nee ] Dealer (Sor vestment Is required) 
NAN ee ea or ae a , 
SW eetceten seems tees — san 
STATE_ a smi = 

PHONE___ = 





esses FE XACO INC. 
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Oil Companies Rapped .. . 


ASIA for Inspections 
By Every State 


(Continued 


nies under threat of lease cancella- 
tion. 

The result, he said, is that the 
independent automotive parts 
wholesalers and manufacturers 
are gradually being squeezed out 
of their traditional role as sup- 
plier to the service station mar- 
ket. 

He asserted that, despite federal 
and state court decisions against 
these practices, the companies have 
not and do not intend to comply 
with existing legal restrictions. 

“The record clearly indicates,” he 
said, “the growth of these illegal, 
coercive practices which continue 
to injure competition and are of 
great concern to all wholesalers 
and manufacturers of automotive 
parts, equipment, supplies and ac- 
cessories in the automotive after- 


market.” 


* * * 


ST year, the parts and accesso- | 


A 
L ries market had, at wholesale 
prices, sales of almost $5 billion 
which was up 6 percent from 1959 
and almost double the total for 
1948. 

Earl W,. Kintner, former Federal 
Trade Commission chairman, re- 
viewed automotive cases which 
have come before the FTC and 
urged ASIA members to familiarize 
themselves with the Robinson-Pat- 
man Act. 

Of prime consideration, he said, 
are the price-discrimination pro- 
hibitions and the reciprocal pro- 
hibitions. 

“In 1960,” he said, “the FTC 
demonstrated that it could be the 
vigorous and effective enforce- 
ment agency contemplated at the 
time of its creation almost half 
a century ago. 

“During the year, 560 formal 
complaints were initiated and 410 
cease-and-desist orders were issued. 
The previous record year of 1959 
was exceeded by 50 percent in for- 
mal complaints issued and 36 per- 
cent in orders entered. 

5 “The largest gain was in actions 

to halt antitrust violations,” Kint- 
ner said. “The 202 formal com- 
plaints more than doubled the previ- 
ous record of 99 complaints in 1958. 
Over the last five years the com- 
mission has issued some 60 com- 
plaints and more than 40 orders 
to cease and desist involving auto- 
motive parts alone.” 

* * * 

R. TENNYSON GUYER, Ohio’s 

“ambassador of goodwill,” told 
the 2,000 member wholesalers here 
for the ASIA meetings and parts 
show, “You fellows are living in the 
day of the great ‘goof off.’ 

“Never have so many lived so 
well so far behind,” he said. “In 
an age of chizelization we behold 
the high cost of low living. We 
listen to the woes and alarms of 
‘blues’ salesmen who haven’t 
made an honest pitch in months. 
Many bosses say they prefer 
green salesmen to blue ones.” 


Other speakers at the two-day 
ASIA convention included H. S. Hol- 
lins, Signal Stat Corp.; D. D. Min- 
shall, Gates Rubber Co., who spoke 
on redistribution dividends; Walter 
B. Cooper, president of the National 
Automobile Dealers Assn., whose 
topic was “The Little Man Who 
Wasn’t There;” E. N. Robinson, 
Stewart-Warner Corp., who asked 
“Do You Belong in the Equipment 
Business,” and Jack Horner, Cham- 





Magazine Cites 


61 Continental 


DETROIT.—The 1961 Lincoln 
Continental has received the Car 
Life Award for Engineering Excel- 
lence. 

In stating the reasons behind the 
automotive magazine’s choice, Pub- 
lisher John Bond said, “Where the 
Lincoln Continental achieves excel- 
lence is in quality control. Stated 
another way, the Lincoln is an out- 
standing example of a concerted, 
cooperative effort to build a top- 
quality automobile.” 





from Page 1) 


| pion Spark Plug Co., who spoke on 
“Public Relations Pays Dividends.” 


* * &* 


7. parts exhibition under the 
auspices of the Pacific Automo- 
tive Show, which ran four days, 
was the biggest in area, number of 
| booths, number of exhibitors and 
number of sponsoring wholesalers 
ever held on the West Coast. 

The Automotive Affiliated Repre- 
sentatives held their traditional 
breakfast last week at the Biltmore 
| Hotel, and the Motor and Equip- 
ment Manufacturers Assn. conduct- 
'ed business sessions at the Shera- 
ton West. 
| The annual Booster Club kickoff 
| banquet was held at the Beverly 
| Hilton Hotel, and the Young Execu- 
tives, sons of wholesalers, met at 
the Biltmore. 


‘Car Owners Held 
‘Above Average’ 


In Many Fields 


owner is above average in income, 


| pliance ownership, according to a 
| survey by Dr. Steuart Henderson 


Northwestern University. 

Car owners also have more chil- 
dren, more pets and eat in restau- 
rants more often than the average 
|/non-car owner, Britt found. The 
| study, which was conducted among 
2,683 families in all parts of the 
United States, was sponsored by 
the Theatre-screen Advertising Bu- 
reau, an association of film produc- 
ing and distributing companies. 





CHICAGO.—The average car| 


| education, home ownership and ap-| 


| Britt, professor of marketing, | 


'Ussery Motors, Coral Gables, Fla., 











New Deal in Manchester, N. H.— 

State Motors, Inc., is the newest Lincoln-Mercury dealership in Manchester, N. H. 
Located on a three-acre site, the new sales and service center is housed in a one- 
story steel and brick building, covering 18,000 square feet without a supporting pillar. 
The firm has 23 service stalls and nine automatic lifts. Maurice J. Grant is president of 
the dealership. His son, Stanley S. Grant, is general manager. 





a 

—— ———-—_ 
Wage-Hour Measure 
Introduced in Senate 


WASHINGTON.—The adminis. 
tration wage-hour bill—-whig, 
would include car dealers grogs. 
ing annually $1 million but ex. 
clude car salesmen from overtime 
provisions — has been introduceg 
in the Senate by Senator Pat Me. 
Namara, Michigan Democrat ang 
chairman of the Senate Labor 
Subcommittee. 


It is co-sponsored by Wayne 
Morse, Oregon Democrat; Jen. 
nings Randolph, West Virginia; 
Benjamin A. Smith, Massachy. 
setts, and Claiborne Pell, Rhode 
Island. 





Rambler American Tops in Run 


(Continued from Page 8) 


10th and 15th. Highest “Big Three” 
entry was a Ford Fairlane in ninth 
spot, with 15.820 MPG. 

Ambassadors in Class III aver- 
aged 165 MPG; Ford Fairlanes, 
14.5, and Chevroletgs 12.1. 

a ok * 

N CLASS IV, Studebaker Lark 

V-8s nailed first and second spots. 
The winning Lark, entered by Bill 


was driven by A. H. Line, Niles, 
Mich. It averaged 19.100 MPG at an 
average speed of 42.938 MPH. 

The second-place Lark showed 
18.992 MPG. Third spot was taken 
by a Ford Fairlane, with 15.822 
MPG at 40.540 MPH. 

Larks in Class IV averaged about 
19 MPG, Fords about 14, and Chev- 
rolet Biscaynes about 14.7. 

Fifty-nine cars ran in Classes III 
and IV during the second day. Of 
these, 14 were disqualified for rules 
infractions. 





* * * 
7a third and final day’s event 
was for Class V and VI cars. 
Class V, for cars with engines of 


Promotion Wins Support .. . 


Boost for ‘Drive America’ 





HE “Drive America to Prosper- 
ity” spring sales promotion won 
support in the auto industry last 
week, 
The campaign is 
designed to pep 
up the entire 


dealer auto start- 
ing the bal] roll- 


miums to owners 
who bring in their 
cars for appraisal. 

M. S. McLaugh- 





M. S. McLaughlin 
lin, Ford Division general sales 
manager, called the drive “particu- 
larly significant” at this time. 
“The ‘Drive America to Pros- 
perity’ program sounds very in- 


* * * 


REASONS WHY 
TODAY IS THE BEST TIME 
TO BUY A NEW CAR 


AAR ere rire eS 
_ RE 
* You Get the Best Deal! 


% You Have the 
Best Selection Ever! 


* You Are Safer in a New Car! 
% You Keep Men on the Job! 
%* You Help Boost the Economy! 


Trade Today! 
Buy Now! 







DRIVE ANERICA 
HeHHHRRHARARRRERRRERR EEE 


TO PROSPERITY 





Five Big Reasons— 


This is a poster which will be displayed 
by dealers participating in the ‘Drive 
America to Prosperity" spring sales pro- 
motion due to get under way next month. 
The campaign is designed to spur the en- 
tire economy, with the dealer as the chief 
“engineer.” 








teresting and promising, not only 
because it should boost car sales 
but it should increase consumer 
spending in other areas as well,” 
he said. 
“I think this is particularly sig- 
nificant right now for the car in- 


economy, with the/ qustry because of the firming of 


used-car prices, and the fact that 
consumers have more spendable in- 


ing as the sole|come than at any other time in 
distributor of history,” 


merchandise pre-| ready to buy.” 
* 


he added. “They are 


* * 


T LEAST 15 manufacturers of 

nationally advertised products 
are joining with auto dealers in the 
promotion, which is scheduled to 
start about March 20. 


Merrick Co., Cleveland, originator 
of the campaign and supplier of 
sales-promotion materials, said nu- 
merous dealer associations are con- 
sidering participation in the drive. 

The dealers will hand out “buy- 
er’s dividends” which entitle the 
owner of an appraised vehicle to 
a “bonus” when he buys one of 

the products stipulated by the 
participating manufacturer. 

Each kit for which the dealer 
pays $100 contains 20 “wallets” with 
“Buyer’s Dividends,” and promotion 
material for the campaign. 

“The dividends in each wallet as- 
sure the holder of more than $125 
in savings on the purchase of the 
participating manufacturers’ prod- 
ucts,” said R. B. Pennington jr., 
Merrick president. 





New England Dealers 


Plan Holiday Specials 


BOSTON. — Auto dealers in 
many New England cities will 
observe Washington’s Birthday 
Wednesday with their traditional 
open-house sales, 

In connection with the observ- 
ance, Boston radio station WNAC 
is planning a daylong “Salute to 
the Automobile Industry” on 
Wednesday. Interviews with top 
automotive executives will be fea- 
tured throughout the day. 








201 to 250 cubic inches, was won 
by Vicki Wood, Detroit housewife. 
Her aluminum-engine Lancer, en- 
tered by Volusia Motors (Dodge), 
Daytona Beach, ran 19.897 MPG at 
an average speed of 41.075 MPH. 


Second spot was taken by Doug 
Roe in a Chevrolet Biscayne with 
19.102 MPG at 40.355 MPH, An- 
other Biscayne finished third 
with 18.855 MPG. Average miles 
per gallon of Biscaynes was about 
17.5. Ford sixes showed a 16-MPG 
average, while a single Dart re- 
corded 17.690. 

A Rambler American won in 
Class VI with 26.859 MPG at 40.169 
MPH. The car, entered by Ameri- 
can Motors, was driven by Viland. 
A second-place American, driven by 
Gene Stokes, recorded 26.664 MPG. 
The third-place American showed 
26.391 MPG. Average miles per gal- 
lon for the Americans was 25, about 
23 for Corvair Monzas, 22 for Fal- 
cons and Larks and 19 for Tempest 
Fours. 

* * ok 

HE trials attracted 150 domestic 

cars. Included were 10 Rambler 
Americans, 10 Corvair Monzas, one 
Lancer, 50 Chevrolets, 43 Fords, 20 
Rambler Ambassadors, seven Fal- 
cons, two Tempests and four Stude- 
baker Larks. All cars had manual 
transmissions, with the four-speed 
transmission or overdrive used 
wherever the option met Pure Oil 
rules. 

Before competing, the oil in 
each car was changed to insure 
uniformity of lubrication. The gas 
tank was disconnected and a gal- 
lon can hung from a window. A 
plastic tube carried gasoline from 
the can to the engine’s fuel pump. 

A previously measured (by vol- 
ume) gallon of gas, cooled to 30 
degrees, was poured into the can 
hanging from the window and the 
car was ready. Timing began when 
the car began to roll. 


In the first lap of the course, each 
car travelled 3.740 miles. Succeed- 
ing complete laps measured 3.745 
miles. The cars had to maintain a 
minimum average speed of 40 miles 
an hour, Included in the run were 
two complete stops and a 65-MPH 
speed zone. 

In order to average 65 in the 
speed zone, the drivers had to reach 
upward of 75 MPH. Rating was on 
the basis of distance travelled at 
more than a 40 MPH average. 

* ok + 

EARLY all Ford cars were driv- 

en by police officers from the 
Florida Highway Patrol or the 
State of Illinois. Chevrolets were: 
driven by a team of semiprofes- 
sional economy drivers. Rambler 
used two economy-run profession- 
als, Studebaker had a Michigan me- 
chanic, while the lone Lancer was 
piloted by Mrs. Wood. 

After each day’s trials, the cars 
were impounded and hoods sealed. 
The three leading cars in each 
class were subject to inspection. 
NASCAR inspectors checked the 
type of transmission, overdrive 
control, tire size, axle ratio, igni- 
tion timing, coolant thermostat, 
distributor curve, air cleaner, 
spark-plug make and gap, muf- 
fler, carburetor and settings, 
front-wheel bearings and _ seals, 
engine displacement, valve tim- 
ing, number of piston rings and 
valve diameter. 

Each car was required to “be as 
cataloged, advertised and marketed 
through regular channels .. . listed 
in the AMA specifications and on 





file with NASCAR on or before Deg 
10, 1960.” Several leading cars were 
disqualified on the first day because 
ignition timing was found to differ 
from factory specifications. 

Though a complete book of rule 
was prepared before entries were 
accepted, minor changes were made 
as the run progressed. 

Among the important changes 
were elimination of optional car. 
buretor jetting, limitation of not 
more than 10 cars of any one make 
in each class, and impounding of all 
cars, instead of the planned top five, 

* * ok 


FTC Advises Makers 


On Advertising Run 

DAYTONA BEACH, Fla. — After 
a conference between Bill France, 
NASCAR president and William §, 
Hill, Federal Trade Commission at- 
torney, the following telegram was 
sent by France to auto makers 
whose cars competed in the Pure 
Oil economy trials. 

“Mr. William S. Hill, attorney for 
the Federal Trade Commission, has 
suggested to NASCAR that any ad- 
vertising based on the 1961 Pure 
Oil economy trials contain the fol- 
lowing information by asterisk or 
otherwise: 

“(A) Run on 3.7-mile, stop-and- 
go road course at Daytona Speed- 
way at an average of 40 miles 
per hour or more. 

“(B) Overdrive equipped (if 
used).” 

The telegram was sent to Jack Iz- 
zard, Chevrolet advertising man- 
ager; Walter Murphy, Ford Divi- 
sion public relations manager; J. F. 
Malone, Pontiac advertising man- 
ager; Fred W. Adams, American 
Motors Automotive Division sales 
manager; Jim Orr, Studebaker- 
Packard advertising manager; 
James Wichert, Chrysler Division 
advertising and sales promotion di- 
rector, and Wendell Moore, Dodge 
advertising and sales promotion di- 
rector. 

“We are most concerned that 
these are cars the public can buy,” 
Hill told Automotive News while 
discussing his survey of the econ- 
omy trials. 

“We feel the ‘surprise element,’ 
such as traffic lights or other 
motorists, in normal driving 

(which affects gasoline mileage so 
much) is missing from_ these 
(Pure Oil) tests,” he said. “But 
we certainly don’t belittle their 
value. 

“Competitively, they’re fair,” he 
continued. “The commission feels 
these tests are well run, well organ- 
ized and have their proper place in 
the auto business.” 

His survey resulted from an in- 
vitation to FTC by France to send 
an observer after the FTC wrote 
NASCAR regarding the 1960 econ- 
omy trials and subsequent advertis- 
ing for the Corvair. 

Chevrolet advertised results of 
the 1960 Pure trials and recently 

signed an FTC consent agreement 
admitting that claimed mileage 
was not typical. 

Valiant also recently signed 4 
stipulation regarding Mobil run 
claims, and Falcon mileage claims 
are presently under consideration 
by the FTC. 

Information resulting from Hill's 
investigation will not be the subject 
of a formal commission report, he 
said, but will be used by the 
investigation bureau for purposes 
of evaluating future economy 
events, 
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(Continued from Page 2) 


go I’m not about to sell a car for 
ver invoice.” 
$0 0 . * @ 


— CHIEFTAIN PONTIAC in 
B ts Angeles, General Manager 
Charles Antablin said, “It’s a tick- 
lish situation with us. We don’t 
know how much longer we'll be 
doing it, We'd rather not discuss 
it.” 

“We have not sold a discount 
house for several years,” said Ernie 
porter (Chevrolet in Pasadena). 
“Nor have we sold a referral house, 
like Fedco.” (Porter is said to have 
been supplying Chevrolets to Castle 
Sales, Inc., a used-car dealer with 
offices in MORE, a membership 
discount store.) 

George Harger, president of 
Harger-Haldeman declined to dis- 
cuss details surrounding reports 
his company was supplying cars 
for both discount and referral 
houses. “Reimbursement to com- 
mercial establishments is a mat- 
ter of business practice we prefer 
not to discuss,” he said. 

“We don’t think it’s any differ- 
ent to sell your friends. We always 
welcome prospects, even from Fed- 
co, because Fedco is a different 
type of selling from what everyone 
jg upset about. I think that selling 
cars to anyone, where there’s a 
legitimate gross profit, is what 
we're in business for.” 

* * * 

RITZ BRUDER, owner of Bruder 
FP chevrolet, a Fedco cooperating 
dealer, said: “I can’t talk to you 
about this over the telephone. We 
stopped selling Fedco a week ago. 
(Bruder was shopped two days be- 
bore the telephone call, at which 
time he was bidding on Fedco 
referral business.) 

Several days later, Cecil Glover, 
general manager of the Bruder 
point, said: “Fedco has been help- 
ful in increasing our volume, and 
it was profitable. Of course, you 
understand we do not sell cars to 
Fedco. 

“Their members are sent to us 
by Dealers Diversified Services 
Advertising Consultants, who 
have offices in the Fedco store at 
3912 Slauson Ave. We have dis- 
continued and are no longer serv- 
icing such referrals. We may feel 
some results of this discontinu- 
ance in our unit volume.” 

Bruder was paying Dealers Diver- 
sified $50 for advertising services 
for each car sold. According to 
Henry Adams, Bruder’s salesman 
who handled the Fedco deals, Fed- 
cO was providing Bruder with an 
average of 60 deals a month. (A 
statement by the owner of Deal- 
ers Diversified is included later in 
the series.) 

*K * * 

ACK BOWELL, general man- 

ager of Hollywood Ford, a 
source of Fords for several dis- 
count and referral houses, said: 
“The simple factor is that we mov- 
ed units at a profit. We saw this 
trend start about five years ago. 

“Soon every dealer in town had 
a ‘price’ deal. In any business, you 
must be elastic and move with 
such trends. As soon as the dis- 
count people became organized 
they sought a better way to buy 
cars, without wrestling with the 
dealer. Their members respected 
the one-price policy of the discount 
house. 

“Don’t fool yourself. Unions, 
discount houses, and referral 
houses are big business. I’ve 
heard people say that nearly 40 
Percent of the cars sold in Los 
Angeles are sold to people who 
hever went near a_ dealership. 
We went along with it until we 
had to shut off. 

“Since then other dealers have 
Picked it up. Some of the discount 
Stores are getting their cars out 
of state. But we have some new 
ideas. We started this business 
without the discount stores and 
we'll continue without them. We’ve 
always made money, and we’ll con- 
tinue to do so.” 

* * * 
“WE TRIED it out, and decided 
we didn’t want it (discount 
house deals),” says Bill Murphy, of 
Murphy Buick in Culver City. “I 
don’t think they are needed in the 
auto business.” 


comment on reports his company 
cooperated with discount and refer- 
ral houses. This reporter has been 


moving cars to discount houses 
for $150 over invoice. 

“It was no good, so I cut it off 
about a week ago,” said John Lukes 
of San Gabriel Ford. “I wouldn’t 
mind Fedco, where I make the 
deal with the customer. But when 
my arrangement turned out to be 
with just plain wholesale houses, 
I passed it off all together.” 

With sources of new cars dry- 
ing up at the beginning of the 
new year, discount and referral 
houses found their orderly proc- 
esses disrupted. Gerald G. Wolf- 
son, doing business as Castle 
Sales, Inc., in the four MORE 
stores, says he is a licensed auto 
dealer who is paid for referring 
MORE members to cooperating 
dealers. 

“We have received letters from 
Ford and Chevrolet dealers saying 
they cannot continue to do busi- 
ness with us,” said Wolfson. “We've 
heard that the factories have put 
pressure on the dealers. So I’ve 
written letters to both General 
Motors and Ford, asking them if 
this is true.” 

* 
COPY of the letter sent to 
Ford follows: 

Gentlemen: 

We represent Castle Sales, Inc. 
Our client is engaged in the auto- 
mobile sales referral business and 
is duly licensed under California 
law as a retail automobile dealer. 
Until recently, our client has been 
referring Ford buyers to Hollywood 
Ford Co. and Santa Monica Ford 
Co. Our client has now been ad- 
vised by said companies that they 
can no longer accept any referrals. 

Our client has been advised 
that this refusal to transact busi- 
ness arises because Ford Motor 
Co. has prohibited such transac- 
tions and also because the local 
Automobile Dealers Assn. has 
endeavored to prevent the trans- 
action of such referral business. 

It appears to us that if said ad- 
vice is true, then your company 
is probably engaged in a violation 
of the federal] antitrust laws. 
Please be advised therefore that 
our client is sustaining and will 
continue to sustain substantial 
damage because of the aforesaid 
loss of business. 

Demand is therefore made that 
you investigate this matter imme- 
diately and that you take all neces- 
sary action to correct any violation 
of the antitrust laws as they affect 
our Client, if in fact such violations 
exist.—Very truly yours, Gerald G. 


Wolfson. 
A “CLOSED” membership dis- 
count store in Lakewood Calif., 
provides cars for its members 
through Union Fleet Sales, oper- 
ated by Tom Patrick. Union Fleet 
is said to purchase its cars from 
the dealer, then deliver them to 
the customer at the Cal-Sales store. 

Trades are taken by Union Fleet, 
who offers its customers 6 percent 
bank financing. It is reported that 
Union Fleet operates as a used- 
car dealer. 

G. N. Evanoff, manager of 
C.M.A. (Consumers Mart of 
America) in Anaheim, Calif., said: 
“You won’t find any membership 
or discount stores in this area 

(Orange County) selling new 
cars. Local dealers complained 
to the factories, who told dealers 
selling new cars to us; that, if 
they didn’t stop, they’d lose their 
franchises. We think this is re- 
straint of trade.” 

Evanoff claimed C.M.A. now has 
no cars on the floor and has stop- 
ped selling new cars. C.M.A. is a 
membership department store, 
which charges a $2 initiation fee. 

* ok * 

At GEMCO, the other large Ana- 

heim membership department 
Store, Frank Grant, general man- 
ager, said: “We are selling new 
cars through a leased concession 
owned by Robert Chico. It is the 
Gemco new-car selling facility, 
which we’ve had for about a year. 
“We look upon selling of cars 
as we do any other merchandise in 


* * 


* * * 





Elton Walker of Walker Brother’s 


Dealers View Discount Houses 


| Rambler, Los Angeles, declined to! of merchandise to our members, at 


told that Walker Brothers has been | 
a Fedco referral source and was| 





the store. We offer standard brands 


a lower price than elsewhere. 

“The concept of new car sales 
fits into our overall program. 
Accordingly we don’t consider 
Mr. Chico’s facilities as unusual.” 
(Chico could not be reached for 
comment on his auto sales busi- 
ness, said to include eight loca- 
tions doing business as used-car 
dealers.) 

“Everything we sell at Gemco | 
is unconditionally guaranteed,” con- 
tinued Grant. “Contracts with our 
leased concessions, such as autos 
and dresses, expressly states that| 
refunds will be cheerfully made. 
Car buyers would, in theory, have 
the same recourse for a cash re- 
fund, as would a customer of the} 
dress department.” 

ok * * 
RANT’S C.M.A. store charges $1 
initiation fee, plus $1 a year 
membership. The store has| 





for 


been open for 14 months and, ac- | 
cording to Myers, has over 100,000 | 
members. Like most discount and}! 


AUTOMOTIVE NEWS, FEBRUARY 20, 1961 


referral stores in Southern Cali- 
fornia, Gemco is open six days a 
week and closed all day Monday. 


A call to Fedco offices reached | 


attorney E. L. Butterworth, secre- 
tary of the organization. 
worth said: 
to talk to you. Every time we talk 
about our merchandising practices, 
we come out on the short end of 
the story.” 

Later, this reporter was able to 
contact Jim Dupuie, who operates 
the Fedco auto referral plan. Ac- 
cording to Dupuie, the correct 
name of his company is Dealers 
Diversified Services, Inc., which 
is chartered as an advertising 
and sales promotion agency. 

He said he leases floor space 
from Fedco, has no corporate con- 
nection with Fedco and has never 
bought or sold a single automobile. 
He operates in the five Fedco stores 
and provides insurance and new- 


ear services to Fedco members| 


only. 


* * 


Ba 


'_— present situation (in which 
dealers are declining Fedco 
referrals) will not put us out of 
business,” said Dupuie. “When one 
(dealer) drops out, there are three 
others to take his place. The $50 


Butter- | 
“I don’t think I want) 


| 
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they pay is received by us for an 
advertising service. 

“What we do is this: At the be- 
ginning of each model year, all 
soliciting dealers give us a bid 
on the way (price) they will sell 
us a car. It’s cut and dried, We 
take the lowest bid. We know 
we save the little a guy a lot of 
money. Specially on interest 
rates. (Dupuie says he charges 
4%, 5-1/5 or 6 percent, depending 
on downpayment, with all con- 
tracts carried by the Security 
First National Bank of Los An- 
geles.) 

“We've been at this for seven 
years. And we're not attempting to 
bootleg cars. As far as I’m con- 
cerned, there’s no one who can sell 
a car cheaper than a dealer. All we 
want to do is send our members 
to a legitimate dealer.” 


* * * 


(How the car buyer feels about 
discount or referral purchases will 
be covered in the sixth report to 
follow in Automotive News, A rep- 
resentative list of purchasers was 
surveyed to determine what really 
happens when a “discount” car 
reaches the customer and he 
tries to obtain factory warranty 
service.) 





Turn the 12-month/12,000-mile guarantees into profits 


with modern service equipment. 


ranty jobs can be handled best with Rotary Lifts to get 
the car off the ground where mechanics can do their 
work faster, with less effort . . . and thus turn out more 


jobs per day. 


Two efficient lifts—Rotary’s Two-Plunger Frame Pick- 
Up is the best lift made for general shop work. The open 
span between the runners offers accessibility to all parts. 
For lubrication, oil changes, brake work, muffler replace- 
ment and many similar jobs, the more economical Single- 
Plunger FP-46 Frame Lift is ideal. 

Both of these lifts have “swinging arms” adjustable 
four ways to reach chassis support areas and raise the car 
safely. Dependable Rotary Airdraulic or Full-Hydraulic 
jack units, with the exclusive Hydra-Seal packing, give 


years of trouble-free service. 


Opportune time—Modernize your shop facilities now, 
take advantage of the additional service jobs which the 
new, extended car guarantees will bring you. Mail cou- 


pon today for more information 


lifts and a copy of Rotary’s Auto Lift Selection Guide. 


a 


AUTO LIFTS 


DOVER CORPORATION, 
ROTARY LIFT DIVISION 


® 


Memphis, Tenn. * Madison, Ind. * Chatham, Ontario 


First name in oil-hydraulic auto lifts — passenger 
and freight elevators — industrial lifting devices 


Most service and war- 


on these profit-making 


Name 


Two Plunger 
Model FP-28 


Dover CorporRATION, Rotary Lirt Division 
1114 Kansas, Memphis 2, Tenn. 


Please send information on Rotary Frame Lifts and your 
Auto Lift Selection Guide to: 





Single Plunger 
Model FP-46 





Company- 
Address 
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SEC Gets Plea to Act... 








Chrysler Lets Dann 


See List of 


(Continued from Page 2) 


and former President William C. 
Newberg, it was learned. 

Generally, the commission acts in 
a corporate dispute only when it 
finds that its rules have been vio- 
lated. The SEC’s specific interest 
in the Chrysler situation is believed 
to be possible omission of details| 
of outside interests by members of 
the board of directors. 

From Washington, Dann travelled 
to Wilmington Friday to face 
Chrysler attorneys in a hearing on 
his suit asking that Chrysler be 
placed in receivership, The Chrysler 
counsel planned to seek more in- 
formation from Dann prior to filing 
a reply to his charges of misman- 


agement and conflicts of interest. 
* * * 


— outspoken Detroiter testified | 
in Wilmington last fall in pre- 
trial hearings on a $30 million 
Chrysler libel action against him. 
His 5,100 shares of Chrysler stock, 
plus holdings in Ford and General 
Motors, were “sequestered” or fro- 
zen as the result of this action. 
Last week, Dann disclosed that 


2 Vice-Presidents 


Named by NADA 


WASHINGTON. — Two new re- 
gional vice-presidents have been 
named by the National Automobile 
Dealers Assn. Sam H. White (Olds- 
mobile), director for South Texas, 
is regional vice-president of Re- 
gion 10, succeeding Thomas F’, Ab- 
bott, who gave up the post when 
elected first vice-president. 

Walter Duncan (Dodge-Plym- 
outh), West Virginia director, suc- 








ceeds William M. McCune, who was 
elected treasurer, in Region 3. 





Ford Offers New Engine 


With 401 Horsepower 


DEARBORN. — Ford Division 
has announced that it is offering 
“a new, more flexible power-range 
version of its high performance 
engine —a 401-horsepower, triple 
carburetor V-8 of 390-cubic-inch 
displacement.” 

The division said the engine 
offers more horsepower per cubic 
inch of displacement than any 
ong domestic engine now avail- 

e. 
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Holders 


the dividends accrued to him from) 
his Big Three holdings had been re- | 
leased, although the stock itself re- | 
mains in sequestration. 

Dann and his wife Anne were 
due to receive $5,100 in withheld 
Chrysler dividends alone as the 
result of the release, embracing 
a third-quarter payment of 25 
cents a share and a fourth-quar- 
ter payment of 75 cents, including 
a 50-cent yearend extra. 
Meanwhile, Circuit Court judges 
in Wayne and Oakland counties de- 
layed hearings on restraining orders 
in suits involving Newberg and 
Jack W. Minor, former Plymouth 
marketing director, 

Circuit Judge Henry Beers will 
hear arguments in Wayne County 
March 3 on whether a temporary 
restraining order in a Newberg suit 
against Chrysler be made perma- 
nent. This order stops the company 
from collecting a partial payment 
on $455,000 in outside profits which 
Newberg agreed to repay when he 
resigned the presidency last June. 

* * * 
EWBERG, in this action, asked 
that the entire agreement be 
set aside on grounds he was wrong- 
fully discharged. He paid half the 
amount due at the time of his dis- 
missal and seeks a refund. 

Colbert still had not replied for- 
mally to the second Newberg suit, 
filed in Oakland County, naming 
the Chrysler chief and two other 
directors as conspirators in an al- 
leged “get Newberg” plan. Newberg 
asks $5% million damages in this 
litigation. 

Oakland Circuit Judge Clark 
Adams continued until March 14 
orders halting delivery to Minor 
of assets in a Chrysler stock-sav- 
ings fund and W & M Sales Co., 
an outside agency in which he 
had an interest, 

Judge Adams also will decide at 
that time a motion by Minor’s at- 
torneys to dismiss Chrysler’s suit 
against the former executive in| 
Oakland County. They contend that 
no action should be taken in Oak- 
land, where Minor lived while he 
was employed at Chrysler, while 
two suits by Minor against Chrysler 
are pending in Wayne County (De- 
troit). 

K * * 
i OAKLAND, Chrysler hag sued 

Minor for $80,000 he allegedly 





ADVERTISEMENT 







have reason to expect, a 


At present, 
than others. 


quality, 
over-produced. Consumer 


are achieved. 
This means—profit. 


in a dealer's line. 


in certain market areas 


consideration. 


A DEALER MESSAGE 


As businessmen, automobile dealers look for, and 
some automobiles offer more profit 


For instance, an automobile built to high stand- 
ards of engineering excellence, craftsmanship and 
generally is not mass-produced, 


availabilities, and price and trading stability 


One such automobile is the Jaguar, a special motor 
car for special people. Here, in fact, is one auto- 
mobile that does not compete for sales with others 


Jaguar Cars is not seeking a mass market. No 
dramatic plans for production expansion are 
envisioned. 


Modest expansion, yes. As a result of its acquisi- 
tion of additional production facilities, Jaguar 
anticipates a 25 per cent increase in 1961 in pres- 
tige automobiles for the U. S. market. 


Jaguar, therefore, is encouraging its U. S. Dis- 
tributors to appoint a limited number of interested, 
financially-sound dealers, of proven reputation, 


will be men who will invest energy and good will 
in an automobile that has an established record 
of returning high profits to those who sell it. 


Dealer replies are invited. They will be forwarded 
to the appropriate Jaguar Distributor for prompt 


JAGUAR CARS INC. 
52 E. 57th St., New York 22, N. Y. 





prorit. 








never 
demand keeps abreast of 


















now open. These deaiers 
















made while a partner in W & M 
Sales Co. and three other ad firms | 
doing business with the company. 

Minor’s Detroit suits seek $200,000 | 
damages on grounds of damage to) 
his reputation because of his ouster | 
last September and $25,000 from 
dividends and the stock ownership 
plan. 

Chrysler tried in the Oakland 
case to prevent Minor from pro- 
ceeding with the stock-savings 
suit in Wayne County, but Judge 
Adams refused to grant this 
point. 

In New York, meanwhile, new 
charges against Minor and Grant 
Advertising were made by dissident 
stockholder Robert Markewich in 
a 55-page bill of complaint filed in 
New York supreme court, 

Markewich listed Grant, where 
Minor worked before he came to 
Chrysler, as one of five companies 
which gave Minor “secret profits, 
commissions, bribes, kickbacks, 
gifts, gratuities, bonuses, dividends 
and other sums of money and 
things of value.” 

The other four companies listed 
by Markewich were the same ones 
cited by Chrysler in its $80,000 ac- 
tion against Minor—Bel-Aire Proc- 
ess, Taxi-Ad, Trans-Advertising 
Agency and W & M Sales Co. 
Markewich asks an accounting of 
any payments to Minor. 

co * * 

ILL C. GRANT, board chairman 

of Grant Advertising, which 
held the Dodge account from 1953 
until last year, called the Marke- 
wich charge 
“completely and 
utterly untrue.” 
Grant said he 
thought it was a| 
“cowardly thing 
for someone to 
use a privileged 
document to 
make such cruel 
and vicious| 
charges.” 

“Mr, Minor was 
paid for his Grant | 
stock when he left our agency (in 
1953), just like any other employe,” 
Grant said. “Since that time, he has 
never received a penny from our 
agency.” 

Minor, contacted in Hollywood, 
Calif., called the Markewich charge 
“false and ridiculous.” He said he 
had received nothing from Grant 
since he left its employ. 

Minor moved to Hollywood from 
Birmingham, Mich., last month to 
become sales vice-president for Don 
Fedderson Productions, a television 
production firm, Fedderson is 
Minor’s brother-in-law. 


Chrysler Names H ughes 


In Minneapolis Office 


MINNEAPOLIS. — William 
Hughes has been named to head 
the consolidated Chrysler-Plymouth 
regional office here. He had been 
Plymouth regional manager since 
April, 1959. 

W. K. King, Chrysler regional 
manager, was named assistant man- 
ager of the merged office. The con- 
solidation will involve about a one- 
third reduction in the Minneapolis 





Will C, Grant 





office and field staff, according to 
Hughes. 





OPERATING RESULTS 
Net sales 
Taxes on income (credit) 


Net earnings (loss)...............0...... 
A share 


Dividends paid 
A share 
Expenditures for facilities, 


Depreciation for the yeat.............. 
Expenditures for special tools.. 
Amortization of special tools...... 





Current assets 
Current liabilities 
Net current assets 
Property, plant, equipment and 


NEE MMIII, cag discs ga oso xeseaXeesodnanctesccia 
Long-term debt*........................ 
Shareholders’ investment** 





Cars and trucks sold (in thousands of units) 


Earnings (loss) before taxes on income.................. 


As a percent of sales................... 


other than special tools............. 





Less accumulated depreciation...................0........... 





lion in the fourth quarter of 1960, 


|Chrysler netted 77 cents a share. 


Fact Two—The company enjoy- 
ed greater sales in the third quar- 
ter last year, amounting to $634 
million, but profits were only 16 
cents a share. 

* * * 

ACT Three—The bleak fourth 

quarter of 1959 produced a loss 

of $2.71 a share on sales exceeding 
$678 million. And looking beyond 
1960, January sales were discour- 
aging to the whole industry. 

In the world of high finance, a 
favorable performance in_ profit- 
making is of overriding concern. 
It is Chrysler’s expectation that the 
shareholders will respond by rally- 
ing to the support of management 
and the 20 incumbent directors 
when proxy statements are mailed 
around March 14 for the annual 
meeting April 18. 

Accompanying the proxy state- 
ments will be a 25-cent-a-share 
dividend, payable March 14 to 
shareholders of record today 
(Feb. 21). This rate has been paid 
without interruption since the 
second quarter of 1958, save for 
a year-end extra of 50 cents in 
December, 1960. 


Shareholders have not been alone 
in benefitting from the recent turn 
in Chrysler’s profit results. The an- 
nual report reveals that bonuses 
of $512,663 were paid last year to 
executives, compared to zero in red- 
ink 1959 and 1958. 

Moreover, lower operating costs 
have allowed the company to shore 
up its Dealer Enterprise invest- 
ments another $1 million. This sum 
rose to $5,253,531 last year from 
$4,101,617 the previous year. 

K * * 


7. enough, there is nothing 
exemplary in Chrysler’s slim 
showing of a 1.1 percent net return 
on sales last year ($3.61 a share 
profits on $3,007 million sales). But 
for Chrysler, that rate of return 
exceeded all but two years in the 
last eight—booming 1957 and 1955. 

A surprisingly kind view of 
Chrysler’s financial picture was 

taken several weeks ago by the 
hard-to-please Value Line weekly, 
which said: 

“A contraction in the overall 
automobile market, as well as 
Chrysler’s share of it, is mask- 
ing notable success on the part of 
this company in reducing its per- 
ilously high breakeven point, 

“A study of Chrysler’s earnings 
performance during the past year 
suggests that as much as half a 
billion dollars may have been lop- 
ped off its costs in that interval.” 

* * * 

HRYSLER Chairman and Presi- 

dent L. L. Colbert, accused by 
former President William C. New- 
berg of mismanaging Chrysler in 
recent years, may have found an 
effective retort in this statement to 
shareholders that “important sav- 
ings have been realized in manu- 


* * * 


Chrysler's Seven-Year Financial 
y 


(In millions of dollars) 


1960 1959 1958 1957 1956 1955 1954 
1,183 917 704 1,382 1,078 1,579 884 

itsas | 

Pav esince beset estnictcds $3,007 $2,643 $2,165 $3,565 $2,676 $3,466 $2,072 ] 

66 ( 10) ( 74) 252 42 225 21 | 

pies sbstsescateyoupinavceseces aid 34 ( 5) ( 40) 132 22 125 3 ] 

i cta duntteed-shpaivenesputstuesanan 32 ( 5) ( 34) 120 20 100 18 
ida sate oushsivennkebuaneagpayenaba 3.61 ( .62) ( 3.88) 13.75 2.29 11.49 2.13 
SpiciieyaeadsiseanestePeoaniapes 1.1% (0.2%) (1.6%) 34% 08% 29% 0.9% 
ssakpbsadanie cegassdecvedn toaions si¢eofes¢s BSB $B Ss wes MS SS 
jisksbdsodsccvanugasoorevtinessjece 1.50 1.00 1.50 4.00 3.00 4.00 4.50 
Seaiervagavenehsteshbonvazsnabens 35 718 63 96 125 138 56 
iasaavansiseausabueiadgorsvsvaan 73 7% 80 838 68 55 50 
viisdsevesssbrkseayecaionspeedsite 85 163 87 50 156 66 99 
166 81 69 127 51 110 37 


FINANCIAL POSITION—YEAREND 


I ccna ccnedutoitiss $ 690 $ 756 $ 940 $ 669 $ 891 $ 593 
aT 415 373 496 447 570 376 
275 383 444 222 321 217 

tools— 
510 633 548 546 614 458 428 
ites 1,369 1,375 1,338 1,497 1,295 1,363 1,035 
250 250 250 250 188 125 63 
7104 679 691 7132 646 652 586 


*—334% promissory notes, due July 1, 2054; convertible by either Prudential Life Insurance Co. or Chrysler after Jan. 1, 
1962, into 342% notes due in equal annual installments over 20 years. 
**—-Number of shareholders of record: 86,548, Number of shares outstanding: 8,895,450. 


Chrysler’s Turnaround... 


Cost Cuts Hike Profits 


(Continued from Page 2) 









































































w 
facturing costs and general ang §R 
administrative expenses.” 

The pruning shears have cy 
deep. Approximately 7,500 “white 
collar’ employes have been drop. 
ped in a $50 million annual saving. 
Plants no longer needed are bej 
put up for sale, including the Im. 
perial facility in Detroit. The Plym. 
outh and Chrysler sales forces haye 
been combined. And, of course, the 
DeSoto has gone into the discard 

This kind of news may thwart 
the efforts of the “outs” in any 
1961 proxy battle. 


Chrysler is one of the best-known 
“leverage” stocks, meaning that its 
8,895,450 shares outstanding are an 
inconsequential amount in _ terms 
of profits potential. 


The stock is subject to violent 
price swings, as a consequence, and 
could spurt sharply if sales rise at 
the reduced level of operating ex. 
penses. 

* cs * 

ON TOP of that possibility, Chrys. 

ler had net working capital of 
$431 million at Dec. 31, second-high- 
est in its history. Its book—or 
liquidating—value was estimated at 
about $78, nearly double recent mar- 
ket prices of Chrysler shares, 


Chrysler’s biggest outstanding ob- 
ligation is to Prudential] Life Insur- 
ance Co., which loaned the company 
$250 million. Interest of $9,375,000 
on this long-term debt has been 
paid by Chrysler every year. 


Reversal of Chrysler’s profitabil- 
ity performance is not the only 
thing going for the present man- 
agement in opposing the com- 
bined or separate forces of Dann, 
Newberg and Robbins. 


A 1960 breakdown of Chrysler 
shareholders showed 79,000 were in- 
dividuals or joint tenants who own 
but 50.85 percent of the shares. The 
remaining half was divided between 
securities dealers, representing 
either themselves or beneficial own- 
ers, and trusts and estates. The 
brokers controlled 27.34 percent and 
the trusts 21.81 percent, 

The latter two groups hold the 
balance of power in the Chrysler 
stock situation. They are more likely 
than individual shareholders to be 
impressed by Chrysler’s profit re- 
sults for 1960 and less likely to 
react to the headlines surrounding 
the Newberg-Dann lawsuits. 

* * * 

ro. shareholders fondly recall 

the Korean War days, when 
Chrysler wallowed in profits and 
splurged on dividends. In 1950, the 
profit rate in a $2.2 billion sales 
year was 11.6 per cent, and divi- 
dends of $9.75 were paid. 

Whether Chrysler’s profit rate can 
return to these levels is question- 
able, in view of the 1961 slump in 
new-car sales. But the cost surgery 
in effect at the company has shown 
up already in a way not inclined to 
enhance the chances of the proxy 


battlers. 
* * 
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(Continued from Page 1) 


week. A W eek earlier, with both | 
ral ang |Rambler and Lark down for inven- 
tory adjustments, the compacts took 

ave cut 302 percent on 26,570 assemblies, 


none a week earlier; 
down from 2,879 * 1,150; Comet, 
up from 2,321 to 
from 128 to 1,016; Lancer down 
from 944 to 350, and Buick, Olds- 
mobile and Pontiac with 1,699, 
1,825 and 2,314, 


ediums Cut Back the Most... 


Car Output Hits 2%-Year Low 


Valiant 
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respectively, 


2,800; Lark up 







































































“white{ 4 breakdown of compact-car 4 
1 drop. mblies showed Falcon on top.| Week earlier. 
Saving | with 8,350 last week, compared The standard group boosted out- 
e being with 7,499 the previous week; | put 4 percent from 37,728 to 39,240 
‘he Im. | gorvair up from 6,961 to 7,800; | assemblies as both Ford and Chev- 
> Plym. Rambler with 5,400 as a gai inst | rolet show ed sizable gains. Stand- 
es have |_—_—___ 
rse, the 
iscard Car, Truck Output Estimates 
wart 
in any By Jueriotive News 
‘known PASSENGER CARS 
hat its (U. S. PRODUCTION ONLY) 
are an Week Week Jan. 1 Jan. 1 
terms Ended Same Ended Output, To To 
Feb. 18, Week, Feb. 11, February, Feb. 20, Feb. 18, 
1961 1960* 1961* ToDate  1960* 1961 
Violent | opyRYSLER CORP.** .. 3,750 26,691 13,612 22,322 187,556 59,243 
Suen! | Chrysler Division ...... ......... 3,110 2,524 «= 3,785 21,758 + —-:13,105 
se th Chrysler. ............00.0.: 2,518 2,201 3,462 17,383 11,979 
ng ex- Imperial ............. 592 323 323 4,375 1,126 
Dodge Division 8,432 4,206 6,328 60,571 16,278 
Ch Dart-Polara .............. 8,432 3,262 4,757 60,571 12,718 
Heel AOE cerns BBO sere a 3,560 
hi ¢ Plymouth Division ... 2,650 13,825 6,882 12,209 + 95,663 29,860 
aa "Tf =Plymouth. .................. 1,500 7,694 4,003 7,250 61,202 18,251 
ted af alin ctsoise 1,150 6,131 2,879 4,959 34,461 11,609 
t m FORD MOTOR .............. 28,920 38,242 24,571 68,012 330,013 183,387 
7 Ford Division .............. 24,235 33,319 19,425 56,593 289,239 153,581 
SEE fy fochdotcnadenisedesiets 8,350 8,422 7,499 18,859 75,849 50,072 
ng ob- yt 9 eee 14,005 23,538 10,116 32,952 201,650 90,782 
Insur- Thunderbird ............. 1,880 1,359 1,810 4,782 11,740 12,727 
npany L-M Division ................ 4,685 4,923 5,146 11,419 40,774 29,806 
NOME WISE .......ssnecccneecnssssone 2,800 596 ©2321. 2:5, 827 596 13,648 
been II - ec S0Ujavcsvcischsveves 675 338 W77 1,937 5,358 5,423 
EE scssusivebousiexsave 1,210 3,989 2,048 3,655 34,820 10,735 
abil- | GENERAL MOTORS .. 36,280 79,742 49,695 120,611 554,472 354,028 
only Buick Division ............ 635 7,503 5,192 9,428 55,211 33,471 
nan- Buick (Std.) ............ 635 7,503 3,493 6,687 55,211 24,298 
com- MR. Selacorcsvedcheaescesie. aeinigtae” 8 Aeaaeines 1,699 MTG © Aecaivess 9,173 
ann, ST Sere vs Has cearneaciveveveds 3,360 3,956 3,386 8,772 28,818 22,984 
Chevrolet Division .... 30,500 48,269 27,680 77,424 326,745 205,693 
rysler EY Ava dveteaeriyeasssvias 7,800 8,214 6,961 18,694 55,784 44,022 
re ine Chevrolet (Std.) ...... 22,700 40,055 20,719 58,730 270,961 161,671 
own Oldsmobile Division .. 925 9,802 6,681 12,169 71,439 42,530 
. The A tne GE icestatacs. arskeadion,  —-ancntankis 1,825 a 10,404 
ween Oldsmobile (Std.) .. 925 9,802 4,856 9,149 71,439 32,126 
nting Pontiac Division. ........ 860 §=10,212 6,756 12,818 12,259 49,350 
own- Pontiac (Std.) .......... 860 10,212 4,442 8,673 12,259 31,762 
The NIE © Satviscsssccassvsass.c ausaeevace , aeceeeeats 2,314 eee Ya dase 17,588 
+ and BAMBLER. .................000 GAGO UNGER ows: 10,709 71,312 34,735 
STUDEBAKER. ............... 1,176 3,211 128 2,213 22,115 6,972 
| the MUMAONRNOED ooo... scssescsesscess 125 160 128 327 672 581 
fae Total Cars, U. S.**...... 75,651 159,058 88,134 224,194 1,166,140 638,946 
Oo be § *Totals for 1960 include DeSoto production. 
 Te- 
ding COMMERCIAL CARS 
| (U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
ecall Feb. 18, Week, Feb. 11, February, Feb. 20, Feb. 18, 
yhen 1961 1960* 1961* To Date 1960* 1961 
and | CHEVROLET ................. 5,500 12,060 5,683 15,107 75,762 40,754 
the | DIAMOND T 37 12 27 69 506 190 
TOO ne nevcceccescvscsscscancenre 60 86 18 78 572 289 
divi- 1,700 1,290 3,332 13,274 8,196 
7,411 7,850 18,988 59,790 46,085 
can 2,581 1,354 3,501 17,024 9,005 
ion 2,968 2,583 6,897 20,583 17,247 
D in 364 194 515 2,357 1,316 
yery 241 214 522 1,243 832 
own 402 326 840 2,823 2,194 
d to 3,152 2,588 6,221 16,899 12,477 
‘oxy 101 81 204 703 573 
Total Trucks, U. S. .... 20,724 31,1388 22,208 56,274 211,536 139,158 
Total — a 
lp Sl eres 96,375 190,196 110,342 280,468 1,377,676 778,104 
CANADIAN PRODUCTION—CARS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Feb. 18, Week, Feb. 11, February, Feb. 20, Feb. 18, 
1961 1960* 1961* ToDate 1960* 1961 
CHRYSLER CORP. 850 1,387 844 2,346 7,760 4,837 
FORD MOTOR .............. 2,030 2,522 2,085 5,349 14,638 14,325 
GENERAL MOTORS .. 3,885 4,186 3,110 9,255 32,715 25,043 
PITRE on. occssccesseess ro ae 87 mee ee 308 
STUDEBAKER 00... cece. 120 160 242 703 690 
Total Cars, Canada .... 6,855 8,215 6,286 17,418 55,816 45,203 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Feb. 18, Week, Feb. 11, February, Feb. 20, Feb. 18, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ...... 160 190 152 406 1,120 1,050 
FORD MOTOR .............. 310 431 444 978 2,503 2,553 
GENERAL MOTORS .._ 600 940 607 1,554 6,933 3,996 
INTERNATIONAL ...... 235 269 236 610 1,919 1,582 
_ Total Trucks, Canada 1,305 1,830 1,439 3,548 12,475 9,181 
Total Cars, Trucks, % 
__ Canada oo dataetiee teaiots 8,160 10,045 7,725 20,966 68,291 54,384 
Grand Total, 
Cars and Trucks, 
0. S. and Canada....104,535 200,241 118,067 301,434 1,445,967 832,488 
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ard's percent of total industry out- 
put was 51.9 percent last week, com- 
pared with 42.8 a week earlier. 

In the highest-priced class, out- 
put was off from 4,486 to 4,035. as- 
semblies as Imperial went down 
again for inventory adjustments. 

* * a 

HUTDOWN of B-O-P operations 

for the week dropped General 

Motors assemblies to their lowest 
level in 15 months, 

The corporation’s five car-pro- 
ducing divisions turned out an es- 
timated 36,280 cars last week—the 
lowest point GM assemblies had 
reached in other than a change- 
over week since Dec. 12, 1959, 
when 30,671 cars Were produced. 

B-O-P production declined from 
18,629 assemblies the previous week 
to an estimated 2,420 cars last| 
week. All B-O-P assemblies last 
week were standard-size models. 

Cadillac continued to meet its 
672-cars-a-day schedule, turning out 
3,360 cars last week, compared with 
3,386 assemblies the previous week, 
while Chevrolet, with its Norwood 
(O.) plant down all week and its 
Janesville (Wis.) and St. Louis 
units working four days, increased 
its output from 27,680 to 30,500 cars. 


* * * 


— MOTOR raised its produc- 

tion from 24,571 to an estimated 
28,920 assemblies last week. It was 
the only Big Three gainer, 

This came about despite the 
fact that the Falcon-standard 
Ford line at Atlanta; standard 
Ford lines at Chester, Pa.; Louis- 
ville and Twin Cities, and Mer- 
cury lines at Wayne, Mich., were 
down the entire week. Moreover, 
standard Ford lines at Chicago; 
Comet-Falcon lines at San Jose, 
Calif., and the Falcon line at 
Metuchen, N, J., were idle Friday, 

A breakdown of Ford Motor 
standard car output showed Ford 
up from 10,116 to 14,005 assemblies; 
Thunderbird up from 1,810 to 1,880; 
Mercury off from 2,048 to 1,210, and 
Lincoln down from 777 to 675. 

Last week also marked the be- 
ginning of standard Ford output at 
the company’s St. Louis plant. The 
plant formerly produced Mercurys. 

* ES * 


ee CORP., with only its 
St. Louis and Los Angeles 
plants working, saw its car output 
decline from 13,612 units a week 
earlier to an estimated 3,750 assem- 
blies last week. 

All car-producing plants in the 
Detroit area as well as lines at 





Newark, Del., were closed the en- 
tire week for inventory adjust- 
ments. 


A breakdown of Chrysler Corp. 
standard-car assemblies showed 
Plymouth off from 4,003 to 1,500; 
Dodge Dart off from 2,762 to 750; 
Polara off from 500 to none; Chrys- 
ler down from 2,201 to none, and 
Imperial off from 323 to none. 


* * * 


(OERAAL-CAR output to- 
talled an estimated 20,724 as- 
semblies last week, compared with 
22,208 trucks produced a week ear- 
lier and 31,138 commercial vehicles 
built during the week ended Feb. 
20 a year ago. 

Canadian production totalled 
an estimated 8,160 vehicles last 
week as General Motors returned 
to five-day scheduling on cars. 
Last week’s output compared 
with 7,725 cars and trucks pro- 
duced a week earlier and 10,045 
vehicles turned out during the 
week ended Feb. 20 a year ago, 


A breakdown of Canadian car as- 
semblies showed Chrysler Corp, up 
from 844 to 850; Ford Motor off 
from 2,085 to 2,030; GM up from 
3,110 to 3,885, and Rambler up from 
87 to 90. Studebaker, down for in- 
ventory adjustments last week, had 
160 assemblies the previous week. 


A breakdown of truck operations 
showed Chrysler with 160 assem- 
blies last week, compared with 152 
units produced a week earlier; 
Ford Motor off from 444 to 310 
units; GM off slightly from 607 to 
600 units, and International off one 
unit from 236 to 235. 








Dealers Nab Prospects 


While Lots Are Closed 


SAN JOSE, Calif—New and 
used-car dealers in Santa Clara 
County who close on Sunday 
place a card on each used car 
left in open lots. 

The card explains the reason 
for closing on Sunday and invites 
anyone interested in the car to 
fill in an adjoining card which is 
perforated for easy separation. 
The detachable section provides 
space for the shopper’s name, ad- 
dress, telephone number and 
time when he would be available 
for contact. 








Factories Suggest 
Lower Flat Rates 


Goal Is to Spread 
Dealer ‘Quick Service’ 


(Continued from Page 3) 


service behind efforts to reduce time 
charges, 

For one thing, all factories 
point out that time charges are 
under continuous study. Charges 
are moved up and down in line 
with new service procedures, new 
tools and changes in the product. 
All claim they try to make all 
their time charges as competitive 
as possible. 

It was learned that at least two 
changes have been made in the way 
time charges are calculated on the 
minor service work. On work where 
dealers face competition from gas 
stations and garages, the 16 to 18 
percent time markup is not figured 
in to the time charge. 

In addition, some service work is 
written out of the procedure. For 
instance, minor tuneups normally 
include a fan-belt adjustment. Com- 
peting service spots are thought to 
skip this adjustment in a minor 
tuneup. 

The adjustment has been written 
out of the minor tuneup procedure 
in some cases. This contributes to 
a lower time charge on the minor 
tuneup and should result in a lower 
labor bill for the customer. 

Moreover, different assumptions 
are used in computing the reduced 
charges on minor service work. 
Under the old system, a minor 
brake adjustment was computed 
on the assumption that this was 
the only work being done. Hence, 
the charge covered the time need- 
ed to do that job from start to 
finish, 

The reduced charges are com- 
puted on the assumption that the 
brake adjustment is just one of 
several services being done at the 
same time. For instance, the brakes 
might be adjusted while the car 
is being lubricated. 

Under the reduced rates, there 
is a time charge of 0.1 hour for 
putting a car up on a hoist. This 
charge is made only once no mat- 
ter how many services are render- 
ed while the car is on the hoist. 


One factory official said deal- 
erships were not generally using 
the flat-rate manual on minor 
service work anyway. The dealers 
found that the manual resulted 
in charges that were too far 
above the competition and began 
selling these services on a fee 
basis. 

No factory, not even Oldsmobile, 
has made a public announcement 
that anything is under way in the 
area of cutting time charges on 
minor service work. All factories 
report that time charges are under 
continuous study. Most say flatly 
that any reductions being made are 
due to improved methods and de- 
signs that make service easier. 


All General Motors divisions are 
said to be studying the question of 
more competitive charges. With the 
exceptions of the two divisions of 
Ford Motor Co., there were no 
other reports of reduced time 
charges. 

Lincoln-Mercury said it was 
working on a new flat-rate manual 
but had nothing to report on a gen- 
eral cut in charges on minor serv- 
ice work. Ford Division is reported 
to be working with its dealers to 
get them to offer selected items at 
competitive prices. 
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Dealer Forum 


(Continued from Page 3) 
ble with his hip. So he was lying in 
a hospital bed in traction, and he 
wasn’t satisfied with the way the 
traction device operated. So he re- 
designed the whole thing mentally 
and had some friends build the new 
device for him.” 
K * * 
Career Program 


IM WHITEHURST, manager of 
the Dallas auto dealers associ- 

ation, says that starting a career 
sales program in the auto business 
is like cultivating petunias in a 
cinder patch—difficult to do, but 
that’s no reason why we shouldn't 
start. The job will take cultivation, 
fertilization, planting, pruning, re- 
cultivation, refertilization, and so 
on. 

The program proposed by J. Sax- 
ton Lloyd, Daytona Buick-Cadillac 
dealer, ran into unfortunate timing. 
Many of the directors who weighed 
the proposal during the NADA con- 
vention were fearful of the reces- 
sion. 

When they buried the plan in 
a 23-23 vote, Lloyd was shaken, 
but he bounced back. 

“T’m not quitting,” he said next 
day. 

Incidentally, a dealer I admire 
very much wrote to remark I had 
been pretty caustic with the opposi- 
tion, which included him. In the 
heat of espousing a cause, we for- 
get at times that the opposition 
includes men we respect, too. 

I’m sure that the 23 directors 
who voted against the program 
were just as mindful of the wel- 
fare of auto retailing as those 
who voted for it. However, I still 
feel that this is a safe prediction: 
There will come a day when all 

dealers will honor Lloyd and the 
men who so ably aided him on the 
subcommittee which prepared the 
sales training program—H, L. Gal- 
les jr., Alton M, Costley, and J. 
Melford Sanders. 

The career sales training pro- 
gram will one day be recognized 
as the point where the industry 
finally turned its back on the 
theory that the public likes to do 
business in a horse-trading at- 
mosphere or with gypsies. 
People want value, And they 
question big fat markups, just like 
they question big fat cars. 

But they are seeking integrity 
and reliability in the auto market 
places. And if you doubt this, con- 
sider the fact that in some areas 
discount houses have been able to 
make headway, in spite of all their 
drawbacks, because they have been 

able to convince many that their 
one-price policy represents integ- 
rity. 

Don’t read me wrong. I’m not 
touting discount houses, They 
should have no place in this busi- 
ness, and they have no future. 

But I feel that what appeal they 
have had is due to their efforts to 
contrast themselves with the horse- 
trading atmosphere that some in 
the industry foster because it is one 
way to get dealers to cut their dis- 
counts. 

There should be a better way of 
doing business for this the foremost 
business in the world. 


VW Registers 
31,377 Trucks 


ENGLEWOOD CLIFFS, N. J. — 
Volkswagen commercial-car regis- 
trations totalled 31,377 in 1960, ac- 
cording to a spokesman for Volks- 
wagen of America. In 1959, the total 
was 30,122. 

By months, he said, 1960 regis- 
trations were: January, 2,175; Feb- 
ruary, 2,244; March, 2,902; April, 
2,909; May, 3,012; June, 2,745; July, 
2,705; August, 2,989; September, 
2,748; October, 2,655; November, 
2,285, and December, 2,008. 


Dealer Fined $100 
For De-Stickering 


FRANKFORT, Ky. Kenneth 
Labon, operator of Cook Rambler 
Sales in Shelbyville, pleaded guilty 
in Federal Court to removing the 
price sticker from a new car. 

His was the first case involving 
the Automobile Disclosure Law to 
be prosecuted in Eastern Kentucky. 
He was fined $100 and costs. 
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Obituaries 








Casco G. Duke 
BRENTWOOD, Md.—Casco G. Duke, 67, 
operator of Duke Motors, a used-car firm, 

died of a heart attack Feb. 6, 


> * * 


Frank L, Clifford Sr. 
LOUISVILLE.—Frank L, Clifford sr., 75, 
president, Clifford & Sons, Inc., an auto- 
repair firm, died Feb. 8, He formerly was 
a Ford dealer here. 
* * * 


R. A, Welch 
LEXINGTON, Ky.—R, A, Welch, who 
formerly operated auto-parts depots in 
Louisville, Kansas City and Indianapolis, is 
dead. 
* * * 


Emmett J. Applegate 
BRANDENBURG, Ky.—Emmett J. Ap- 
Pplegate, a Ford dealer here since 1913, died 
Feb. 10. He was 76, 
* * * 


John J. Lawless 
SCRANTON, Pa.—John J. Lawless, pres- 
ident of Reliable Motor Sales Co, for 25 
years before his retirement in 1959, died 
Feb, 9. 
* * * 


Leo E. Scriber 
CROSSETT, Ark.—Leo F. Scriber, 49, 
owner of Scriber Motor Co. here and Jeffer- 
son Motor Co., Pine Bluff, Ark., died here 
Feb. 9. A native of Monroe, La., he had 
lived here since 1942. 
* * * 


Russell G, Watkins 
LAPEER, Mich. — Russell G, Watkins, 
59, who operated the Cadillac-Oldsmobile 
dealership here until 1957, died Feb. 4, 


* * * 


L, V. Lash 
BOLIVAR, O.—L. V. Lash, 80, died 
Feb. 2 in a Canton (O.) rest home after 
a year’s illness. He was a retired Bolivar 
auto dealer, having started business here 
in 1913. 
* * * 


Fred A, Lambert 
PRINCETON, Mo.—Fred A. Lambert, 78, 
who was said to have been the first auto 
dealer here, died Jan, 31 in a Chillicothe 
(Mo.) hospital. 
+ * * 


Ivar L. Boling 
SEATTLE.—Ivar L. Boling, Seattle au- 
tomobile dealer, died of a heart attack. He 
was a native of Washington and had been 
in the auto business for 37 years. He left a 
$300,000 estate to his wife. 


* * * 

Frederick H. Downs 
KENSINGTON, Calif, — Frederick H. 
Downs, one of the original Locomobile 


dealers prior to World 
77. He also established 
ships in Europe. 


* * 


Clyde L. Robinson 
TUNICA, Miss.—Clyde L, Robinson, 53, 
owner of Tunica Motor Sales, is dead. He 
formerly was with Dixie Auto Sales, Mem- 
phis. 


War I, is dead at 
Locomobile dealer- 


* * * 


Walter M. Murphy 


LOS ANGELES.-—Walter M, Murphy, 79, 
founder of a custom-body building firm in 
the 1920s and a former Lincoln dealer and 
Hudson-Essex distributor, is dead, His firm 
produced one-of-a-kind bodies for such 
autos as the Auburn, Cord, Duesenberg, 
Lincoln, Franklin, Peerless and Stutz, 


Bo * * 


Gustave B. Ballard 


LOUISVILLE.—Gustave B, Ballard, 72, 
a former Louisville dealer, died Feb, 5. He 
handled the Studebaker, Dodge and Buick 
here, and earlier was president of Stude- 
baker Sales Co., Philadelphia. 


* * a 


Albert J. Kelly 


VAILS GATE, N. Y.—Albert J. Kelly, 
51, president of A. J. Kelly, Inc. (Ram- 
bler), died Feb. 10 after a long illness. Mr. 
Kelly was a former Packard dealer. Prior 
to that he held a Willys franchise. He had 
been in the auto business for 15 years. 


* * * 


Charles A. Werner 
MT. VERNON, O.—Charles A. Werner, 
19, son of Calvin J. Werner, general man- 
ager of GMC, was killed near here when 
his car ran into a guard rail, He was a 
sophomore at Otterbein College. 
* * * 


James M. (Pat) O’Dea 
DETROIT.—James M. (Pai) O’Dea, 71, 
died here Feb. 15. After World War I Mr. 
O'Dea joined the staff of a Detroit Dodge 
distributor, later moving to Graham Paige 
where he became vice-president and gen- 


eral manager. In later years, he was a 
Studebaker dealer in suburban Highland 
Park. 








Classified Want Ads 








HELP WANTED 
GENERAL SALES MANAGER for multiple 
point Ford dealership in South Texas. A 
great opportunity for the right man. 
Dealership established in 1921 and com- 
plete new facilities built in 1957. Salary 
and percentage of net profit with option 
to purchase stock for the right man. Box 

2255, c/o Automotive News, Detroit 7. 


SERVICE MANAGER-—-Wanted by old es- 
tablished GM dual, 160 car dealership in 
the Southern Tier area of New York, 
with one of the highest service absorp- 
tions in our zone. Must have knowledge 
of customer relations, mechanics (6) 
supervision, used car reconditioning, fac- 
tory adjustments, service management 
and procedures. Send complete résumé 
to Box 2259, c/o Automotive News, De- 
troit 7. All replies will be held in strict 
confidence, Our present service manager 
is retiring this summer. 
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HELP WANTED 
ison 








GENERAL MANAGER—PARTS 


General Manager to head multi-city operation 


consisting of four auto parts sales and dis- 
tribution warehouses. Ability to manage as 
well as hire, train and supervise automobile 
parts salesmen resulting from successful past 
experience as manac-r of similar operation 
is a prerequisite for this position. Annual sales 
volume in excess of $5,000,000. Our executives 
have been advised of this advertisement. Send 
resume to Box 2254, c/o Automotive News, 
Detroit 7. 





pees 


SALES MANAGER—DODGE—In midwest 
college town of 60,000, Top opportunity 
for man who can build and manage new 
and used car departments. Established 
dealership with excellent facilities. Box 
2221, c/o Automotive News, Detroit 7. 


ACCOUNTANT-BUSINESS MANAGER. 
“Big Three’’ dealership in Southwestern 
major city has an opening for a well 
qualified business manager. Must have 
experience in automotive accounting, of- 
fice management, budgeting, cost analy- 
sis, finance and insurance, Dealership 
with potential of 1,500 cars, has excellent 
opportunity for a dynamic individual who 
would like to move to the fabulous South- 
west. Send complete résumé to Box 2242, 
c/o Automotive News, Detroit 7. 


SALESMEN WITH MANAGEMENT PO- 
TENTIAL and ambitions wanted by 
reputable Arizona Chevrolet dealer lo- 
cated in metropolitan area, a quality 
dealer operation in a profitable, high vol- 
ume market, Applicants must be stable 
and of sound character. Please reply with 
vital statistics, picture and experience to 
Box 2243, c/o Automotive News, Detroit 
7. All replies will be held in strict con- 
fidence. We, in turn, will forward to you 
a complete dealership résumé and other 
pertinent area information, 


SALES MANAGER — National distributor 
of accessories for imported cars needs 
ambitious, energetic, experienced man to 
organize territories, train salesmen and 
eventually assume full management on 
incentive basis. Headquarters Southern 
California. For interview send full résumé 
to Box 2244, c/o Automotive News, De- 
troit 7. 

ACCESSORY AGENTS, JOBBERS, Soon 
coming out with several new, hot, patent- 
ed automotive items, Representation 
wanted. Morgan Manufacturing, 590 
Parkview, Detroit 14, 











PARTS SALES 
REPRESENTATIVES 
Side Line or Full Time 


Presently or recently calling on established 
clientele of new car dealers in their own 
areas. We carry thousands of items: Parts, 
accessories and hardware, paying top com- 
missions and bonuses, good sales promo- 
tion program. Looking for a change or 
additional items? State your personal and 
business experience and connections fully 
in first letter. Outline area of operation and 
sideline or full time desired. Our repre- 
sentatives know of this ad. 


Box 2214, c/o Automotive News, Detroit 7. 





WANTED: GENERAL MANAGER OR 
SALES MANAGER who can manage a 
600 to 1,000 new car dealership and 
is desirous of becoming a dealer for 
one of the ‘Big 3.’’ You must know 
all phases of dealership operation and 
be able now or in the near future to 
qualify for factory approval, If you have 
the qualifications and want to become a 
dealer, please write us telling all about 
yourself, including age, experience, fam- 
ily status, references, compensation re- 
quired and net worth, While we would 
prefer to have you make an investment 
in the dealership, it will not be a barrier 
if you can qualify for factory approval. 


Please reply immediately in complete 
confidence to Box 2260, c/o Automotive 
News, Detroit 7. 





SALESMEN —top producing professionals 
only, High earnings opportunity in boom- 
ing Phoenix, Arizona, Opportunity for 
advancement with legitimate, aggressive, 
hard-selling, well established GM dealer 
with best reputation, heavy advertising. 
No ‘‘system’’ or ‘‘T.O.’’ Please don’t 
apply unless one of top three on present 
job. (Our top men make $10,000 to 
$13,000.) Send snapshot and experience 
résumé, Family men preferred—no drift- 
ers or boozers. Box 2191, c/o Automotive 





News, Detroit 7. 

SERVICE MANAGER—BUICK-RENAULT 
dealership. Wealthy community, Jersey 
Shore area opportunity, Box 2222, c/o 


Automotive News, Detroit 7. 





BUSINESS-OFFICE 
MANAGER 


GM experience necessary, M.H.D. experience 
desirable. Attractive salary plus fringe bene- 
fits. Write or call: R. D. Gorham, c/o Gorham 
Chevrolet, Inc., Easton, Pa. BLackburn 8-2386. 








HELP WANTED 


PARTS SALESMEN WANTED 


Leading importer of top quality lines of 
parts for all imported and sports cars wants 
territorial representatives to sell to foreign 
car dealers and trade. Many choice terri- 
tories available. Send resume, information to 
Box 2210, c/o Automotive News, Detroit 7. 








GENERAL MANAGER’S POSITION avail- 
able in Ford, Lincoln, Mercury dealership 
on seacoast, with 300 new unit potential 
yearly. Contact Merritt Motors, Inc., 
P. O. Box 469, Phone: JA 4-3171, Beau- 
fort, South Carolina. 








NEW OR USED CAR MANAGER for 
Southern Florida area available March 
1st. Sixteen years’ large volume Ford ex- 


perience, excellent references. Clark 
Booth, General Delivery, Hollywood, 
Florida. 


POSITION WANTED—PARTS MANAGER 
or assistant in General Motors dealer- 
ship. Experience: Manager Chevrolet- 
Oldsmobile dealership, attended Chevro- 
let Basic Parts School, held 10th place 
in Chevrolet Parts Managers’ Record 
Club, Desire to relocate in town of at 
least 10,000 population, Box 2234, c/o 
Automotive News, Detroit 7. 


SERVICE MANAGER—Qualified, top flight 
administrator with long experience in 
volume operation of service and parts. 
Sound understanding of all phases of new 
car dealer business, Now employed GM 
metropolitan dealer, will consider dealer 
with sound service and parts absorption 
in mind. Prefer Chieago area or the 
West Coast, Box 2236, c/o Automotive 
News, Detroit 7. 


ACCOUNTANT-BUSINESS MANAGER — 
Experienced in business management and 
office organization. Thorough knowledge 
of advanced accounting, forecasts, budg- 
ets and interna] control techniques, in 
conjunction with daily operating control 
for planned operations. Motors Holding 





experience. Married and will relocate. 
Box 2245, c/o Automotive News, De- 
troit 7. 





MAN, 45, helluva capacity for work, Not 
brilliant, highly educated nor owned deal 
—Plenty of varied sales experience, more 
than enough automobile in the blood to 
know his way through all departments 
and see and do toward better profit. 
Wants permanent opportunity in small 
deal as general manager, or volume deal 
—used cars only, Now employed as man- 
ager (no opportunity). Box 2246, c/o 
Automotive News, Detroit 7. 


ACCOUNTANT-OFFICE MANAGER—Vol- 
ume GM and Motors Holding dealer ex- 
perience including accounting, forecasting 
and daily operating control, Age 32, pre- 
fer Motors Holding dealer in Midwest. 
Box 2248, c/o Automotive News, De- 
troit 7. 


PARTS MAN and general automotive sales, 
New York, New Jersey or Eastern Sea- 
board area. Age 33, 15 years’ dealer and 
distributor experience in management. In- 
terested in opportunity, Will prove self. 
Box 2249, c/o Automotive News, De- 
troit 7. 


GENERAL MANAGER with family and ex- 
cellent references desires wosition, pre- 
ferably New England, with quality deal- 
er. Twelve years’ experience, ambitious, 
capable and well qualified, All replies 
held in strict confidence, Box 2250, c/o 
Automotive News, Detroit 7. 


EXPERIENCED MANAGER, college, mar- 
ried, Retail auto master salesman, gen- 
eral manager and district sales manager 
(wholesale), Age 42, 15 years’ experi- 
ence. Interested in agency or sales posi- 
tion with a future. Box 2252, c/o Auto- 
motive News, Detroit 7, 


GENERAL OR SALES MANAGER avail- 
able April 1st, wishes to make change, 
New England, General Motors or Ford. 
Age 48 with 25 years’ experience all 
phases of automobile business, Not in- 
terested in family deals. Must be sound, 
well financed dealership. Best factory ref- 
erences, Box 2196, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT-OFFICE MANAGER — age 
35, thirteen years’ GM experience. South 
or West preferred. Box 2169, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER, age 42, good knowl- 
edge of service management and customer 
relations. Sober, married, one child. 
Chrysler product preferred ‘n Georgia or 
Florida. Good reason for change, plenty 
of references. Box 2261, c/o Automotive 
News, Detroit 7. 

BUSINESS-OFFICE MANAGER, age 339, 
15 years’ management experience, com- 
plete knowledge of all phases of opera- 
tion. Interested in position which offers 
opportunities in exchange for qualifica- 
tions. Excellent references. California 
preferred. Box 2262, c/o Automotive 
News, Detroit 7. 


























POSITION WANTED 


GENERAL MANAGER — General sales 
manager, presently employed as general 
sales manager of Chevrolet dealership, 
profit for 1960 was $201,000 net—sold 
1,897 new, 2,140 used. Age 34, 12 years’ 
experience, plenty of drive and enthus- 
iasm to get the job done. I am looking 
for a progressive dealer who wants to 
make $200,000 year, or more, Reason for 
change, better incentive based on profits. 
Box 2211, c/o Automotive News, De- 
troit 7. 

BUSINESS MANAGER — ACCOUNTANT. 
Florida resident. Volume GM and Ford 
dealer experience, full responsibility for 
accounting, forecasts, daily operating 
controls and aiding dealer in overall 
management problems. Will relocate any- 





where in Florida. Box 2224, c/o Auto- 
motive News, Detroit 7. 
ACCOUNTING CLERK—25 years’ experi- 


ence in accounts payable, receivable, gen- 
eral ledger, payroll complete. Will re- 
locate. Box 2247, c/o Automotive News, 
Detroit 7. 
DEALERSHIPS AVAILABLE 
EEL ESL ALI IEE ELIA ILD TE ILENE LIE AL ELLER OOD IR, 


Dealership Available 
CENTRAL FLORIDA 


Located in center of Florida's famous citrus 
belt for over 30 years. Handling Chrysler- 
Imperial-Plymouth-Valiant, 

TAX LOSS 
Land—90-ft. x 235-ft; 2-story building 90-ft. 
x100-ft. Will sell or lease. Write Box 2227, c/o 
Automotive News, Detroit 7. 








DEALERSHIP HANDLING MERCURY, 
Comet, Continental, North Carolina, 300,- 
000 potential in area of diversified indus- 
tries and rich farming area, Excellent 
and new facilities in downtown location. 
Box 2233, c/o Automotive News, 
troit 7. 


FOR SALE IN MAINE: Wonderful oppor- 
tunity for someone with the necessary 
finances to purchase the most desired car 
franchise, 150 car potential, Showroom, 
well equipped service and parts depart- 
ments, paved sales lot, good location on 
Route 1, Box 2226, c/o Automotive News, 
Detroit 7. 


MISSISSIPPI GULF COAST Handling 
Lincoln, Mercury, Comet, English Ford. 
30,000 population, 80,000 trade area — 
South’s fastest growing. 200 new car ten 
year average. Complete vervice, body, 
paint, $10,000 parts, $15,000 equipment. 
Sell $15,000 cash, Building 8,000 square 
feet, ten car covered 75 car blacktop dis- 
play, Well lighted, most modern, Four 
lane main street, centrally located, Sell 
or lease property, ill health retirement 
selling reason, Box 2251, c/o Automotive 
News, Detroit 7. 


AGENCY HANDLING FORD—East Ten- 
nessee town of 6,000 on TVA Lake. Same 
location 30 years, 150-200 units per year 
—always shown nice profit. No used cars, 
no accounts, no blue sky, no real estate 
to buy. Low rent on completely modern 
building and lot, $38,000 firm price, fac- 
tory approval necessary. Owner has other 
interests. D. E. D’Armond, Phone 273, 
Crossville, Tennessee for exact location 
and further information, 








FLORIDA GOLD COAST, handling Gey, 


FOR SALE—Dealership handling Pont 


DEALERSHIP HANDLING PONTIAC 


FOR SALE — Old established 





AUTO DEALERSHIP, San Joaquin Valley 


MY CLIENT is a Lincoln-Continental-¥% 



































DEALERSHIPS AVAILABLE 





Motors. Owner taking larger deal, we 
factory approval and approxima 

$65,000 to buy and operate Box 21h) 
c/o Automotive News, Detroit 7, 


Buick, Rambler and GMC. Arizona, hig 
dry climate, 15,000 population, cour 
seat. Parts and equipment invento; 
only, Box 2228, c/o Automotive Ne 
Detroit 7. 


$51 
Fo 


GMC trucks in North Central New yp 
city. No real estate. Must have fagt, 
approval. Well equipped service and p 
departments. Must be sold to settle 
tate. Box 2240, c/o Automotive yn 
Detroit 7. 


yst | 


dealersipa” ni 
handling Chevrolet in Western Michips, 
Excellent facilities and equipment. 9 ener 
wishes to retire. Write for particulary, h 
Box 2256, c/o Automotive News, >i 
troit 7, il ‘ 


central California, 15 years establishes 


Town 12,000, best of locations. Wonde, Wil 
ful facilities with large showroom. Hap, 
dling compact and import franchises, Au 


money-maker if properly financed an 
managed. Reasonable with no ‘‘blue 
conditions, Would consider qualified p 
ner with experience in sales and mo 
to invest. Write Box 2263, c/o Auton 
tive News, Detroit 7. 


cury-Comet dealer in Chicago suburb, y 
needs additional capital to continue 
profitable operation; needs a partner 











will sell out. Guarantee 10% return qj Ph0oe! 
investment. 400 car agency in fast dm ‘el 
veloping area in Cook County. Raymon worth 
Cavanagh, attorney, 105 S. LaSalle gj mW 
Chicago, Ill. ‘. 
SUNNY CALIFORNIA—Southern Califo. eh 
nia, dealership handling Rambler, Selling! other 
500 or more cars per year. Located WHit 
trading area of over 400,000 people, Fing came 
facilities, adjoining used car lot. Loy 
overhead, long term lease. Ten years A OCAT 
this location, new buildings added jug tract 
one year ago. Reason for selling o and 
business interest. Box 2264, c/o Auto 9268 
motive News, Detroit 7. . 





FOR SALE: Dual dealership handling Bui 


De-~ 


——— 


WANTED: Chevrolet 
















USED 


and Rambler, retailing 125 cars per year, ™ volun 
Modern building, All inquiries will be® Leas 
kept confidential, Box 2265, c/o Automo§ requi 
tive News, Detroit 7. sired 
BEAUTIFUL CALIFORNIA CITY, South ~ 


ern California, handling Oldsmobile dual 
in trading area of over 300,000 people 


selling 500 or more cars (new) per year ® mote! 
Buildings and facilities 4% years old, year 
fine lease 68,000 sq. ft. of sales ani or cz 
service area. One of the finest looking§ Kent 


agencies on the West Coast. Must haw 
factory approval, Other business interes 
reason for offer for sale, Inquiries mug 
be kept confidential, have good organi- 
zation and want to keep it that way. 
Box 2266, c/o Automotive News, De 
troit 7. 
DEALERSHIP WANTED 


Will Pay Top Cash Price | 


for GM, Ford or Chrysler dealership. Must 
have 500 or more new-car sales potential. Have 
the education, reputation, capital and succes 
ful operating experience to assure factory 
approval. Will guarantee to keep all negotia- 
tions confidential until deal is made with you 
and half of purchase price posted. No ded, 
no exposure. Ready to buy immediately. Please 
reply to Box 2269, c/o Automotive News, De 
troit 7. 

SS 


AUTO DEALERSHIP 


WANTED — GM, 
Ford or Chrysler agency, metropolitan 
New York area. All replies eld in strict- 
est confidence. Any size dealership con- 
sidered, Box 2253, c/o Automotive News, 
Detroit 7. 

















single or dual of 
Cadillac dual with 200 to 300 units per 
year potential. Prefer Florida or Gulf 
Coast area, Would consider any attrac 
tive dealership. Box 2267, c/o Automo 
tive News, Detroit 7. 


Ss lili 





HELP WANTED 








touch with us. 


Toledo 1, Ohio 








AUTOMOBILE MERCHANDISING 
MANAGER 


Our affiliated company |. K. A. (Industrias Kaiser Argentina) has asked us to 
assist them in the recruitment of a qualified man for an outstanding opportunity. 
The |. K. A. Organization has an outstanding growth record as Argentina's num- 
ber one car and truck manufacturer. 1960 volume was in excess of 33,000 units 
in a product line comprising the Kaiser Carabella, Renault and Alpha Romeo 
Bergentine cars, as well as the complete line of ‘Jeep’ vehicles. 


The individual should possess a heavy level of experience in automobile whole- 
saling and retailing with the initiative and energy to develop selling strategy 
in a market approaching the transition from seller to buyer which was experi- 
enced in the U.S.A. several years ago. Personal qualifications should include the 
capacity for patience, of working with the selling organization, the willingness 
to adapt oneself and family to a different country, and learning to speak ac- 
ceptable Spanish. Compensation is open and would relate to the background 
of the individual. In general, salary and benefits can be described as substan- 
tial with a real opportunity to save an important portion of earnings. 


J. C. Delaplain, Director of Sales for |. K. A. will be in the United States early 
in March to finalize arrangements for the successful candidate for this position. 
If you feel qualified for this position, or know a man who is, please get in 


E. L. Anderson, Director of Merchandising 


WILLYS-OVERLAND EXPORT CORP. 
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CHerry 4-2861 















































DEALERSHIPS WANTED 


K I 
oni’ ~=General Motors 
tor Dealership 


$500,000 Cash Available 
For Immediate Purchase 





















ill buy property. 
Val 

the, 
onder. 
Hap. 
ses, 4 
1 ang 
) Sky" 


Wire reply to Box 2257, c/o 
Automotive News, Detroit 7. 





BUSINESS OPPORTUNITIES 


phoenix, Arizona, where business is good 


worth investigating if you have the 
4 month deal. Favorable lease, excellent 
gaff will stay on, Reason for selling, 

hasing large new car deal in an- 
other city. Please contact Alan Foster, 
WHitney 5-3172 or write to 7000 East 


Camelback, Scottsdale, Arizona, 


968, c/o Automotive News, Detroit 7. 


yolume 250 annually using % of facility. 


requirement. Partner available if de- 
sired, San Diego suburb, main street. 


tive News, Detroit 7. 


motel and truck garage, Buildings one 
year old, approximately 1% acres. Write 








or call: Edwards Motor Co., Lexington, 
king Kentucky, Phone: 2-8709. 
a —— 
rest B (QLLECTION, REPOSSESSION SERVICE 
nust Ne ale ei 
= e e 
yay, e 
xt in California 
A DAVID KIKKERT 
ff and 
wh ASSOCIATES 
lave 
e8% @ Complete 
= @ Collection 
you @ Repossession 
eal, @ Skip Tracing 
be @ Deficiency 

@ Service 

= 9 760 Golden Gate Avenue 
*M, San Francisco 2, California 


PRospect 5-2290 
















DISTRIBUTORS WANTED 





AUTOMOTIVE 
DISTRIBUTOR 
ANTED 


Nationally known manufacturer of funeral 
hes. and ambulances has excellent op- 
nity for progressive, aggressive Distrib- 
wor. with successful sales organization. Top 
lity vehicles are acknowledged leaders in 
ir field. Market is permanent and profit- 
tble for right sales team. Send complete de- 
fails of your organization to Box 2258, c/o 
Automotive News, Detroit 7. 






DEALER SERVICES 


(AR DEALERS! Send for free Dealer Sales 
Aids Brochure worth $2.20. Peterson’s 
Advertising, Dundee, Illinois, 


SERRE RCT ROTM OTE 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


‘e—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
s, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
100 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 









——— 


1961 Auto Costs! 


Discover how much your Deal's cars really 
ts. The book, "AUTO COSTS," gives you 
factory invoice prices of all 1961 American 
, 35 foreign cars, 4 American trucks, and 
dl their equipment. Used by dealers and 
ks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
including all supplements). 


FAUIO Costs, Spencer Publishing Company, 
Liberty, N. Y. 


eS 











yst have volume new car sales 
ntial. Now have medium-size 
: neral Motors dealership. Fac- 
ul ory has been assisting in search. 


oING CONCERN. Large used car deal 
on world famous Camelback Road in 


twelve months of the year, This deal is 


w-how and capital to handle a 70 car 


(ATED IN MICHIGAN-—LEASE—con- 
tract with top-rated company, 74 Fords 
and Galaxies, 24 months lease term, Box 


SED CARS—completely equipped. Present 


lease $250. Six months advance rent only 


Great potential. Box 2213, c/o Automo- 


a 
FOR SALE OR LEASE—Filling station, 


AUTOMOTIVE NEWS, FEBRUARY 20, 1961 


DEALER SERVICES 


My Clients Paid $500 


Dealer clients happily paid an average of 
$100 each for these hard-hitting, solid-sell- 
ing new car ads. They really sold cars, 


will probably work for you, too. Easily 
adapted, everything you need. 

YOU GET THE SAME FOR $5 
All five ads for $5. Satisfaction guaranteed. 
Tarrant Adv. Agency, 250 Whalley Ave., 
New Haven, Conn, (No Conn, dealers.) 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


VOLKSWAGENS 
1961s—All Models 
IMMEDIATE DELIVERY 


Will Ship to Any Port 


| CHECK OUR PRICES 


CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 



















got the 
customer? 


HERTZ 


has the 
used car! 


All are in fast-selling 
colors and fully equipped 
with power steering, 
R & H, automatic trans- 
mission, many with 
power brakes—the works! 


Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts—you name it, we’ve 
got it! Low mileage, 
clean and sharp — real 
bell ringers! 


1959 and ’60 models are 
now available at Hertz 
offices across the country. 


CALL 
THE HERTZ MANAGER 
IN YOUR CITY TODAY 


or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 

















CARS FOR SALE 


Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


61 Volkswagens 


Fully Americanized 


e 
IN STOCK 
Immediate Delivery 


* 
Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


In North Carolina contact: James Allison, 
E. M. Stafford Auto Auction 
EXpress 9-0921 





CARS WANTED 


WANTED—LATE MODEL WRECKS and 


police cars. Ed Matt, 55 Madison Ave., 
Paterson, N, J. SHerwood 2-4488, 


LIMOUSINES—8 passenger—new and used. 


Dennis Distributor, 4804 N, Saginaw St., 
Flint 5, Michigan. 








WANTED 
1961 CADILLACS 


We need new Cadillacs for our leasing 
operation. Dealers protected. Replies con- 
fidential. 


Executive Lease Purchase 
Division 
P. O. Box 216 
Fairfield, Connecticut 











WANTED! 
Used Valiants, Comets, 
Falcons, Corvairs, Larks 

All Models 
CHesapeake 3-2313, Wire or Call Collect 


Rand Motors, Inc. 
801 Southwestern, Chicago 12, Ill. 


"60 MODELS 
WANTED 


Buicks, Pontiacs, Mercurys, Edsels, DeSotos 


AUTOMOBILE EXCHANGE 
1111 Saviers Road, Oxnard, California 








PARTS FOR SALE 





LLOYD PARTS for all models. Complete | | 


stock, Fast service. Foreign Cars Corpo- | 
ration, 1812 South Andrews Ave., Fort} 
Lauderdale, Florida. JA 2-7491, 


FOREIGN CAR PARTS LIQUIDATION. 
Over $97,000.00 close out Jaguar, Volvo, 
Hillman, MG, Alpha, Triumph, Mercedes 
and Lucas, Fast service, excellent dis- 
count. Jack Pry, Ltd., 1539 Pennsylvania 
Ave., S. E., Washington 3, D, C. LI| 
7-0506. 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 

NSU PRINZ AND SPORT PRINZ PARTS 
and access, Contact nearest distributor 
or National Parts Center, Ludwig Motor 
Corp., 421 E, 91st St., New York 28. 
TRafalgar 6-7010. (Sole U, 8S, importer} 
for NSU cars and parts. Transcontinen- | 
tal Motors, Inc., 230 Park Ave., New 
York 17, MUrray Hill 9-2710.) 


PARTS WANTED 


NEW AUTOMOBILE AIR CONDITION- 
ERS and parts, obsolete or surplus. Price 
must be right, Beach Auto Service, P, O. 
Box 4052, Columbia, South Carolina. 
Phone: ALpine 6-2313, 























CLASSIFIED WANT ADS 
BRING RESULTS 


















































TRUCKS FOR SALE 


TWO 32 FT, TANDEM flatbed Trailmobiles 
—two closed top vans, tandems, one 
Fruehauf and one Trailmobile 33 ft. Two 





open top Fruehaufs, 33 ft, tandems, 
clean, R. L, Beardsley & Co., 496 W. 
138th St., Riverdale, Ill, WaAterfall 
8-1700. 





BUSES WANTED 
WANTED—Used Overland bus, State size, 
engine make, condition and price. Write: 
Dave Brandon, Gordon, Nebraska. 
BUSES FOR SALE 


FOR SALE: 14 SCHOOL BUSES, mostly 
’54, '55 and °’56 models. Priced to sell. 
Also one 1959 Autocar tractor, reason- 
able, Wheeling State Bank, Wheeling, 
Illinois. 

ANTIQUE, CLASSIC CARS FOR SALE 

FOR SALE — 1902 RAMBLER Replaca, 
showroom new. Dealers cost $1,395—sell 
for $750. Am dualling dealerships—no 
space for display. Call or write: Connell, 
Box 373, Temple, Texas. Phone: PR 
8-1831. 


SHOP EQUIPMENT FOR SALE 


Tues. Feb. 28, 1961, 10 A.M. 


PAUL T. HENSON, INC. 
825 E. Genesee St. 
Syracuse, N. Y. 


$50,000 GARAGE 
EQUIPMENT 


WE WILL SELL AT PUBLIC AUCTION 
ON TUES., FEB. 28, AT 10:00 A.M.., 
THE COMPLETE GARAGE AND OF- 
FICE EQUIPMENT OF THE ABOVE 
FIRM. HERE ARE JUST A FEW OF 
THE ITEMS TO BE SOLD: 


9 Twin Post Weaver Lifts; Sunmotor Test- 
ters; aligning equipment; parts bins; com- 
pressors; exhaust system; Sioux valve re- 
facing machine; floor jacks; lathe; tools; 
overhead hoists and track; benches; battery 
charging stand; fluorescent lights; wheel 
balancing machine; pressure tanks; spark 
plug machine; overhead grease equipment; 
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MISCELLANEOUS 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 
e 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 





front end machine; transmission jack; port- 
able under coater; lockers; wash station; 
water fountain; water heater; cabinets; of- 
fice partitions; intercom system; space 
heater; cash register; desks; safes; files; 
chairs; Elliot Addressing Machine; mimeo- 
graph machine; Monroe Calculator; time 
clock and racks; room air conditioners. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


Open For Your Inspection 


All Day Mon., Feb. 27th 


H. Meltzer & Sons 


Auctioneers 
CICERO, N. Y. 
Phones: Cicero: OW 9-5461, 
Syracuse: GI 6-2114 


Terms: Cash or good checks 


$44.85 


Fed. Tax. Inc. 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory ..... 
Deaiers’ 25% Discount 
Dealers’ Net with 2 
Standard plus 2 Large 
Adapter Clamps 











Fed. Tax. Inc. 
Stainless Steel 


Automotive Undercoating 


Application requires 10 minutes—Vehicle ready 
for use immediately. 


MONROE CHEMICAL CO., INC. 


Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 








Hilton, N. Y. PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
SEE PAGE 38 Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 


for the nation's 
TOP AUTO AUCTIONS 
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‘New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 (] 
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The air all over America is tingling 
with a great change. You can feel 
it in our homes, our offices, in PTA 
meetings and cabinet meetings, in 
charity drives, sales drives and 
Sunday drives with friends. 

A new American hero is being 
_ born. He is shoving aside old heroes: 
The Popularity Kid. The Charming 
Personality. The Guy With a Smile 
as Bright as His Shoes. 

Lo and behold, our new hero has 
Brains. 

Maybe he was spawned by the 
challenge of the sputnik, the ‘‘We 
will bury you” speeches, the Reds 
standing a bomb’s throw from 
Miami. Maybe it all started with 
science’s dizzying leaps. Maybe the 
complexities of modern life have 
thrust him on us. Maybe we are 
simply growing up. 

Certainly we are getting smarter. 
The number of high-school gradu- 
ates is growing faster than the 
over-all population. Adult education 
classes are overflowing. Washington 
is jingling with Phi Bete keys. High 
schools hereand there are giving let- 
ters for scholarship. And the Post 
series that has drawn the biggest 
mail response ever is called, with 








The Chinese calendar says 
1961 is the Year of the Bull. 
What follows has no connection 
with the Chinese calendar. It is a 
simple statement of plain truth. 


reason, ‘‘Adventures of the Mind.” 

Yet few of us who are said to 
have a finger on the pulse of Amer- 
ica have felt this new, quickened 
beat. Perhaps, in thinking of people 
as numbers, some have forgotten 
that they are flesh and blood. 

Not us. You will hear the new 
American pulse-beat strong and 
clear in the pages of The Saturday 
Evening Post this year. You have 
sensed it already in the definitive 
biography of Frank Lloyd Wright 
that led off 1961...and in our 
series, the untold stories of the 
Civil War. New, red meat—not re- 
hashing. 

You will read, in the magazine 
that published ‘“The Ugly Ameri- 
can,” Dean Acheson’s intimate ac- 
count of the men he has known... 
his views on diplomacy, past and 
present. And firsthand reports 
from a seething Africa by Stewart 
Alsop...from today’s Hungary, 
four years after revolution, by 
Ernest Hauser...from Michigan, 
a key state in the nation’s econom- 
ic future, by Harold Martin. 

POPOSOSSS SOSH OOOOOOOOD 

You will read stories by Pulitzer 
Prize authors and by important 
newcomers—Stuart Cloete, Gerald 















































Kersh, Jack Schaefer (‘‘Shane” 
Leonard Wibberley (‘“‘The Mous 
That Roared’’), Ray Bradbury, Stor 
Jameson, William Saroyan an 
many otherfinewriters of finefictio 

You will be talking about whe 
may be the most talked-abou 
memoirs of the year. With ric 
words, rude words, woolly words 
wise words, Mr. Charles Dillo 
Stengel tells the story of his life. 


SD aabbbbababbbhb hahaha 


And more, much more. 

There is another thing about 196 
that you ought to know. It is a 
upside-down year, reading the sam 
if you stand on your head. The firs 
since 1881, and the last until 6009 

Appropriately, we will be turning 
the world of publishing upsid 
down. And we know that the ney 
Americans—with their brains 
think and their youthful vigor t 
act—will turn to us in ever-grow 
ing droves. 

You are invited to come along, a& 
reader or advertiser, on this exciting 
adventure in the year of the Pos 
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